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Warner Statement On American Companies 
Status of British . Studying War Clauses 
Companies in U. S. What we ih 7 For New Insurance 

Branches Here Are for All Practical /. ii Taking Action to Protect Cos. 
Purposes Same as American From Liability Where Insured 

Insurance Companies | + 3 | 3 Contemplates Extra Hazard 
Geers EEE HD ——— 


POLICYHOLDERS PROTECTED 
No Problems Can Arise With Re- 
gard to Withdrawal of Funds or 
Depreciation of the Pound 


Harold Warner, United States man- 
ager of the Royal-Liverpool Groups and 
one of the outstanding fire insurance 
executives in this country, this week 
sent a letter to the field force of the 
companies in the groups explaining the 
status of British fire insurance com- 
panies doing business here. Because 
Great Britain is now at war the Royal- 
Liverpool companies have received a 
few inquiries as to what the position of 
admitted British insurers is, 

It is undoubtedly true, Mr. Warner 
says, that agents and the insuring public 
are continuing to have “full confidence 
in the soundness of companies compris- 
ing the Royal-Liverpool Groups and 
sritish fire insurance companies gener- 
ally and this confidence is fully justi- 
fied by the long and honorable record 
of these institutions not only in America 
but world-wide.” 


Queries Due to False Impressions 


Continuing, Mr. Warner says: 

“It is apparent that almost invariably 
the inquiries referred to have arisen 
through the agent or policyholder hav- 
ing a misconception of the position, the 
inquirer generally being under the im- 
pression that premiums are remitted to 
England and funds received therefrom 
with which to pay losses and that as a 
consequence difficulties might be en- 
countered in financing losses should a 
state of war exist. This idea, however, 
is entirely erroneous. 

“The United States branches of for- 
eign fire insurance companies are for 
all practical purposes domestic Ameri- 
can insurance companies in respect of 
their legal obligations. 

“Express provision is made in the in- 
surance laws of the states to permit the 
licensing of the United States branches 
of foreign insurance companies, and 
when duly licensed they are subject to 
supervision and _ regulations no _ less 
stringent than those applying to Ameri- 
can companies. They are, in substance, 
domestic companies and are placed upon 
a plane of practical equality of rights 


(Continued on Page 30) 











a "26 
Brokers & Agents..................... ~ a 
Marine Dept. ......................-.-- or a 
Casualty & Surety... "41 








He |@@) ( gumme |= Ss) ( GHEE ea) 








Are you aware that only 25% of industrial concerns carry Business 
Interruption Insurance? Many of the remaining 75% would carry 
i. if you explain it to them thoroughly. A call to our nearest field 
man will receive prompt attention. He will be pleased to assist you 
in soliciting this important and improved coverage. 


London & Lancashire 
6 sR O U FP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. « ORIENT 
INSURANCE COMPANY + LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. + SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire peEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 























Nine Sales, One Lead 


The General Agent who distributes the various types 
of leads to his underwriters benefits himself, and them, 
and their prospects who become policyholders, if he insists 
on immediate follow-up and immediate report. There's 
too much wastage without such insistence; and without it, 
also, the company itself is deprived of full returns on its 
investments in the service. 

One of our Ohio representatives recently was given 
a lead on a farmer. He started after dinner in the evening. 
The fog was so thick that when half way he almost turned 
back. He found his prospect was uninsurable, and that 
his wife was 52 years of age and probably uninsurable. 
There were twelve children, ranging from 7 to 26 years 
of age. He sold nine, and expects to close two more. 
making a total of eleven,—the youngest is under our 
age limit. 

Are leads worth while? Ought they not to be part of 
the daily routine of every underwriter, under the strict 


supervision of his General Agent? 


THE PENN MUTUAL LIFE INSURANCE CO. 


WILLIAM H. KINGSLEY JOHN A. STEVENSON 


Chairman of the Board President 


INDEPENDENCE SQUARE, PHILADELPHIA 














CANADIAN COMPANIES ACT 


Extra Premium Charged for Service 
Overseas; British Companies 
Exclude All War Risk 





With the outbreak of war in Europe 
and the declaration of a state of war 
existing between Canada.and the Ger- 
man Reich, American life insurance 
companies have taken or are contem- 
plating action to protect the companies 
and existing policyholders from the 
extra hazard of insuring persons who 
contemplate military action abroad or 
who may be exposed to aerial bombings 
or submarine warfare. 

War clauses in effect in Great Britain 
exclude death resulting from war. This 
applies to new business being issued and 
applies to civilians as well as those in 
military service. 

The Canadian companies have already 
inserted war clauses in new policies is- 
sued. A typical clause now in force by 
the Confederation Life Association 
limits the liability of the company to the 
return of premiums with 3% interest in 
the event of death while on active mili- 
tary or naval service outside Canada un- 
less an extra premium is paid. No extras 
are required for military or naval ser- 
vice inside Canada. The extra premium 
required annually on all military or 
naval risks outside Canada will be not 
less than $75 per thousand of insurance 
on all plans except Term insurance 
which extra will be higher. The extra 
premium is payable within thirty days 
after leaving Canada. 

In the same Canadian company all 
policies will include an aviation clause 
excluding all aviation risks, civil, naval, 
military and all other both inside and 
outside Canada with return of pre- 
miums with 3%. For the present no 
extra will be quoted aviation training 
risks nor for military and naval aviation 
risks but extras for commercial avia- 
tion risks in Canada will be quoted upon 
request. All policies will include a 
clause requiring extra premiums for 
civilians traveling to or taking up resi- 
dence in war areas and providing return 
of premiums with 3% interest if extra 
premium is not paid. The company re- 
ports that the regulations are temporary 
only and are subject to change. 


Action in the United States 


In the case of United States com 
panies writing business in Canada tem 
porary action has been taken which is 
subject to change. The Metropolitan 
Life and the Prudential have both re- 
tricted the amount of liability on new 
Canadian policies. The Prudential has 
included a war clause on policies issued 
to Canadians in Canada which limits the 


(Continued on Page 22) 
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CHOSEN FOR EXTRA PROTECTION 








Checked “Extra Protection” Points 


Then Picked Continental American 





THIS IS the story of one of Continental American’s new 
agencies. About a year ago it was opened—in a territory 
where the Company was almost unknown. Today it is an 


important “going concern” and its General Agent radiates 
enthusiastic faith in the future. 


Ask Charles M. Carter why he picked Continental 
American, and he will give you an exact and complete answer. 
As a believer in the Family Income policy, he decided to 











investigate the company which originated it. “I began to look 





CHARLES M. CARTER = for advertisements of the company, and noticed one about the 
points of extra protection,” he says in a recent letter. “I checked all of these points.” 


Factors that entered into his final decision, besides the Family Income contract 
and the “Points of Extra Protection,” were: New York state supervision, the fact that 
the President of the Company was an actuary, and—to quote Mr. Carter—“third party 
information indicated that the Company was conservative yet progressive.” 


Was it hard to start selling Continental American in an uncultivated territory? 
Not with the methodical competence of “Nick” Carter! First, he decided that the 
Company’s biggest selling point was its line of Preferred 
1 | Class contracts. So he went to work building prospects in 
the preferred groups. The mayor of Meadville became 

















policyholder No. 1 in the new agency, and General Agent 


Carter became policyholder No. 2 with a Family Income Check these 





| 
an ‘ * 
i] policy (preferred). Points of Extra Protection 
. ; " = . Jf Assets 10% more than liabilities—double the usual 
|| Take a head like Nick Carter's together with a kit sane iia apie, 
| of tools like Continental American’s, and this was the wv Preferred Class rates on a full line of ten different om 
| a : contracts. eft 
| result: “During the first six months my personal produc Originators of the Family Income Policy—aleo com- Wel 
|| tion was 200 per cent higher than it had been in the same plete Family Protection rider for almost any policy. 
1] : . ‘ °° ° Extra-Protection “Business Policy” riding to Age 
period of the previous year. And it was not at the v 65 an average of rang AM go see det TI 
expense of agency building, for Meadville now boasts a amount of insurance per premium dollar. — 


vw One-Year-Term Additions—without evidence of in- 


fine organization of six men who this month are enthusi- surability—providing an average of $100 of extra a 
. : iss oe ae rotection for every $1 of dividend. bee 
astically engaged in a “railroad building’ contest. y Se eT eee was 
|| , ails ‘ oY New 20-Year Term policy with reduced rates for first the 
1} | 5 years—convertible during first 15 years. 1). I 
iif . e ; T 
1} | Y Change-of-Plan privilege permits Endowment and Unk 
| Limited Pay policyholders to reduce premium to who 
| lower than Ordinary Life premium as of original age— new 
| regardless of health or insurability. Limited Pay Aug 


ny 0 1 ti nl en t al Am eri ( an policies contain guaranteed Endowment option. Fi 
Unique Educational Income Agreement automatically . x 

















insures student beneficiary at no extra cost. ' J 

) nen 
LIFE INSURANCE COMPANY y¥ Monthly premiums on all ‘plans. Pros 
| i fe ‘ 
| WILMINGTON, DELAWARE Y Protection for every class of risk—preferred, standard, > 
| and substandard up to 2! times standard mortality. c | 
; oI Sc F 
|| : = p ; vw For retirement protection: Optional Retirement . 4 
For com plete information, write W. M. ROTHAERMEL, Vice President Annuity and Adjustable Income Endowment giving ssi 

complete flexibility to meet unknown future conditions. 
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Fidelity Mutual Leaders Club 


nvention in Atlantic City 


27 





Left to right, top row: Walter LeMar Talbot, J. E. FitzGerald, L. C. Burwell, Jr., Frank H. Sykes, R. F. Tull, R. W. Campbell, W. E. Murdock, Sidney Rice, E. C. 
Weber, C. L. Pontius, D. F. Denton. Bottom row: D. F. Denton, J. F. Cowan, C. A. Kratz, Karl Collings, Myron E. Watson, R. C. Kichline, E. C. Weber, E. H. Schaeffer, 
L. J. Doolin, Paul Johnson and J. H. Pickett, Sr. 


The Thursday morning session last 
week of the Fidelity Mutual Life Lead- 
ers’ Club in Atlantic City under the 
chairmanship of Vice-President and 
Manager of Agencies Frank H. Sykes 
was opened with the announcement of 
the Unknown Guest in the person of 
1), E. Johnson, of Bridgeport, Conn. The 
Unknown Guest was that full-time agent 
who settled for the greatest amount of 
new cash premiums between June 1 and 
August 15, on not fewer than five lives. 

First on the morning's program was a 
Prospecting Panel under the direction of 
L. J. Doolin, supervisor of agencies. Five 
men gave as many angles of successful 
Prospecting—R. C. Kichline, Reading, 
Pa.; Paul Johnson, CLU, Cincinnati, O.; 
J. H. Pickett, Louisville, Ky. . - 
Schaeffer, CLU, Harrisburg, Pa., 
E. Clare Weber, Cleveland, O. 

Kichline’s Note Book 

Mr. Kichline told of a successful use 
of «a note book prepared to show the 
namie of a child, parents’ names, address, 
y whom recommended and general in- 


and 


formation. His method is to go to a 
teacher and ask for a list of children 
who would be most likely to succeed if 
given opportunity for an advanced edu 
cation. He tries to get photographs o1 
complete information on each child 


Calling on the parent, he opens with 
this compelling sentence, “I came to 
talk with you about John.” His experi 
ence has been that this approaches the 
parent on his blind side. 

Paul Johnson, Cincinnati, has had un 
usual success with the company’s direct 
mail lead service, drawing his prospects 
from a careful combing of business news 
from all sources. Names so secured are 
carefully checked against city and tel 
phone directories in which all policyhold- 
ers and names mailed in the course ot 
the year past have been checked. 

Change of age is the principal pros- 
pect source of Earle H. Schaeffer, Har- 
risburg, Pa. With 40% of his business 
written on policyholders and nearly 30% 
written just before change of age, hk 
has been particularly successful in culti 


source of new business. He 
card system which includes a 
card always in the file and a 
duplicate which is moved to the proper 
hronological place in the file “Every 
month,” says Mr. Schaeffer, “is Policy 
holder Service Month in this agency.” 

J. H. Pickett, Louisville, Ky., for many 
vears has been a very consistent culti 
vator of his policyholders, using every 
device at his command to maintain a 

birthday greetings 


vating this 
has a 


master 


variety of contacts 
and letters at every opportunity. H¢ 
invariably secures three referred leads 
upon delivery of the policy. 

\ policvholder is willing usually to 
ceive referred leads on persons who may 
find satisfaction in the same protection 
he enjoys, according to E. Clare Weber, 
Cleveland, fifth man on the panel. He 
has an organized talk for securing leads 
under this condition. 


Answer Objections 


James H. Brennan, Chicago, presided 
at an open forum developing answers to 
the three most common objections voiced 


] ] 


by prospects today, according to ; 


tionnaire sent to the Fidelity 
“Times are tor 
first question disc 


the answers t 


“Yes, times are unsettled Whe 
there ever a time when they wet 
tled? When was there ever a tin 


insurance 
r you n 


it was just right to buy 
if things are unsettled f 


unsettled” was 
issed \ composite of 
this objectior might 


they be settled when you pass and 


family must face the future w 
13” 


ou have now provided 


The second objection was “Can’ 
it.” A composite answer to t! 
tion might be this | you kn 
would be disable 1 SOT da \ 
think you could not afford 
a month? If you knew you wet 
forced to retire at age O05 wot 
think you could afford ( 
If you knew that at your pass 
family would have no more tl 
will have, don’t vou think \ 
afford it?” 

The common opinion was tl t] 

(Continued on Page 16) 
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President Zacher Tells ITTINEC of 


Travelers Corporate Relationships 


L. Edmund Zacher, president of the 
Travelers Companies, appeared before the 
Temporary National Economic Commit- 
tee this week, and was asked to explain 
the corporate relationship of the group 
of companies of which he is the head. 
These include the Travelers, Travelers 
Insurance Co., Travelers Indemnity, Tra- 
velers Fire and Charter Oak. The Tra- 
velers Group owns the Travelers Broad- 
casting Service Co. the Nebraska Securi- 
ties Corporation, Omaha Land Co. and 
Prospect Co., and also controls the Con- 
necticut River Banking Co. and the 
Travelers Bank & Trust Co. The two 
banks are in the Travelers Building home 
office building at Hartford. 


Was Convenience to Company 


Asked how the company became in- 
terested in the Connecticut River Bank- 


ing Co. he said that interest was acquired 
in 1912. ; 
“The Travelers at the time had 500 or 


600 clerks,” he said. “The banking ac- 
comodations at the banks with which the 
company did business were not satis- 
factory. It was learned that the Con- 
necticut River institution was for sale, 
and it figured that it would be highly 
beneficial if the company had this public 
institution to carry on a banking busi- 
ness. By bringing it into the building 
of the company it was a great conven- 
ience as the company could pay the 
clerks in checks; these could get cashed 
conveniently and any cash the Travelers 
needed it could get by check so that 
it didn’t have to have cash in the office. 

The bank was a member of the Hart- 
ford Clearing House Association and on 
account of the Travelers casualty busi- 
ness it issued innumerable drafts to ad- 
justers all over the country and most 
of those were made payable to the Con- 
necticut River Banking Co. “They came 
through the clearing house, came over 
to our office, were immediately audited 
and it permitted us to get a service 
which we couldn’t get from any other 
banking institution,” Mr. Zacher also sa‘d 
“Since the number of clearings have 
grown the bank has become much 
more useful. I might say we solicited 
no outside accounts. It was here for 
the convenience of the company, pri- 
marily for its use, and if anybedy 
wanted to use it for clearing purposes 
we were very glad to talk to them about 
it.” The company now owns 71% of the 
stock in the bank. 

In telling how the Travelers Bank 
& Trust Co. was created Mr. Zacher 
said: “The Travelers was interested in 
salvaging one of its old investments and 
it appointed a Travelers officer as trustee 
for the benefit of the stockholders. He 
was not in good health and he wished to 
transfer his responsibilities to a corporate 
trustee. The nature of the enterprise 
is rather complicated and rather than 
select one of the other trust companies 
in Hartford a company was organized 
under the name of Union Trust Co., 
originally principally to handle these two 
or three trusts. The Connecticut River 
Banking Co. we found did not have any 
trust privileges.” 

he name was changed to the Travel- 
ers Bank & Trust Co. in 1915. It is 
wholly owned by the Travelers. 

Bank Loans to Dozen Agencies 


Mr. Zacher was asked to tell about 
some loans which had been made by 
the Connecticut River Banking Co. to 
agents or agencies representing the 
Travelers Insurance Co., such loans being 
secured in whole or in part by assign- 
ments of renewal commissions on poli- 
cies. Altogether there were twelve such 
loans made and all have been repaid 
except for an amount approximating 
$10,000 or $12,000. With the exception of 
one small loan they were all made when 
the depression started and during the 
next few years when it hit bottom. At 
the time the loans were made many of 
the country’s agencies were in a tough 


spot, making it necessary at times for 
companies to take over the agencies be- 
cause of unpaid balances, and to run 
them. 

Mr. Zacher said that the agents had 
appealed to the company in their situa- 
tion because they were unable to get 
accommodations in their own home towns 
from their local banks; they needed the 
money for working capital in order to 
continue their business. The agents stood 
well in their communities after long 
vears of service. The local banks simply 
could not loan money because of the 
depressed condition of the times. These 
agents stood well with the communities ; 
some had been long in existence; and 
the Travelers wanted the business sal- 
vaged; it wanted them to continue in 
business. He said it was a _ practical, 
and not a theoretical situation. 

“If they had been able to get the 
money in their own home towns they 
would not have asked us,” he commented. 
“If our then counsel (the late William 
BroSmith) had told us we couldn’t do 
this thing through the Connecticut River 
Banking Co., I would have been able to 
negotiate the loans elsewhere. We could 


have gone to some other bank in which. 


we had no interest at all and asked them 
to loan the money.” 
Banking Proposition 

Mr. Zacher said the loans were purely 
banking propositions, the bank acting 
independently of the insurance company. 

Examiner Gesell: You say that the 
bank acted independently. I suppose in 
some cases it is rather difficult to divorce 
the bank from the insurance company’s 
operations. 

Mr. Zacher: If the collateral had not 
been satisfactory to the bank, and if 
the officers of the bank, acting indepen- 
dently, had turned it down that would 
have been the end of the matter as far 
as the officers of the insurance company 
were concerned. 

Mr. Gesell: You mean by that the bank 
made its own business judgment of the 
value of the collateral. 

Mr. Zacher: It seemed so to me. The 
officers of the bank made the loans and 
the loans were generally put up to the 
finance committee for approval so when 
they made these loans on their own 
judgment and put it to the finance com- 
mittee for approval they naturally gave 
approval. 


Loans to Company Officers 


Mr. Zacher was examined about loans 
which had been made to officers and 
executives of the Travelers over a ten 
year period. There were quite a number 
of these loans, most of which had been 
paid off. The majority of these loans 
was to enable the borrowers to make 
payments on homes and in some cases 
to buy stockholder interest in the com- 
pany. 

Mr. Zacher said that a preference in 
interest rate granted to persons con- 
nected with the Travelers was justified 
in his opinion. 

In explaining this he said: “We knew 
all about them—the moral hazard and 
everything else—and it was to our ad- 
vantage, particularly when they wanted 
to buy a house, to help them buy a 
house. I would a good deal rather have 
them come to our company and borrow 
money, and watch how it was coming 
out, than have them go somewhere else.” 

In the discussion of collateral loans 
Mr. Zacher was asked what he thought 
of the propriety of officers passing on 
loans to themselves. He was asked if this 
privilege could not be misused or abused. 

“It all depends upon the character of 
your institutions,” he answered. “I think 
the great trouble is that a good many 
institutions make loans on low collateral 
or no collateral. a, can’t legislate 
honesty and capability. I don’t think it 
makes the situation 2:ny healthier if you 
try to do so. You can’t make loans any 
better by passing legislation prohibiting 


officers from borrowing money because 

if they don’t borrow it directly they can 

borrow it indirectly. If they want it 

they will get it. In Connecticut directors 

can borrow from their own banks.” 
Stock Investments 

Mr. Gesell, chief examiner, called at- 
tention to some paragraphs of the Arm- 
strong Committee report suggesting pro- 
hibition of stock investments. Mr. 
Zacher said: 

“May I comment on that. That was 
in 1906 and was just as foolish as a lot 
of other things that we passed at that 
time, because when you analyze the 
situation you will find the people that 
bought bonds, particularly the bonds of 
the railways, are in worse position than 
the people who bought stocks of certain 
kinds that had no indebtedness ahead 
of them. It is very hard to make an 
investment law today that is good five 
years or two years from today when leg- 
islation is being passed in unusual cir- 
cumsti inces.’ 

Mr. Gesell: Have any of the insurance 
commissioners inquired of you concern- 
ing your ownership of your two banks? 

Mr. Zacher: It is well known in Hart- 
ford. The Insurance Commissioner knows 
all about it. He is friendly with the 
bank commissioner. The bank commis- 
sioner knows about the ramifications. 
The books are open to all of them and 
whenever they want to know anything we 
tell them all we know. 


Nebraska Securities Corporation 

Mr. Zacher was asked about the 
Nebraska Securities Corp., owned by the 
Travelers, and dissolved in March, 1916. 
Circumstances which led up to its in- 
corporation he described in part as 
follows: 

“We had some difficulty with our 
mortgage loan account and found it nec- 
essary to take over a number of fore- 
closed properties, and in order to work 
them out so that we would definitely 
know how much we were making, and 
losing there, both in principal and op- 
eration, we threw all that into the Neb- 
raska Securities Co.” 

Asked if an attempt had not been 
made to distort the true picture of 
amount of real estate in which the Trav- 
elers had an interest directly, Mr. 
Zacher denied this. He said that notes 
were held in a_ subsidiary corporation, 
“but I don’t believe that you would re- 
gard that as a secured note literally. 
It was a note of the Nebraska Securities 
Corp., whose entire assets would eventu- 
ally be used for liquidation of the note. 
What the value was would depend en- 
tirely on how those lands could be dis- 
posed of when the time came. There 
was no attempt to mislead anybody. To 
satisfy the possible loss that we thought 
might be Lee we depreciated the 
value of that stock which we carried in 
the statement so that the assets would 
not be overstated.” 

The accident department of the Trav- 
elers bought from the life department 
some stocks acquired by the Nebraska 
Securities Co. “We didn’t want to carry 
them in our assets. We charged it off 
as a possible loss, same way that you 
charge off any investment as at the 
end of the year,” said Mr. Zacher. 


Securities Sold Above Market Price 


Examiner Gesell asked Mr. Zacher if 
certain securities from the Travelers 
Sank & Trust Co. had not been sold to 
the Nebraska Securities Corp. at a price 
much in excess of the market price. He 
said that was true. Asked to explain 
this Mr. Zacher said: 


The Travelers Bank & Trust Co., the banking 
business, is mainly in deposits. On January 2, 
1932, there was an official closing of a bank in 
Hartford which did a similar business. A week 
or ten days before that one of the directors 
summoned a number of insurance men to a 
meeting and asked if they could bail it out. I 
was one of those invited. 

The market price on securities was falling 
fast. It was necessary to make a statement as 
of December 31. There was not sufficient time 
for us to pay in more capital surplus to offset 
particular surplus—a loss that might come in 
those securities if it hadn’t already arrived. 

It was, therefore, decided that the same result 
could he accomplished by selling those stocks 
which had a considerable depreciation, $140,000 
to the Nebraska Securities Co. which had the 
cash, at the cost price, which would result in 
the bank being relieved of that mark down 
and the result to the Travelers would be exactly 
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Life Supervisors Here 
Get Preview of 1949 


STANLEY N. SHAW SPEAKER 
Sees Big Items Are War, Domestic 
Politics and Inflationary Trends 
Resulting From War 


The Life Supervisors Association of 
New York City opened its Fall series of 
meetings this week with a preview of 
conditions for the year 1949 
presented by Stanley N. Shaw, editor of 
Standard Trade and Securities, publica- 
tion of Standard Statistics Co., Inc. Mr. 
Shaw made a hit on the supervisors’ 
program a year ago. While he declared 
changing events make his remarks pure- 
ly speculative, he anticipates a prolonged 
war which will stimulate industry and 
raise prices in this country, make the 
1940 election campaign less bitter and 
will lead to another inflationary period, 
Mr. Shaw commented: “Inflation in war 
times is not so visible that the business 
man worries about what will happen 
when the bubble bursts.” 

This was the first meeting of the 
supervisors in the administration of 
President Samuel D. Rosan. He an- 
nounced committee appointments. 

While possible changes in the em- 
bargo act will affect shipments of muni- 
tions and airplanes abroad, Mr. Shaw 
sees that in any event Congress will in- 
crease appropriations for armaments and 
shipbuilding at home. Industrial and 
farm income will increase in 1940. Cost 
of living will rise and as a result labor 
troubles will follow as unions make a 
stand to control wages. National in- 
come will not increase rapidly but there 
will be more money for the purchase of 
life insurance. 


business 


Committees 
appointed by President 


Life Supervisors’ 
Committees 
Rosan are these: 
Educational, Forum and 
chairman; M. April, L. 


Seminar: P. Orr, 
Neikrug, G. Smith, A. 


Sullivan, F. Fast, C. Biesel, H. Medlock, T. 
MeGaughan, S. Wilson, H. Rood, H. Cronin, 
M. Gordon, R. Maier. 

Entertainment: E. Gunther, chairman; E 


Kelly, H. A. Eisen, P. LoTruglie. 
Compendium of Company Practices: B. Eich 
engren, chairman; R. Lichtermann, L. Baker. 
Program: E. Allen, chairman; K. Keck, B. 
Palmer, S. Dublirer, Stanvion, Schiff, C. Sabin. 
Public Relations: W. 
Phelps, H. Pratt, A. 
Rosenstein, G. Bobbe. 
_ Representative to Life 
tion: Jerome Siegel. 
Rerresentative to Life Managers 
Lowell Baker. 
Membership: R. D. 
J. Bachman, F. B. J. 


Bullenkamp, 


Vickers, chairman; E. 
Oberheim, G. Greason, S. 


Underwriters Associa- 


Association: 


chairman; 
Thorne. 


Lichtermann, 
McCaffrey, R. 





the same because they owned the entire stock 
of both companies. 

On January 3 that other bank was closed. The 
resources of the bank were $25,000,000; de- 
posits were about $20.000,000. They had 40,000 
saving depositors. The closing of the bank 
caused an immediate run on all the banks of 
Hartford and vicinity and the ninety day with 
drawol rule was put into effect by banks of the 
Clearing House Association. 


In testimony about selling and buving 
of Travelers stock through its banking 
and land subsidiaries Mr. Zacher de- 
nied that there was any intent to evade 


‘any statute prohibiting companies from 


dealing in their own securities. 

Among those who testified were Glid- 
den W. Baker, treasurer, and Wilbur S 
Sherwood, cashier, Travelers companies. 


TELLS OF SHENANDOAH DEAL 


The insurance inquiry this week was 
concluded with testimony from John P. 
Saul, Jr. vice-president and general 
counsel for Shenandoah Life, who ex- 
plained the steps in Shenandoah Life 
conversion from a stock to a mutual 
company. Saul explained in detail the 
working control of company which five 
officers had; the acquirement of large 
blocks of stock by Associated Life Com- 
panies, Inc.; the pledge of the stock to 
Lehman Bros., New York bankers; and 
the subsequent agreement of Shenandoah 
officers to purchase this stock. The 
witness testified that all loans to the 
five officers had ample security. 
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Northern Jersey Ass’n 
Meeting Pians Made 


JONES SPEAKER AT LUNCHEON 

Aiea. Associate Mem- 

neg Aon to Give Series of Talks; 
" “Some Next Year Events 





The Life Underwriters Association of 
Northern New Jersey met in Newark 
September 11 at which time J. Bruce 
MacWhinney, retiring president, was 
presented with a plaque in recognition 
of his much appreciated work. The 
suest speaker at the luncheon was F rank 
“a Jones, vice-president Equitable So- 
ciety, who talked on self-organization. 

Laurence J. Ackerman, professor of 
insurance at University of Newark, has 
been elected an associate member and 
will act in an educational capacity for 
the association. John E. Clayton, Day 
agency, Newark, will conduct a_ series 
of seven discussions on — The Million 
Dollar Underwriter” the first. of which 
will be held October 6 at University of 
Newark. So far there are 100 registra- 
tions for the course. 

A committee to cooperate with the 
president and executive comunittee in 
planning activities has been appointed, 
John C. Elliott is chairman. 

A debate will feature the October 
A speaker will address the 
November meeting. A Christmas party 
will be held in December. Phe topic for 
the January mecting will be Personal 
Planning.” Members will be guests of 
the Fidelity Union Trust Co, in Feb- 
ruary. The annual sales congress will 
be held in May and the annual meet- 
ing in June. 


Prudential’s Air Mail 
Postage Bill $25,000 


At a hearing in Washington on pro- 
posed transfer of the eastern air mail 
terminus from Newark Airport to North 
Beach Airport, Sylvester C. Smith, Jr., 
assistant general solicitor, and George E. 
Potter, second vice-president, Prudential 
Insurance Co. and others told of the 
extensive use of air mail facilities by 


meeting. 


their companies. 

Transfer of the terminal would so re- 
duce value of the service that in many 
cases it would no longer be advisable to 
use air mail, air freight or air express, 
they maintained. Mr. Potter said the 
air mail postage bill of the Prudential 
totaled more than $22,000 last year and 
would exceed $25,000 this year. The 
only service that would be adequate for 
the company Mr. Smith said, was the 
maximum service it is receiving now. 


CONN. MUTUAL HOLDS SCHOOL 











Most of Those Attending Were Gradu- 
ated From College This Year; 
Two Weeks of Training Given 
Twenty-four students are attending the 
fourth in a series of home office train- 
ing schools conducted by Connecticut 
Mutual Life. This school, as were those 
held previously, is under the general su- 
pervision of Vincent B. Coffin, second 
vice-president and superintendent of 

agencies. 

Most of those attending the school 
were graduated from college this year. 
The school will give two weeks of inten- 
sive training. 


DR. JOHN A. WILSON DEAD 

Dr. John A. Wilson, medical director 
of the Postal National Life and Postal 
Life, and who had been with the or- 
ganization fifteen years, died last week. 
He came to this country from England 
where he was born. 





DALY’S 30 YEARS SERVICE 
Thomas J. Daly, superintendent of 
Chicago District No. 5, Prudential. has 
completed thirty years with that com- 
pany. 
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EMANC ATOR PLAN 


LINCOL? 


LIFE INS| 


FORT 





BULWARKED 


During His Business Life 


This business man bought an Emancipator policy. 
In it he received: 

1. The maximum protection per dollar of 
premium outlay. 

2. Greater present protection. 

3. Insurance coverage of his value to his 
business during his business life. 

4. Adjustment options to meet changing 
needs and conditions. 


In this modified Whole Life policy—LNL men 


offer a protection contract that is as modern as today. 


-“ 





THE LINCOLN o _ NATIONAL LIFE 
~ COMPANY 


INSURANCE 


FORT WAYNE, IND. 
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Fischel to Be Manager 
For McMillen Agency 


ROBERT L. CANNAN_ RESIGNS 
New Incumbent Held in High Esteem 
by Former Associates in Penn Mu- 


tual; Worked With Ben Hyde 


Clifford L. McMillen, general agent at 
347, Madison Avenue, New York, for 
Northwestern Mutual Life, -announces 
the resignation of Robert Ladd Cannan 
as office manager and the appointment 
of Paul R. Fischel to the same position. 
Mr. Cannan will continue with the agen- 
cy In a special capacity for a temporary 
period 

Mr. Fischel has been with Penn Mu- 
tual for twenty years, associated with 
Ben Hyde, with whom he was also in 
the automobile business. Except for two 
years he has been continuously with Mr. 
Hyde as cashier, office manager and 
assistant to the general agent. The in- 
terruption was caused by establishment 
of the Penn Mutual’s premium collec- 
tion office in New York, at which time 
Mr. Fischel was engaged there as as- 
sistant to the manager, and after two 
years rejoined the Hyde agency where 
he acquired additional experience in 
training and supervision of younger men. 
He is 39 years old, a graduate of the 
High School of Commerce; attended 
New York University School of Ac- 
countancy and completed an accountancy 
extension course of three years at Co- 
lumbia University. 

Held in High Regard 

Mr. Fischel is well equipped by experi- 
ence, ability and temperament for the re- 
sponsibility of management of a large 
office such as the McMillen agency. Mr. 
Hyde, speaking in glowing terms of their 
friendship, is happy that a splendid op- 
portunity has been opened for Mr. 
lischel in a field where he is best 
equipped. He leaves the Penn Mutual 
with the best wishes of all his associates. 
A beautiful wrist watch, suitably en- 
graved, was presented to Mr. Fischel by 
Mr. Hyde and his associates as a token 
of their friendship and esteem. 

Mr. McMillen, commenting upon the 
appointment of Mr. Fischel, says: “I am 
not thinking so much of Mr. Fischel 
at this particular time as I am of the 
friendship of Ben Hyde. A man who 
has had the benefit ot Mr. Hyde’s train- 
ing in agency management cannot fail to 
make a success of it anywhere. I know 
of no one who has a finer conception 
of agent and policyholder relationships 
with a general agency office than Mr 
Hyde. 1 have often discussed my agency 
problems with isim and consider his judg- 
ment on any business matter connected 
with the conduct of a general agency to 
be of the best.” 


WILL PAY WAR ALLOWANCE 


Sun Life of Canada Making Provision 
for Those Who Enlist for Service 
During Hostilities 
Married employes of Sun Life of 
Canada who enlist for active or defens« 
service will receive from the company 
an allowance equal to the difference be- 
tween the salary paid by the company 
and the pay and allowance received for 
national service. Single employes with 
dependents will receive a similar allow- 
ance, while allowances to single men 
without dependents will bring the com 
pany and service pay to an amount equal 
to two-thirds of the present monthly 
salary. All positions will be held open 

until termination of the war. 
BAILEY MADE ACTUARY 
Robert C. Bailey, who has been ap 
pointed actuary of Wisconsin Life, is a 
native of Winnipeg. He was graduated 
from University of Manitoba in 1933 
and from 1934 until his new appoint- 
ment he was with Sovereign Life 


GANZ N. Y. GENERAL AGENT 

Samuel H. Ganz has been made gen- 
eral agent for Security Mutual Life at 
150 Nassau Street, New York 
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Ww. H. Cox Confident Of 
U. S. Business Future 


SURVIVED CRISES OF PAST 


President of Union Central Life Re- 
counts Strength of Institute of 
Life Insurance 


nditions in other parts of 
uld not cause pessimism or 
‘ountry, in the opinion 


Disturbed c 
the world sh 
hysteria in this 


of W. Howard Cox, president of the 
Union Central Life, who expressed con- 
fidence in the outlook of this country 
before the recent convention of that 


field 


“Here we are, 


company’s force in Quebec. 


separates from the rest 


of the world by two great oceans,” he 
said. “Our continent is s8 big and so rich, 
our people so strong and resolute that 
we can never become the pawn of a 
foreign power. We either own or can 
easily reach practically every raw mate- 
rial and agricultural commodity which 


our complex industrial structure needs. 
“With only 6% of * population of the 


orld, we have 34% of the world’s coal, 
50° of its iron, 32% of its copper, and 
more than half of its oil. Our fertile 
farms grow 16% of the world’s wheat, 
50% of its cotton, 53% of its corn—and 
are capable of producing more food than 
we can possibly eat hy have developed 
more than a hind f all of the electric 
power in the come have laid down a 
third of its cea mileage 

“When you stop to think of it, we in 
America already have in our hands 
everything that other nations fight to 
gain. Space to live, enormous natural 
riches, a heritage of freedom, of democ- 
racy and agg We can make any- 
thing of the future which we desire. Of 
what, then, are we afraid? All we need 


and a sure confidence 
iplish what we set out 


is a clear 

that we can accon 

to do.” 
On the 


purpose, 


subject of the ages desire 
of the people for security, Mr. Cox said: 
“We en a whole nation looking for 
security, hoping for panaceas that prom- 
ise it, wanting security above almost 
everything else. I don’t need to tell you 
that this universal desire for security has 
a fundamental application to our own 
business. In the first place you and the 
other life underwriters of our country 


created this desire for security, at least 
in large part 

“Year after year you have been ham- 
mering away at the idea of security, 
painting attractive pictures of it. And 
now that world events, both economic 
and political, have swung people to a 


point of view, the 
them all these 
very real 


conservative 
things you’ve been telling 
years have suddenly become 
anl alive to them. 

“In the second place, it is we in the 
life insurance business who have the best 
solution to this cry for security. The 
which we offer is the 


mere 


answer have to 
most democratic, the soundest economi- 
cally, and the most satisfactory from the 


self-re spect. 
offer, 


personal 
have to 


point of view of 
Through the policies we 


nearly every man can, in accordance with 
his means, assure his personal financial 
security and that of his family. Can do 
it standing on his own feet, in the way 
best suited to his own personal needs. 

“This combination of circumstances 
ought to have led to the greatest market 
for life insurance in our entire history. 
And I believe it still can—because the 
barriers that stand in the way are al- 
most entirely psychological.” 


Answering the question as to how the 
companies manage under low interest on 
investments to maintain reserves and pay 
uaranteed rates of interest, Mr. Cox 
said: 

“This seemingly 


listurbing question is 
| 


based on a lack of knowledge of two 
important factors. The first is this—a 
life insurance company has three differ- 


ent sources of income, not just one. Be- 
sides the interest return on their invest- 
nents, the life insurance companies have 
a dependable annual profit due to the 
low mortality rate of their selected pol- 

yholders. And second, they have a 
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HOWARD COX 


steady income from the loading charges 
in their policy contracts. These two 
sources of income could sustain them for 
some time in the unlikely event of their 
failing to earn a profit on the investment 
of their assets. 

“Notice that word ‘unlikely’. I use 


because in actual fact I do 
possibility of the life 


it advisedly 
not foresee any 


insurance business going into the red on 
its investment income. You see there is 
a second factor in the current cheap 


money situation which the general public 
does not realize. For over a hundred 
years in this country the insurance com- 
panies have had the responsibility of in- 
vesting their policyholders’ money. In 
good times, through panics and depres- 
sions, they have had to find way to keep 
large sums and productive too 
Thought the vears they have accumulated 
an unparalleled store of useful exper- 
(Continued on Page 18) 
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and 
HOME OF MANY LIFE UNDERWRITERS 
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Claim Men Must Be 
Objective Says Wilde 


CITES HIS RULE OF THREE 

Conn. General President Tells Claim 

Association Members of Responsi- 
bility in Public Relations 


In an address which thoroughly indi- 
cated his appreciation of the work of 
claim men and their value as_ public 
good will builders for insurance compa- 
nies Frazar B. Wilde, president, Con- 
necticut General Life, told the Inter- 
national Claim Association in thirtieth 
annual convention this week at West- 
chester Country Club, Rye, N. Y. that 
their constant attitude should be one 
of objectiveness in settling claims. This 
feeling should permeate throughout the 
entire claim department. The sooner 


the “chip on the shoulder” attitude dis- 
appears = better in Mr. Wilde’s opin- 
ion. He is convinced that the customer 
is in re instance and regardless of 
his attitude automatically entitled to 
three things in connection with his claim. 
These are promptness; clearness of un- 
derstanding of what he has or has not, 
and what he should or should not do in 
perfecting a claim if he has one, and 
promptness of decision and payment, 
whether favorable, unfavorable or modi- 


fied. Said Mr. Wilde: 
“We cannot in this business violate 
this rule of three with any frequency 


and expect to make that important con- 
tribution to good business and public 
relations which ought to flow from the 
work of the claim department.” 
Claim Men and Public Relations 

Entitling his address “Claims, Claim 
Men and Public Relations” Mr. Wilde 
declared at the outset that a claim and its 
handling is the most vital single act 
in the whole human drama of personal 
insurance. Up until the point that some 
benefit payment is indicated under an 
insurance contract, the whole story has 
been a series of words—starting with the 
alesman and ending finally with legally 
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phrased promises in a contract for future 
int oh ance. At the noint of a claim, 
said the spe vaker , we come to the realities 
Will the promise be redeemed? And of 
equal importance how will jit be re. 
deemed. 

Mr. Wilde brought out that there js 
no individual factor in the insurance 
business of equal importance in public 
relations to the claim man. 
more agents and hence more 
so that the agent collectively is the first 
and foremost factor in public relations. 
But as far as the individual influence of 
one man is concerned no one is of equal 
consequence with the claim man. His 
public relations work often starts with 
an indirect relationship to the salesman 
and ought to finish in most cases with 
almost a direct relationship to the sales- 


‘There are 
contacts, 


man.” In the speaker’s opinion the claim 
man in his dealings with policyholders 
as well as with agents needs to be 


sympathetic, tolerant and tactful “as 
those cases are not infrequent where 
the first contact indicates possible if not 
probable misunderstanding of coverage.” 

Whatever the cause of misunderstand- 
ing, said the speaker, the present fact 
confronting the claim man is that a cus- 
tomer of his company holding a policy 
has written a letter or used the phone 
requesting claim service. Mr. Wilde em- 
phasized that if a good start in creating 
a favorable public relations attitude to- 
ward the business of insurance and your 
particular company is to result, the initial 
contact is of major importance whether 
or not there is a legitimate claim. 

Sees Heavy Responsibility 

Mr. Wilde indicated that he is not un- 
mindful of the heavy responsibility rest- 
ing on the claim department to avoid 
imposition on a company by either un- 
fair of fraudulent claimants. He said: 
“Because detecting and handling these 
cases require skill, knowledge and much 
time, it tends to build up in the minds 
of even the best of claim men a distor- 
tion of values. The best claim man never 
will be and never can be measured 
by his savings on claims presented. Im- 
proper claims ought to be detected and 
they ought to be eliminated but. that 
should be as a result of conscientious 
fact-finding work on every claim as a 
part of the job, looking to its early pay- 
ment. 

“In this process, unfortunately, it will 
be found that there are improper and 
fraudulent claims which will require fur- 
their attention. And it will also be found 
that there are cases which in the mind of 
the policyholder are legitimate but which 
clearly both in the spirit and technical 
letter of the contract were not intended 
for inclusion in the premium charged.” 

The speaker said it is the test of 
a good claim man to see that the 
largest possible number of claims passing 
through his office each year result fin- 
ally in a customer who is. satisfied. 

3ut if he cannot be entirely satisfied 
at least he should be persuaded that he 
was justly and equitably treated and that 
the company went as far as they con- 
sistently could,” he stated. 

Pay Department, Not Salvage Unit 

It was the speaker’s judgment that 
“we have made considerable progress in 
our business, and companies today do not 
expect their claim departments to pro- 
duce favorable underwriting ratios. The 
claim department, he maintained, is and 
must be a “pay department” not a sal- 
vage unit. Good underwriting results 
must flow from agents of good stand- 
ards and competent home office under- 
writers. Mr. Wilde further declared that 
the obligation of constant betterment of 
claim service must continue because it 
is a characteristic of society to demand 
increasingly more of business in every 
way. He explained: 

“The purchaser expects his coverage to 
be complete and comprehensive even 
though it may still be necessary for legal 
reasons to use technical terms. He wants 
his coverage understood and carefully 
explained by the agent, and he certainly 
wants and is entitled to expect a high 
quality of claim service. You claim men 
have always had a great responsibility 
to your individual companies and to 
the business as a whole. This responsi- 

(Continued on Page 43) 
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ow do you arrive at the 


cost of life insurance? 


LOT OF PEOPLE ASK THE QUESTION, “How do 
A you figure out what my life insurance will cost 
me?” 

\s you may know, life insurance calculations are 
made by Actuaries—men skilled in the science of life 
insurance mathematics. But you don’t have to be an 
\ctuary to understand the basic facts about the cost 
of life insurance. 

Three factors enter into the cost of life insurance. 
They are: (1) mortality; (2) interest; (3) expense. 

First, let’s take up mortality. 

In insuring a group of people of a given age, a life 
insurance company must be able to approximate how 
many of the group will die each year—and, hence, 
how much money will have to be on hand to meet the 
claims that will fall due each year. 


How many will be living... 
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Knowing approximately how much money will have 
to be paid out in death claims each year is an impor- 
tant factor in figuring the cost of life insurance. 


To determine this, the company uses a mortality 
table adapted to the type of risk represented—a table 
which is based on the number of actual deaths as 
experienced in past years in similar groups. 

The company could, of course, collect just enough 
money in premiums each year to pay the claims ex- 
pected for that year and to cover the cost of doing 
business for the policyholders. But this has not proved 
a satisfactory method in the past. 

As adults in a group insured at a given age become 
older, the death rate increases. Hence, the claim rate 
also increases. Obviously, the number of people in 
the group left alive to pay those claims constantly 
decreases...and the cost to the survivors eventually 
would become prohibitive. 

A life insurance company, therefore, works out a 
“level” premium to be paid by each member of the 


group each year. This “level” premium amounts to 
somewhat more than is necessary for claims in the 
early years, when the death rate is low... and some- 
what /ess than is necessary in later years, when the 
death rate is high. 

Two things are done with the money collected in 
early years. First, the company pays current claims. 
Ihen it sets aside a “reserve” fund so that in later 





Most of a life insurance company’s money is busily 
at work earning interest from diversified investments 
—one type, for example, is first mortgages on de- 
sirable apartment buildings. This interest helps to 
pay for your life insurance. 


years, when premium collections are /ess than is nec- 
essary to pay claims, money will be on hand to make 
up the difference. This “reserve” is scientifically cal- 
culated and is required by law. It assures the policy- 
holder that his premium will not increase as he grows 
older. 

If the company did not accumulate this reserve, it 
could not maintain the level premium. Nor would it 
have the funds to pay cash, loan, or other non-tor- 
feiture values available under legal reserve life insur- 


ance policies. 


This reserve is not held as cash in the vaults. It is 
invested to earn interest, which is the second factor 
entering into the cost of life insurance. When calcu- 
lating the premium to be paid, the company assumes 
the obligation to add interest to the reserve each year 
during the life of the contract at a definite rate ind 
thus enables the policyholder to pay a lower premium 


than he would otherwise have to pay. 


The third factor to be taken into account is expe 
—the cost of doing business for the group insured 
This cost includes taxes, maintenance of office and 
field force, and the expense incident to all the transac- 
tions that are necessary each year. 

These are the basic principles involved in comput- 
ing life insurance premiums. And Metropolitan does 
if you had to provide for 


just what you would do... 


something to be delivered in the future, perhaps 2,000 





This is one of the automatic check-signing machines 
at Metropolitan. More than 7,000,000 checks in pay- 
ment of obligations to policyholders and beneficiaries 
were issued in 1938. 


A.D. It figures consercatively, allowing a margin for 
contingencies. Then, if the cost of life insurance does 
not turn out to be as much as was assumed, the dil- 
ference is paid or credited annually to the policyhold- 


ers as dividends. 
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Frederick H. Ecker, CHARMAN OF THE BOARD 
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Metropolitan Life Insurance Company 


COMPANY) 


« Leroy A. Lincoln, PRESIDENT 





EW YORK, N.Y. 








THIS 1S THE SEVENTEENTH in Metropolitan’s series of ad- 
vertisements designed to give the public a clearer under- 
standing of how a life insurance company operates. It ap- 
pears in: Collier’s, Sept. 2; Saturday Evening Post, Sept. 2; 





Business Week, Sept. 2; Time, Sept. 4; American Weekly, 
Sept. 3; This Week, Sept. 10; Forbes, Sept. 1; United States 
News, Sept. 4; Cosmopolitan, October; Nation’s Business, 
September; Fortune, September. 
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utual Benefit Life Leaders Club 
Holds Convention at Spring Lake 


Old Age Provisions For 
Mutual Benefit People 
ANNOUNCED AT CONVENTION 


When Comoleted, = Will Provide a 
Life Annuity Which Will Begin 


At Age 65 
The Mutual Benefit Life held - Lead 
ers Club convention in Spring Lake, N. J., 
last week, attendance being 325. On the 


opening day President John R. Hardin, 


discussing the European war, advised 
insurance men to discourage emotional 
thinking and to carry on as had been 
their custom to before the conflict 
started. 

Vice-President E. E. 
nounced plans, now in process of comple 


Khodes an- 


tion, by which the company’s represen 
tatives will have provision made _ for 
their old age. The plan, he said, will 
provide for a life annuity beginning at 
age 65. It will call for a premium com 
puted on a very favorable basis and is 
so drawn that the annuity will not lapse 
for non-payment of premium, but will be 
adjusted proportionately. In event of 
death prior to retirement age, premiums 
will be returned with interest. 

The policy will have cash value at all 
times prior to Age 65 equal to premiums 
paid and after ten years to premiums and 
interest on premiums paid after the 
eleventh year. In lieu of a life annuity, 
a cash refund or joint survivorship an 
nuity is available. 

Mr. Harden’s Talk 

In discussing the World War President 
Harden said: 

“The war in Europe we 
Neutrality can mitigate the 


trust may not 
reach us. 
unfortunate consequences of war in other 
countries than those immediately en- 
gaged, but it cannot eliminate all of those 
consequences. Our own country has dk 
Further, it has ce 
clared its policy to keep the United 
States out of the war. We certainly art 
all in agreement with that sentiment 


clared its neutrality 


“The immediate consequences of the 
war, so far as we are concerned, may 
not be as important as some of us are 
inclined to think. So far as business is 
concerned, I am unable to anticipate any 
immediate consequence which will ser- 
iously disturb carrying on as we have 
been doing. From the management stand- 
point, it is probable that the investment 
responsibilities may be more burden 
some than heretofore. From the stand- 
point of the public and the agents in 
contact with the public, it seems to m 
quite likely that at least at first the 
country will become more _ insurance 
minded than it has been heretofore. That 
seems to have been the consequence of 
the last war, the World War of twenty- 
five years ago, and it is likely to be so 
again. 

“What is, therefore, seemingly the best 
course to be pursue:! at this time by 
those of us who are interested in the 
advancement of the Mutual Benefit Life 
Insurance Company and of its insured? 
| think the thing that we should do is 
to keep our feet upon the ground, to 
discourage hysteria in ourselves, and so 
far aS we can, in others, and so far as 
we are able, to carry on exactly as we 


President 


JOHN R. HARDIN 


have been accustomed to heretofore. 
That seems to me to be the sensible thing 
to do. In so doing, | believe we will 
best discharge the duties of citizenship, 
and I believe that we will best serve our 
company and our country. 

Brewer CLU Head 


Charles E. Brewer, Jr., De Long 





Vice-President 


ol 


E. E. RHODES 


agency, New York, was elected president 
of the Mutual Benefit’s CLU represen- 
tatives. 

It was announced at the convention 
that a complete program of Fall sales 
activity built around the amended Social 
Security Act had been built with a com- 
plete set of sales material on the subject. 


The Convention Committee 


H. Bruce Palmer 
Detroit 
Entertainment 


Karl Thompson 
Atlanta 
General Chairman 





Lyford B. MacEwen 
Nashua, N. H. 
Hospitality 


Murrell Agents Show 
Selling of Estate Plan 


ILLUSTRATE WITH INTERVIEWS 


Most Difficult Man to Sell Can Be 
Swayed by Logic of Meeting His 
Own Situation 
The Los Angeles agency of the Mutual 
senefit showed up at the Mutual Benefit 
Leaders Club convention in Spring Lake, 

J., last week with seventeen repre- 
sentatives, headed by Thomas G. and 
Weymouth L. Murrell. The agency took 
over one of the forums which had to 
do with selling the insurance by Anala- 
graph (planned estate). Thomas G. 
Murrell was the chairman and he had 
members of the agency illustrate in a 
dramatic skit form how Analagraph is 
used, from the selection of prospects to 
the closing, including manner of getting 
names of prospects, approach, desk in- 
terviews, telephone interviews and other 
stages of the sale. 

Most difficult sale was a_ hard-boiled 
egg, a successful business man, who said: 
“Nothing doing; you can’t sell me any- 
thing because I am a buyer,” when the 
agent returned after studying his needs 
and presented a plan for $23,000 addi- 
tional insurance. 

Paved Way to Make Sale 

The mere fact that the man_ prided 
himself on making his own decisions 
and resented advice finally made the 
sale possible as the agent maneuvered 
himself into a position where he was able 
to say: 

“Well, you have looked over the plan 
and you think it all right, but you say 
you don’t want to buy any more insur- 
ance. Exactly why do you say you don’t 
want to buy any more insurance? Is it 
because you think you don’t need any 
more? The figures before you show that 
you do, and you have the reputation in 
Los Angeles as being one of the most 
level-headed, sensible and logical men 
in town. You are a realist, looking facts 
in the face. Is it because you think 
you can’t afford to carry out a necessary 
program? Well, you have demonstrated 
in the past that you are so resourceful 
that when you find expenditure is nec- 
essary you have found a way of getting 
the money. Do you think there is any 
substitute for this plan which will round 
out your economic program as it should 
be completed? If so, what is that sub 
stitute ?” 

“But I don’t want to be obligated by 
taking out more insurance.” 

“You give me a check for $580 and 
the obligation will not be yours, but the 
Mutual Benefit’s.” 

Making a Father Demonstrate His 

Judgment Is Good 

Among other points brought out in 
the symposium was the opportunity for 
selling sons and grandchildren. One 
point made here was this one: 

“Your son is 20. If he insures now 
on a 20-Payment plan it will not cost 
any more than an Ordinary life policy 
would at Age 35. And if your son in 
sures now, when he reaches the age 
of 40, it will be a pleasure to you to 
know that it is you who recommended 
the purchase of the policy, or that you 
buy it for him, because he will then 
see that your investment judgment was 
good. It is the first investment advice 
he will have from you as it is given 
when he is 20; so he will remember what 
good judgment you used, and that mem 
ory will be lifelong.” 





(More about Mutual Benefit Meeting on 
Pages 9, 12 and 13) 
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Top row, left to right: E. D. Carlough, Jr.. W. H. Foreman, Howard V. King, J. H. Frost, John H. Leaver, F. E. De Groat, C. E. De Long, W. E. Hughes, H. L. Woods, 
Walter A. Reiter, medical director; G. F. Ream, assistant superintendent of agencies. 

Second row, left to right: J. G. Weill, J. P. Marron, assistant secretary; A. S. Johnston, E. J. Dore, A. F. Lewis, E. J. Doyle, W. C. Preston, J. B. Thompson, D. H. 
; Waterhouse, Michael Alperin, Joseph H. Glenn, B. C. Thurman, assistant superintendent of agencies; Lester Einstein, Ben Salinger. 

Third row, left to right: W. H. Farmer, W. C. Preston, R. B. Brown (goin’ fishin’), H. L. Shepard, J. F. Lee, W. H. Brown, W. E. Mattison, M. E. Taft, L. G. Singer, 

E. D. Lonie, H. I. Baker. 

Fourth row, left to right: M. J. Ream, Harold Peterson, H. G. Kenagy, Max M. Matusoff, H. H. Allen, secretary; A. G. Ruben, W. M. Richardson, W. B. Stringfellow, 

W. F. Lavelle, Bruce Gorsuch, T. G. Murrell, C. R. Spiller, J. T. Brown (kneeling), V. J. White, W. L. Murrell, J. T. Dye, R. M. Baker, P. M. Ryan, Frank C. Hughes, 
; H. G. Kenagy, J. G. Weill, L. A. Spalding, B. L. Gulick, Jr. 

Fifth row, left to right: not known, M. L. Ivey, G. Gilson Terriberry, Max M. Matusoff (current company leader), Max Hemmendinger, Bruce Parsons, J. D. Hibbard, 

Albert I. Stix (all of these men have qualified for the Million Dollar Round Table at one time or another); Frederick Fielding (reading paper); C. E. Maxwell, L. A. 

Cerf, Jr., A. V. Youngman, R. F. Mellor. 
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By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 


writer in this column from time to time. 
No. 102 


Leading top producer for the Union 
Central Life in the sunny Southland is 
William B. Monroe of New Orleans, 
who is the executive committee chair- 
man of the company’s $500,000 Club. At 
the Union Central’s 1939 convention held 
at the Chateau Frontenac in Quebec, 
Mr. Monroe presented an idea on how 


oe ( ) 





Yessir, I always likes to do business with 


cor) a ~wreepee , 
Lwnos a@ Success: 


he uses membership in the company’s 
production club to help build prestige. 

Mr. Monroe declared: “There’s no 
argument about it Your presence at 
the convention is building prestige for 


you in your community. And take it 
from me, if the $250,000 Club adds pres- 


tige, membership in the $500,000 Club 
will add twice as much.” He said to 
all agents: “We are not super-sales- 
men. We haven’t got a thing you 
haven’t got with the possible exception 
of the audacity, if you please, to dream 
that we are going to sell $500,000 of 
business a year and then the boldness 
to get out and do it.” 

Here’s the idea: For some years, last 
year at Havana, this year at Quebec, 
Mr. Monroe a month prior to these con- 


ventions has written to the hotel at 
which the meeting was to be held and 
asked them to send him some letter- 
heads and envelopes. He would then 


write personal letters to many of his 

jlicyholders and prospects, telling them 
that he was at a meeting of the $500,000 
Club and having a swell time. He took 
these letters to the convention with him 
and mailed them back to New Orleans. 

In an address at Quebec Mr. Monroe 


aid: “Two things are very essential to 
iccessful underwriting. First, confi- 
dence in yourself; and secondly, your 


rospect’s and policyholder’s confidence 
in you Membership in the $500,000 
Club of the Union Central will give you 
increased confidence in your own ability. 
What about the confidence of the pros- 
pect in you? Don’t you ever think for 
1 second that membership in this club 
won’t increase his confidence in you, be- 
cause it will and in a big way. It 
doesn’t take long for the news to get 
1round your community that you are a 
top producer with your company. One 

best ways to circulate news is to 
vrite to your policyholders and pros- 
pects from the convention on some of 
the hotel’s swanky stationery.” 


f the 
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In Business Insurance 


C. L. McMILLEN TELLS PLANS 





Prof. Laurence J. Ackerman in Charge 
Gives Basis for Selection of Men 
For Enrollment 
The Clifford L. McMillen agency, 
Northwestern Mutual Life, New York 
September 20 will start a 
course of study in business insurance 
and advanced underwriting with Prof. 
Laurence J. Ackerman of Newark Uni- 

versity in full charge. 

Enrollment in the course will be limit- 
ed to a small group. Prof. Ackerman 
will base his selection on several pre- 
requisites. The first selection will be 
from men who have done some work 
in business insurance who can be raised 
to a higher level of efficiency and from 
men who have had adequate life insur- 
ance experience of a general nature and 
who might now be deemed to be on the 
threshhold of business insurance under- 
writing. Ultimate qualification of in- 
dividuals will be based on these five 
factors: Production record, average size 
of previous cases, actual prospects and 
type of field in which the man works, 
work habits, whether or not he would 
agree to attend classes regularly and to 
do the field work required as the course 
progresses. 

Mr. MeMillen said about these re- 
quirements for enrollment in the course: 
“This means that a considerable num- 
ber of men who on the surface appear 
well qualified to take the course will 
not be selected for the first group. There 
are men who cannot change their plans 
of operation too suddenly and who 
would hesitate to agree to do the nec- 
essary class room work, _ including 
quizzes, questionnaires and examinations 
which will be required of the group. 


City, on 


There are also men in the office to 
whom Dr. Ackerman feels he could be 
of no ereat value. Of course these 


men will not be selected.” 

Dr. Ackerman holds degrees from Le- 
high University, Columbia and Pennsyl- 
vania—A.B.. A.M., and L.L.B. He stud- 
ied under Dr. Huebner at the Wharton 
School of Finance and has Dr. Hueb- 
ner’s natural energy and enthusiasm for 
life insurance. He has served very fre- 
quently during recent years as insurance 
consultant and has contributed to many 
insurance periodicals. 

Meetings of the class will be held one 
evening each week from 5 o’clock until 
7 for a period of twenty-six weeks and 
the group will dine together following 
each meeting. It is contemplated that 
special prizes may be awarded to the 
men at the conclusion of the course on 
the basis of written and paid for busi- 
ness in several classifications. 





HOME LIFE REPORTS GAINS 

In reporting a paid-for production in 
\ugust larger than any August since 
1930, Home Life of New York also 
pointed out that its gain in insurance- 
in-force for the first eight months of 
1939 exceeded its gain for the entire 
twelve months of 1938. Paid production 
continues to show a substantial gain with 
August 20.5% ahead of last year. For 
the year to date the increase in paid 
production is 18.7% over last vear, and 
\ugust is likewise 18.3% ahead of July, 
this year. 


ALL REPORTED SAFE 

Occidental Life was convening its Los 
Conquistadores Club convention in San 
Francisco last month at the time the 
streamlined train “City of San Fran- 
cisco” was wrecked in Nevada. Neither 
railroad offices nor newspapers were 
able to give passenger and casualty lists 
for many hours with the result that Oc- 
cidental executives were on needles and 
pins for an entire day. A final check 
accounted for every member of the Oc- 
cidental crowd. As it finally turned out, 
no member of the group was on the 
wrecked train. 
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Since 1848 
UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 








Million Dollar Round Table 
Complete With 157 Members 


Five additional registrants have 
brought the complete personnel of the 
1939 Million Dollar Round Table of the 
National Association of Life Underwrit- 
ers to 157, one of the largest member- 
ships in its thirteen-year history, ac- 
cording to an announcement by Paul 
C. Sanborn of Boston, chairman of the 
executive committee. The complete list 
of members shows that forty-seven are 
qualifying and life, thirty-six are quali- 
fying and seventy-four are life. 

The latest additions to the member- 
ship include the following: Qualifying 
members, Arthur A. Ebenstein, inde- 
pendent, Los Angeles; Maurice S. Ta- 
bor, Travelers, Buffalo. Life members, 
Thomas A. Cox, Northwestern Mutual, 
Oakland; Charles G. Keehner, Massa- 
chusetts Mutual, Oakland; James E. 
McNamara, Equitable Society, Chicago. 


NIEMANN AGENCY LED 

W. K. Niemann’s Des Moines agency 
topped all fifty-six Bankers Life of 
Iowa units in August, registering a 37% 
gain in new business production over 
the same month last year. The other 
nine of Bankers Life’s ten leading agen- 
cies in August were Madison, San An- 
tonio, Cedar Rapids, Cleveland, Pitts- 
burgh. Chicago, Lincoln, Indianapolis 
and Mason City. 





“GIANT OF THE PACIFIC © « * GIANT 





WOODWARD and FONDILLER, Inc. 


* Consulting Actuaries ° 


90 John Street, New York 
Telephone BEekman 3-6799 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 
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Plans Completed For 
The Annual Message 


STARTING DATE _ OCTOBER 23 


Ads to Appear in 770 Newspapers in 
444 Cities Encourage Public to 
Use Service of Agents 


Final plans for the Annual Message 
of Life Insurance, week of October 23, 
were made at a meeting of the executive 
September 1 in New York 
Massachusetts 





committee 
City. Joseph C. Behan, 
Mutual, is chairman. 

“Our major interest,” said Mr. Behan 
after the meeting, “is to encourage 
America to make more and better use 
of life insurance through the services 
of the agents. 

“Advertisements in newspapers will be 
the spearhead of the activity. Copy will 
appear in 770 papers with a total cir- 
culation of 35,074,929. Total daily news- 
paper circulation of the nation is about 
40,000.000.. The papers carrving the An- 
nual Message ads are published in 444 
cities with a population of 57,934,939,” 
said Mr. Behan. 

“Our theme is ‘Life Insurance—To- 
day’s Harvest From Yesterday’s Fore- 
sight’,”. continued Mr. Behan. “This 
vear’s message, we feel, should picture 
life insurance in action. To draw the 
picture we are using case histories to 
show the nature of life insurance bene- 
fits and statistical totals which will show 
the extent of these benefits to the Amer- 
ican public.” Figures collected by the 
Annual Message committee in a survey 
of the 1938 payments by 137 companies 
representing 92% of the business will be 
nsed in the copy, according to Mr. 
Behan. 

Four Separate Advertisements 

Four distinctly separate advertisements 
have been prepared so that there will 
not be any duplication in cities with one 
or more papers, except in a few large 
metropolitan centers. To make wunder- 
standable to the average reader the tre- 
mendous totals of life insurance pay- 
ments, they are compared with the 
amount of bread, butter, automobiles, 
etc., they would have bought; how many 
families would have received regular 
monthly income and by other means of 
comparison. The ads also show how 
insurance benefits made life more pleas- 
ant for widows, orphans and oldsters. 

Because a little more money is avail- 
able this year, the Annual Message 
committee has planned an advertisement 
for use in cities where local underwrit- 
ers’ associations give strong support to 
the entire Annual Message campaign. 
This copy will appear in addition to that 
scheduled for the regular campaign, and 
is of an unusual subject matter. It asks 
several general questions about insurance 
that will be of interest to policyholders 
and the answers are designed to move 
them to seek out their agents for a 
fuller explanation. The entire copy is 
aimed at building up the service func- 
tion of the agent. 

As in the past, small pieces of copy 
will be made available for individual 
agents to insert in their own papers 
at their own expense. A_ broadside 
showing the copy for the national cam- 
paien as well as that for use by in- 
dividual agents has been prepared and 
will be distributed through the National 
\ssociation of Life Underwriters and 
contributing companies. 

A poster, of a size suitable for use in 
store windows and on counters, which 
shows a harvest scene with the caption 
reading “Life Insurance—Today’s Har- 
vest From Yesterday’s Foresight,” has 
also been prepared. 

Change in Essay Contest 

The committee has prepared an in- 
teresting, recorded radio show which 
dramatizes the benefits of life insurance 
and spotlights the work of the agent in 
making them possible. These record- 
ings will be offered to local associations 
through the National Association. 

This year the National Association has 


decided to make its essay contest open 
to all persons above 16 years of age, in- 
stead of confining it to school children 
as was done in the past. The country 
has been divided into nine regions and 
in each one ten prizes, ranging from 
$200 to $10, will be offered for the best 
stories of life insurance in action. The 
contest will open on October 23 and 
close February 1, 1940. 


Opening Ceremony in New York City 


A speaker of national prominence 
has been approached to deliver the key- 
note address of the annual message. 
The opening ceremony will be held in 
New York on October 23 at a meeting 
of the New York City Life Underwriters 
Association, attended by many promi- 
nent persons in public life as well as in 
the field of insurance. Plans are be- 
ing made also to stage, if possible, a 
brief pageant of a historical nature, con- 
trasting insurance benefits of today and 
100 years ago. 

As in the past, a number of speeches 
for delivery before women’s clubs, Ro- 
tary, etc., have been prepared. Climax 
of the week will come in a series of 
policyholder meetings throughout the 
country. Effort will be made for as 
many local associations as possible to 
hold their policyholder meetings on the 
same day, thus giving them national im- 
portance. 

The same basic message will be de- 
livered at each meeting. The operation 
of life insurance in the public interest, 
its benefits to the people will be dis- 
cussed and answers made to questions 
currently being asked by the public. The 
meetings are to be in the form of an 
open discussion, with the policyholders 
in the role of those who have created 
life insurance and for whom it is op- 
erated. 


Committee Members 


“The 1939 annual message is being 
pushed on all possible fronts,” concluded 
Mr. Behan, “and we are hopeful of mak- 
ing the greatest possible impact on the 
public of the value and benefits of life 
insurance.” 

Besides Mr. Behan, 
executive committee are Frazar_ B. 
Wilde. Connecticut General: Arthur F. 
Hall, Lincoln National; John A. Steven- 
son, Penn Mutual; Henry B. Sutphen, 
Prudential: Frank L. Tones, Equitable 
Society; Seaborn T. Whatley, Aetna 
Life; Tohn H. McCarroll, Bankers Life: 
Karl Ljung, Tefferson Standard; Cyrus 
T. Steven, Phoenix Mutual; Holgar J. 
Tohnson; Charles J. Zimmerman and 
Roger B. Hull, National Association of 
Life Underwriters: John Marshall Hol- 
combe, Jr., Life Insurance Sales Re- 
search Bureau. 

Seneca M. Gamble, Massachusetts 
Mutual, is chairman of the _ pmblicitv 
committee. Other members are Earl R. 
Tranemar. Metropolitan; Arthur W. 
Theiss, Ohio National; Scott H. W. 


members of the 


Rosenstein Agency Opens 
New Brokerage Department 





WILLIAM J. 


RAFTERY 


The Rosenstein Agency, Equitable So- 
ciety, New York City, has just an- 
nounced the formation of a brokerage 
department and the appointment of Wil- 
liam J. Raftery as manager of that de- 
partment. 

Mr. Raftery has been associated with 
the Equitable Society for twenty-seven 
years and with the Rosenstein agency 
during the past ten years. Prior to 
that time he was associated with the 
auditing department at the home office. 
Subsequently he joined the field force 
and has been actiev in organization 
work, 

Mr. Raftery has just left for a short 
vacation and will start his new duties 
on his return, October 1. 


ALBERT JENKINS DEAD 

Vice-President V. H. Jenkins of Occi- 
dental Life of California was called from 
Los Angeles to Bakersfield on Septem- 
ber 5 by the death of an older brother, 
Albert Jenkins, a resident of Kernville, 
Calif., where he was engaged in farm- 
ing and mining. The elder Jenkins had 
been taken to Bakersfield several wecks 
ago for nedicel treatment following a 
long illness. Services were held at 
Kernville on September 8. 


Fyfe, Canada Life; D. Bobb Slattery, 
Penn Mutual; John H. McCarroll, 
Bankers Life; Karl Ljung, Jefferson 
Standard; Cyrus T. Steven, Phoenix 
Mutual. 











HEARD on the WAY 








Dr. William Ward, medical direc- 
tor of the Mutual Benefit, returned from 
Europe on September 9 after having 
spent four hectic days in Vienna, 
Prague, Berlin and Hamburg trying to 
get out of Germany as war loomed. He 
arrived here on the Bergenfjord from 
Copenhagen. The Newark Sunday Call 
wrote a bright story about Dr. Ward's 
adventures under the headline “His Pa- 
jamas Still in Germany, But Dr. W. 
Ward Doesn’t Care.” Here’s part of 
what the story said: 

Only by leaving some of his belong- 
ings in Hamburg did he manage to catch 
a train to Copenhagen, where a reser- 
vation on the Bergenfjord, arranged by 
his daughter in Oslo, awaited him. 

For four days Dr. Ward faced at each 
station this sign: “Train service be- 
vond the frontier suspended.” At Ham- 
burg, in an atmosphere of soldiers and 
artillery and trenches, he inquired once 
more if there would be a train to Copen- 


hagen. He asked at 8:28 a.m.; the sta- 
tionmaster said one would leave at 8:30. 

“Just two minutes! No ticket, an un- 
paid bill at the hotel, no baggage—but 
Copenhagen!” Dr. Ward exclaimed. 
“How quickly one can make a choice 
when the issue is vital. I ran to the 
gateman and he allowed me to pass 
down the stairs, two long flights. The 
doors were being slammed, but I was 
on the platform of a third-class car. 

“A man on the platform with ‘Aus- 
kumft’ on his hat saw my look of 
anxiety. I told him about my unpaid bill 
and handed him an ample amount and 
told him to forward the baggage to my 
daughter at Oslo. It would arrive after 
my departure, but what of that. He 
started to go and then said that the 
train stopped at Altona and possibly 
he could overtake it in a taxi. 

“The train arrived at Altona and 
waited for several minutes. Again the 
whistle blew, the doors were slammed 


Service to Public 
Theme of Meeting 


JOINT CONVENTION IN CHICAGO 
Sales Research Rennes Life Agency Of- 
ficers Make Plans for Three-Day 
Gathering; Many on Program 


Preliminary plans for the annual meet- 
ing of the Life Insurance Sales Re- 
search Bureau and the Life Agency Of- 
ficers Association, which will be held 
October 31, November 1 and 2, at Edge- 
water Beach Hotel, Chicago, have been 
announced by John Marshall Holcombe, 
Jr., manager of the bureau. 

Theme of Meeting Selected 

Life Insurance—To Better Serve the 
Public, will be the theme of the mecting. 
Each speaker and subject will have a 
direct bearing on this theme. What the 
companies, and particularly the agency 
departments, are doing to meet the chal- 
lenges to life insurance will receive em- 
phasis on the first day’s program. The 
social and economic aspects of present- 
day life insurance distribution will be 
discussed and several outstanding speak- 
ers both from within the business and 
out will present the views of the public, 
the agent, the economist and the com- 
pany. 

The following days’ programs will in- 
clude specific and practical discussions 
on what the agency department can do 
to meet distribution problems and im- 
prove methods. In line with the theme 
of the meeting discussions will be pri 
marily concerned with ideas for better 
serving society, as well as the companies 
and those engaged in the distributior 
process. Attention will also be given te 
such broad management problems as im 
provement in quality of business and 
men, building men for management and 
the need for coordinated management 
There will be more than twenty-five out 
standing executives on the program. The 
complete list of speakers and their sub- 
jects will be announced shortly. 

Those in Charge 

The important assignments of con- 
ducting the five sessions of the meeting 
will be in the hands of S. T. Whatley 
vice-president, Aetna, and chairman of 
the hureau’s executive committee : Terome 
Clark, vice-nresident, Union Ce ntral. and 
chairman of the avencv officers’ execn- 
tive committee: S. C. McEvenue. genera! 
manaver, Canada Tife. and chairman of 
the hureau board of directors. Mr 
Whatlev will preside on Tuesday, Mr 
Clark on Wednesday and Mr. Mce- 
Evenue on the final day of the mectineg 
COX HOUSTON CHAPTER HEAD 

Houston chapter, Chartered Life Un- 
derwriters, has elected Roy Cox, Provi- 
dent Life & Accident, president. Mr 
Cox was vice-president last year. M. 
Hendrix Davis, Aetna Life, has been 
moved up from secretary-treasurer to 
vice-president, and William G. Baker, 
Franklin Life, has been named secre- 
tary-treasurer. 


HARRY Ww. BRANDS DEAD 
Harry W. Brands, Maplewood, N. J., 
died of heart disease August 16, age 57 
He was assistant manager, home office 
medical department, Prudential, with 
which company he had been for thirty 
six years, 


and just then I saw my Auskumft man 
running down the platform with a bag 
in one hand and an overcoat in th 
other. He was quite breathless, but 
shoved these possessions through the 
car window, received his fee and we 
said ‘Auf Wiederschen.’ 

“My pajamas and some presents that 
I purchased in Budapest are somewhere 
in Hamburg. I hope that the Auskumft 
man will wear the pajamas and enjoy 
them as much as I enjoyed their loss 
under the circumstances. In two hours 
we were across the frontier.” 


Uncle Francis. 
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Benefit Leaders 


Business Risk Panel Stresses 
Selling Smaller Income Groups 


At the Mutual Benefit convention in 
Spring Lake, N. J., last week one of 
the largest attended panels was that on 
business insurance. Those who partici- 
pated in it were members of the De Long 
agency of New York. Swift C 
was chairman; and the others were three 


Barnes 


of the city’s leading agents—R. F. Mel- 
lor, Arthur V. Youngman and G. G. Ter- 
Object of the 
this panel was to locate the market for 


riberry. discussions in 


business insurance, to examine disad- 
vantages or key weaknesses in the dif 
ferent types of business organizations, 
thereby showing reasons for the use of 
business insurance and to describe the 
services to be performed to business 
concerns through life insurancc 
Emphasis was given to the theory that 
the market for business insurance is in 
the field of small business and personal 
operating as sole 


service organizations, 


proprietorships, partnerships and_ close 


corporations. Among the types of busi 
ness recommended for solicitation were 
publishers, printers, lithographers, man- 


ufacturers, personal service organiza 
tions, wholesale and retail merchants, 
such stores as food and general stores, 
general merchandise group, automotive 
group, apparel group, lumber and _ build- 
ing group, other retail eating 
places, radio and music shops, furniture 
and household group 

Some points to remember about sole 
proprietorships, partnerships and_ cor- 
porations were summarized at the panel 
as follows: 


stores, 


Sole Proprietorship 


Characteristics of Sole Proprietorship 
rganization 

Created with no formality but by vol- 
untary action of owner. 

Capital investment limited only to re- 
sources of owner. 

Responsible in all ways to self only 
—no outsiders. 

All profits belong to owner. 

Taxed as individual owner is taxed 
business income is regular taxable in- 
come—business expense deductible. 


Key Factors or Disadvantages of Sole 
Proprietorship 


The man and the business are the 
same 

The business and its owner are not 
separate entities. 

The liability of the owner is complete 
in every way. 

The life of the business is limited to 
life of owner. 

The business passes into owner’s estate 
with other personal assets and liabilities. 

Estate of owner is responsible for all 
business debts. ; 

Income of professional men or per- 
sonal service organizations ceases imme- 
diately on death of owner. 

Service and income cease together 
How Business Insurance Can Serve 

Your Clientele 


Insurance will establish cash reserve 
for emergencies or expansion. 

Insurance will establish credit facili- 
ties. 

Insurance will continue income to heirs 
on death of owner 

Insurance will indemnify 
loss of good-will. 

Insurance will 
business debts 

Insurance will provide funds to run 
business until sold and to hire pro- 
fessional services to collect “accounts 
receivable.” 

Insurance will, if carried by employes, 


family for 


provide cash to pay 


on life of owner provide funds to pur 
chase business from heirs. 


Insurance will capitalize earning power 


of owner when lost to business. 
Partnership 


Characteristics of Partnership 
Organization 
Created with no formality but by 
agreement between partners. 
Capital investment limited to contri- 
butions by partners with no legal limi- 
tations—may be changed at will. 


Partnership assets first applied to part- 





at Spring Lake, 


N. J. _ 








ed on loss of a partner and_ business 
must be liquidated or reorganized. 

The choice of liquidation or reorgani- 
zation lies solely with heirs of deceased 
partner. 

Heirs may decide to sell to stranger, 
enter business until firm debts are paid 

-heirs have no right to assets. 

How Business Insurance Can Serve 

Your Clientele 

Insurance continues business if desired. 

Insurance prevents forced liquidation 
or reorganization. 

Insurance guarantees fair sum to heirs 
for business. To surviving partners, 
prevents heirs entering business. 

Insurance facilitates settlement of es- 
tate of deceased. 

Insurance automatically provides cash 


Top left: H.G. Kenagy, superintendent of agencies. Top right: Harry A. Richardson. 


Bottom, left to right: 


Ira W. Shattuck, Mary T. Fishwick, Margaret Wimmer, 


Harold A. Smith. 


nership debts with rights of contribu- 
tion between partners. 

The business exists in name only—the 
partners are the business and are not 
responsible to outsiders. 

All business operations are in name of 
partners and not individuals. 

Profits shared by special agreement. 

Taxed according to income as indi- 
viduals. 


Key Factors or Disadvantages of 
Partnership 


The partners or men and the business 
are the same. 

The business and its owners are not 
separate entities. 

The liability of the partners is com- 
plete. 

Partnership ends with death of any 
partner. 

Partnership is automatically terminat- 


from an outside source to survivor and 
paid at once to heirs. 

Insurance produces stability of busi- 
ness for survivors thereby maintaining 
credit facilities. 


Corporation 


Characteristics of Corporation 
rganization 

Corporation is created by law—consti- 
tution is state law. 

Ownership and management may be 
separate. 

Board of directors elected and respon- 
sible to stockholders. 

Officers elected and 
board of directors. 

Ownership depends on number of com- 
mon stock certificates. 

Corporation has perpetual existence. 

Stockholders are liable for firm debts 
in proportion to their stockholdings be- 


responsible to 


Agents Tell Meeting 
Of Personal Finances 


FORUM AT MUTUAL BENEFIT 





Each Speaker Keeps Siew Track of His 
Own Affairs; Each Has a Selling 
Objective, Too 


One of the novel features in the Mu- 
tual Benefit Leaders’ Club convention jn 
Spring Lake, N. J., last week was a 
symposium in which three successful 
field representatives told how to be a 


financial success in the life insurance 
business. These representatives were 
Frank L. Brunkow, Minneapolis; Regi- 


nald S. Koehler, Jr., Pittsburgh, and 
George M. Schoener, Grand Rapids. 

They were asked by H. G. Kenagy, 
superintendent of agencies, who pre- 
sided, to tell how they entered the life 
insurance business, what they were do- 
ing just before, what was their income 
a year before they entered insurance, 
what was their income first year in in- 
surance, whether they owned their homes 
and many other items of personal infor- 
mation, all of which questions were 
frankly answered. 

All Are Personal Budgeteers 

Each one of the speakers made it a 
point that they kept personal budgcts. 
They not only knew how much _ they 
are spending and exactly how much 
to put aside in savings, but how much 
insurance they had to write to get by. 
All of them reached or surpassed their 
fixed objective in selling. 

Care in Picking Prospects 

One of these agents said he had fig- 
ured out that every time he made a 
contact it meant $40.50 to him. He met 
the depression by making a survey ot 
businesses in his territory and then con- 
centrating on peop!e in businesses whic. 
were making progress and where there 
was little unemployment. 

“The income group | was seeking,” he 
said, “was the group where incomes are 
stable.” 

Before entering life insurance this 
particular agent had been in the rubber 
manufacturing business and was making 
a good income. His work was _ super- 
vising large groups of salesmen. Many 
of the men with whom he had relations 
were former mechanics or were other- 
wise of the artisan type, and he wanted 
to get into a broader field where his 
contacts would be with principal resi- 
dents of community. First year he went 
into life insurance he increased his in- 
come $5,000 a year. He sells about forty 
policies a year, and is building a new 
home. 

Another agent said he intended to re- 
tire when he was 60 and thus far he has 
met every objective that he himself has 


set up. He has always known what he 
wanted to do. Working his way through 
college, he had $200 bank balance at 


graduation. He has written enough busi- 
ness each year to pay all expenses, to 
put money aside, to buy insurance and 
to travel extensively. He early began 
to buy life insurance and read the con- 
vention the present state of his _poli- 
cies. His insurance consists of $50,000 
on which annual premiums are paid and 
also a Single Premium policy of $11,000. 
At present time the cash value of his 
insurance is $22,166.77. The 1938 in- 
crease in cash value in excess of pre- 
mium outlay for his insurance is $408.47. 





cause corporation is a separate legal 
entity. 

Resources limited to contribution of 
owners. 

All business transactions, credit, etc, 
conducted in name of corporation—nce 
individuals. 

Stockholders do not own all assets but 
possess rights to share in profits. 

Key Factors or Disadvantages of 

Corporation 

Position of firm or survivors also heirs 

(Continued on Page 18) 
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Mildred F. Stone, agency department; H. S. Berger, Mrs. W. C. Preston, W. C. Preston, Mrs. Robert Patterson, Robert Patterson, Mrs. W. E. Hughes (top); A. J. Riley, 

underwriting executive (bottom); Mrs. Max M. Matusoff, W. E. Hughes (top); Edward J. Dore (bottom); Mrs. Harold Peterson, Mrs. R. V. Fralin, R. V. Fralin, Harold Peterson, T. J. Bass. 
: Second row, left to right: F. N. Winkler, M. M. Matusoff, C. W. Frey, Harry A. Richardson, A. S. Johnston, C. E. De Long, Miss Josephine Kislak, Miss Esther Sykes. 

Third row, left to right: Walter A. Reiter, M.D.; Mrs, Reiter, Frank L, Taylor, Mrs. Taylor; Karl Thompson, E, E. Rhodes, vice-president; E. C. Hawes, field service manager (viewing the 

ocean); Alvon H. Doty (singing). 

Fourth row, left to right: John T. Dye, H. G. Kenagy, Miss Elinor Hickerson; H. S. Chase and son, Mrs. Sidney Weil, J. S. Drewry, 
' John R. Hardin, president; E. E. Rhodes, vice-president. 

Fifth row, left to right: W. L. Hadley (the demon snapshooter); J. G. Weill, A. S. Johnston, F. E. De Groat, James H. Glenn, Mrs. E. E. Rhodes, Major Migdalski, Karl Thompson, V. Ww. 

Samms (back view); Mrs. E. D. Carlough, Jr-, Mrs. Howard V. King, Mrs. W. H. Foreman (group ladies center); Mrs. J. P. Marron, J. P. Marron, assistant secretary, and their daughter, 
; Mrs. De Haas; Miss Mary Fishwick, Mrs. H. G. Kenagy, Miss Margaret Wimmer, H. G. Kenagy (facing camera); Miss Elinor Hickerson, Mrs. E, C. Kenagy (backs to camera). 

Sixth row, left to right: B. C. Thurman, assistant superintendent of agencies; Frank L. Taylor, r. vu. Haselton. assistant superintendent of agencies; F. Scott Rodgers, W. L. Murrell, C. W. 
Fisher, Alan Ingersoll, Howard V. King (golfers); A. E. Kollenberg, Paul W. Cook, Miss rraine V. Sinton, W. D. Baskett, S. B. Fleager (group in center); Ben Salinger, Lester Einstein 
(tennis); M. M. Matusoff, F. N. Winkler, A. J. Riley (golfers). 

Seventh row, left to right: G. F. Ream, W. E. Hughes, G. Gilson Terriberry (His Royal Highness the Heckler), Tyer Sawyer, . N. Whitney, J. S. Thompson, vice-president; B. L. Gulick, 
Jr., C. E. Brewer, Jr., M, M. Matusoff (indoor group); E. C. Kenagy, Mrs, Kenagy, Mrs. E. D. Carlough, Jr-, E. D. Carlough, Jr., Mrs. H. G, Kenagy; L. B. MacEwen presenting door prize. 


Top row, left to right: 


F. A. McMaster (center group); Mrs. Karl Thompson, 
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High Quality | Seen In 
Nat’l Ass’n Program 


MORE GOOD FEATURES LISTED 


Forums on Nine Specific Topics, Talk 
by Roger B. Hull, Important Names 
on List of Speakers 


\ction, an open forum 
consideration of associa- 
theme for the 


N.A.L.U. in 
discussion and 
tion affairs, will be the 
golden anniversary meeting, National 
Council, National Association of Life 
Underwriters, in St. Louis this month. 
The council, which will be in session all 
day September 25, will repeat the pro- 
cedure initiated at the last mid-year 
meeting and sit as a_ representative 
body, with the arrangements and pro 
cedure of a legisiative assembly. Lhe 
success of this method at its first trial 
has caused the committee to recommend 
its continuation. 

An open forum will be held on nine 
specific topics suggested by local, state 
and national leaders in response to a 
bulletin issued by the committee. WNa- 
tional officers and committee chairmen 
will lead the discussions, which will be 
supplemented by contributions from the 
tloor. 

The only reports that will be present- 


ed to the council are those of the oth- 
cers. Following submission of these re- 
ports the council will discuss the presi- 
dent's report. Law and legislation ac- 
tivities will be the second topic and 
“ways and means of building a favor- 
able public attitude toward the agent 
through local association activities” the 
next. 
Furnishing Information 
The general subject of educational 


and training projects promoted by local 
associations will be evaluated, also the 
subject of associations furnishing inior- 
mation to policyholders and public and 
With civic and professional 
organizations. ‘there will be discussion 
of possibilities working for a _ wider 
adoption of and stricter compliance with 
the agency practices agreement. 

The State Association, its pertorm- 
ance and its service to local bodies will 
be the subject of a forum, followed by 
a discussion of the annual message. 
Managing Director Roger B. Hull will 


cooperation 


speak on “Spotlighting N.A.L.U. in Ac- 
tion,” and a talk by President Johnson, 
‘You Are the Leaders.” 


Probable Attendance 

members are now ex- 
pected at the meeting. Nearly all the 
500 souvenir advance registrations have 
been taken up. There will be a fast 
moving series of selling talks. A group 
of notable people will interpret the con- 


Three thousand 


vention theme. In addition to the gen- 
eral program there will be a of 
the Million Dollar Round lable, the 
General Agents’ and Managers’ Section, 
the Women Underwriters’ Session, the 
Women’s Quarter Million Dollar Round 


Chart ered Life Underwriters 
and several other groups which annually 
meet at the time of the convention. 


Many Good Speakers 


Table, the 


Third-party influence and public education 
will dominate tl outsiders’ part of the pro 
ram with such speaker is Governor Stassen 
»f Minnesota, Matthew Woll, Branch Rickey, 
lohn W Hanes, Ruth Bryan Owen, Juan T. 
[rippe, Fred A. Healy and Robert E. L. Hill. 
Life insurance will be represented by Louis H. 
Pink, Bertrand J. Perry, John Marshall Hol- 
C 7. % I McFarla Milton Sher- 
Philip T. Aubin, G. Gilson Terriberry, 
lac McCord, Gale F. Johnston, Thomas K. 
Carpenter, Williar B. Monroe, Ron Stever 
1 Har rT. Wright 

S ‘ t ur con 

k ir group 

I i I Roosevelt 
\ S I ( .. Davies, Dr 
I \. | ) ] Shell Thomas 
D I I psor I Mill Life in 
" esentat D B. Ma 

J A. Ste George F Lackey 

H M. I Ir I \. Rar Edward 
H. D Herbert W Florer, Helen B 

H i Kuhn, Sara 3. Smit 

I . Lillian L. Josey Beatrix 





THE EASTERN 


«UNDERWRITER Eres 














Wallis Boileau Gives Ideas 
On Prospecting; Tells Story 


Wallis Boileau, Jr., second vice-presi- 
dent, Penn Mutual, speaking recently at 
a meeting of the James E. Rutherford 
igency in Des Moines, said that “while 
setting worthwhile objectives is a first 
step to success in selling life insurance, 
the basic necessity is securing and 


maintaining an 
pects. 
“Prospects on 
Mr. Boileau, “must be 
fied according to the 
three: Judged by need; 
to ona judged by 
“Pre pecting 


adequate supply of pros- 
your list,” continued 
properly quali- 
familiar rule of 
judged by ability 
ability to pay. 
naturally must _— start 
with but merely getting a lot of 
names is a long way from the solution 
of the problem. A list of names with- 
out a definite reason for keeping each 
name in the list can and often does 
lead to many wasted hours of effort. 


names, 


“When you have developed plans of 
prospecting which you believe to be ef- 
fective, and yet they no longer seem to 


results, 
sane 


perhaps the rea- 
reason that sometimes 


ive adequate 
son is the 


diminishes the effectiveness of a sales 
Jones, Lorraine L. Blair, Sophia Bliven, Eleanor 
Felton, Alma W. Crosby, Sara Frances Jones. 

The convention program will be dot- 
ted with special features. These include 
two playlets, a performance of the life 
insurance motion picture, “Yours Truly, 
Ed Graham,” the million dollar round 
table hour, the American College con- 


fellowship luncheon. 
mayor of St. 
wel 


and the 
Dickmann, 
issued a_ proclamation 
National Association. 


ferment 
Bernard F. 
Louis, has 
coming the 


talk that once secured fine results but 
seems to have gone stale. 

“Checked up and compared with ‘the 
original’ it discloses wanderings and 
omissions, subconscious or unconscious. 
Most of us, no matter what our work, 


much too easily fall into the error of 
thinking we are doing what we know 
we ought to do. It is only when we 
stop and check up that we find how 
amazingly far afield we have strayed. 
“Remember the Colonel who had a 


dog who had an insatiable desire to 
catch a bear. One bright day the dog 
set forth determined to get his bear. He 
struck the trail, and shortly after 
that the trail of the bear crossed that 
of a deer, and the dog turned off to 
follow the deer. 

“Again, the 


soon 


trail of a fox crossed 
that of the deer, and the dog followed 
the fox, then a raccoon, then a rabbit. 
Late in the afternoon the Colonel be- 
came worried about his fine dog and set 


out to find him. After considerable 
search the Colonel sighted the dog at 
the foot of a tree up which there was 


a chipmunk.” 


SON TO JOIN FATHER 

J. W. Miller, general manager in 
Canada for Occidental Life of California, 
has announced that his son, W. Lock- 
wood Miller, will soon become asso- 
ciated with him at Occidental’s head of- 
fices in London, Ontario, as assistant 
eeneral manager for Canada. Young Mr. 
Miller’s formal education includes a 
B.Sc. degree in business administration 
and an L.L.B. Since graduation in 1933 
he has been a barrister and solicitor. 


TO ATTEND A 


enna CONVENTION 
suited 


ms 


LIFE INSURANCE ADVERTISING 


We will have 


1. A Star Spangled Program that Starts Every Time on Time! 







Convention Hotel. 


4. A Chance to Recharge in a Great Advertising Capital which 
Boasts a Beautiful City, a Great Motor Industry, Henry 
Ford's Amazingly Interesting Greenfield Village and a Fine 


“ 


2. A Great Exhibit of Members’ Work! 


3. An Opportunity to Meet and Make Friends with Those in 
the Same Boat You Are! 







LIFE ADVERTISERS ASSOCIATION 


ANNUAL MEETING 


DETROIT, OCTOBER 16, 


17, 


18 


HOTEL STATLER 
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Advantages of C.L.U. 
Shown by Williams 


BUSINESS DRAWING GOOD MEN 














Annual Turnover Among Those Having 
Degree Small; Problem of Personnel 


Made Less Difficult 
Williams, 


Professor John P. educa- 


tional advisory director, American Col- 
lege of Life Underwriters, says that 
C.L.U. studies and possession of the 
C.L.U. designation, have added an aver- 
age of $1,000 to the earnings of those 
who have the degree. He made this 
statement to the Los Angeles C.L.U. 
chapter and the Life Managers Club. 


with the 
companies, 


Speaking of a conversation 
vice-president of one of the 
who was in attendance at the T.N.E.C. 
hearings, he said the executive remarked 
that the training and education of men 
under the C.L.U. system was one of the 
things that impressed the investigators 
favorably. 


More in Manager Class 


He remarked that whereas five years 
ago CLL. was represented by about 
37% in manz ugerial and supervisory ranks, 
today it is 67% represented and they 
have moved in because of C.L.U. activi- 
ties. It is known that one of the prob- 
lems the manager faces is the personnel 
one. A good educational program at- 
tracts the best type of men. He also 


averred that the C.L.U. aids in keeping 
good men, citing that the turnover 
among C.L.U.’s is % of 1% a year. The 
man who takes the C.L.U. course has 
something before him that will make 
him think, and think about things that 


worth while. 


are 


F. O. D. White Reception 


Marks 20th Anniversary 


Frank O. D. White, Massachusetts 
Mutual general agent at Toledo, was 
the honor guest at a reception given 
him by his associates August 31. The 
celebration was in recognition of Mr. 
White’s twentieth anniversary as gen- 
eral agent. Attending the dinner in 
addition to Mr. and Mrs. White were 
Elmer W. Snyder, George E. Lackey, 
Irl B. Jackson, Fritz A. Lichtenburg, 
E. Leo Smith and Harry M. Comins, 
general agents at Cleveland, Detroit, 
Cincinnati, Columbus, Indianapolis and 
Flint respectively. Agents and clerical 
assistants of the office, and Dr. William 
F. Maxwell, dean of the company’s 
medical examiners in Toledo, were pres- 
ent, also George H. Schumacher of 
Cleveland and Grover Davidson of Cin- 
cinnati as visiting personal producers. 
Mr. and Mrs. White were given an 
oriental rug and an inscribed parchment 
expressing appreciation of the general 
agent’s work. 

Preceding the reception 
held open house. Mr. and Mrs. White 
went to the Toledo agency together, 
Mrs. White being at the time the 
member of the agency office staff. 


Mr. White 


sole 
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Cooperation Along 
Profit Lines, Theme 


AGENCY SECTION OF THE ALL.C. 
Industrial Group to Hear Talks on Home 
Office Dealings With Producers, 
Public Relations 





Profitable cooperation will be the key- 
note of the annual meeting, Agency 
Section, American Life Convention, in 
Chicago October 4. The theme will be: 
“The things which can be done with 
resultant benefit and profit for the 
agent, the general agent or manager, 
the agency vice- -president, the policy- 
holder, the company. The program 
follows : 

Opening 
Herman T. 


address by Section Chairman 
3urnett, vice-president in 
charge of agencies, Reliance Life; “The 
Agent’s Viewpoint,” George Stewart, 
agent Penn Mutual Life, Pittsburgh; 
“The General Agent’s or Manager’s 
Viewpoint,” Clyde Gay, general agent in 
Zoston, Aetna Life; “The Agency Vice- 
President’s Viewpoint,” Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life; “The Policyholder’s View- 


point,” Paul Speicher, managing editor, 
Insurance Research & Review Service, 
Indianapolis; “The Companv’s View- 


point,” Leroy A. Lincoln, president Met- 
ropolitan Life: business session. 

A feature of the American Life Con- 
vention meeting to be held October 4, 
5 and 6 will be a special showing of 
the Institute of Life Insurance’s motion 
picture, “Yours Trulv, Ed. Graham,” 
which depicts the work of an agent in 
placing his protection. 

Industrial Section 

The Industrial Section will meet Oc- 
tober 2 when the following speakers will 
be heard: “Views as to Home Office 
Relationship With the Agency Organi- 
zation,” Leo P. Rock, president Monu- 
mental Life, Baltimore; “Improving Pub- 
lic Relations,” E. W. Craig, executive 
vice-president National Life & Accident, 
Nashville. 


HEYL DIRECTOR OF AGENCIES 


Joins Bankers Life of Nebraska; Has 
Been Manager in West Virginia for 
Sun Life, Canada 
Ivan Devoe has resigned as manager 
of agencies for Bankers Life of Neb- 
raska and C. H. Heyl has been chosen 
director of agencies to fill the vacancy. 
Mr. Heyl was born in Washington, 
D. C. In 1927 he joined Sun Life of 
Canada as its Washington, D. C., repre- 
sentative. Three years later he was 
made assistant manager there. Later in 
1929 he was appointed inspector of agen- 
cies for the eastern United States di- 
vision, in which capacity he served un- 
til 1934 when he was named as an as- 
sistant superintendent of agencies. In 








1938 he became superintendent of agen- . 


cies where he served until his appoint- 
ment in February of 1939 as manager of 
West Virginia. 





COMMITTEES NAMED 





Chicago Chapter, Chartered Life Under- 
writers, Prepares for Another 
Year of Activity 
B. H. Groves, president Chicago chap- 
ter Chartered Life Underwriters, has 
named the following committee chairmen 
who will serve during the ensuing year: 

Attendance, George D. Wheatley, New 
England Mutual; Educational, Leslie R. 
Schauffler, State’ Mutual; Fall Party, H. 
G. Walter, assistant general agent, Penn 
Mutual; Membership, Roland D. Hinkle, 
assistant agency manager, Equitable 
Society; Program, Clarence E. Smith, 
Northwestern Mutual; Publicity, Agnes 
C. Schuette. New York Life: Reception, 
Harry R. Schultz, Mutual Life of New 
York. 





MERRIFIELD CENERAL ACENT 
Clarence F. Merrifield, supervisor in 
charge of the Portland, Ore., agency, 
Connecticut Mutual Life, has been 
named general agent. 


Two More Speakers For 
Life Advertisers Event 


Two additional speakers have been 
added to the international convention 
program of the Life Advertisers Asso- 
ciation meeting October 16-18 in De- 
troit. These include Howard N. King, 
discussing the part that typography and 
design plays in advertising, and “Red” 
Motley, of Chicago, western manager 
Crowell-Collier Publishing Co., who will 
speak at the smoker. 

Mr. King, an authority upon design 
and typography, is typographic coun- 
sellor for the Intertype Corp., Brooklyn, 
under whose auspices he will make his 
appearance before LAA. A feature of 
his appearance will be the opportunity 
presented to ask questions from the floor 
upon matters relating to design and 
typography, following his talk. 

Mr. Motley has had an_ unusually 
varied experience before entering the 
publishing house of Crowell-Collier, 
where he has been for the last eleven 
years, serving first as salesman for Col- 
liers in the East and South before tak- 
ing up his present connection. 


Actuarial Society To 
Meet September 28-29 


SEIGNIORY CLUB QUEBEC PROV. 





Papers by Bowerman, New York Life; 
Camp, Equitable Society; Hoskins, 
Travelers Insurance Co. 


The semi-annual meeting of the Ac- 
tuarial Society of America will be held 
at the Seigniory Club, Province of Que- 
bec, September 28 and 29. The presiding 
officer will be the president, R. D. Mur- 
phy, vice-president and actuary, Equi- 
table Society. Among the papers to be 
presented are: 

Centenarians, by Walter G. Bowerman, 
assistant actuary, New York Life; Ace 
arial Note—Practical Interpolation Meth- 
ods with Second-Order Curves, by Kings- 
land Camp, assistant mathematician, 
Equitable Society; Asset Shares and 
Their Relation to Nonforfeiture Values, 
by James E. Hoskins, assistant actuary, 
Travelers. It is probable that other pa- 
pers under consideration will be added 
before the meeting. 


Edgar S. Hassard Gen’! 
Agent for Home Life, N. Y. 


Home Life of New York announces 
advancement of Edgar S. Hassard, home 
office agency field assistant, to general 
agent at Rochester, N. Y., with offices 
in the Lincoln-Alliance Bank Building 

Mr. Hassard joined Home Life in 1936 
after four years’ insurance experience 
He began as a supervisor and for the 
last to years has been field assistant 
\fter receiving his A.B. degree from 
Ilam‘Iton College in 1928. Mr. Hassard 
entered the Federal Reserve Bank and 
later engaged in the sale and super 
vision of school banking systems. He i 
a member of Delta Kappa Epsilon and 
is active in college hockey circles in the 
East. He is a graduate of the School of 
\gency Management. 
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J. E. FitzGerald rnay 
Of Fidelity Mutual Club 


COMPANY’S LEADING PRODUCER 


H. N. Lyon, R. W. Campbell, L. C. 
Burwell, Jr., and Sidney Rice Other 
Officers Elected 


John 
ficiator at the 
the officers 
Mutual Leaders Club, assumed in 
tic City last 
named signer of the Declaration of In 
dependence who had journeyed back as 
special emissary for the other signers in 
order to greet the 1939 leaders 

Tracing the part played in the devel 
opment of America through the institu 
tion of life insurance Mr. Mahoney, who 
was appropriately dressed in Continen 
tal costume, created the following as 
“First Citizens of the Land”: J. E. Fitz 
Gerald, San Francisco, president; H. N. 
Lyon, San Francisco, vice-president; R. 
W. Campbell, Altoona, Pa., second vice 
president; L. C. Burwell, Jr. CLU, Chat 
lotte, N. C., secretary; Sidney Rice, In 
lianapolis, Ind., treasurer 


Dennis Mahoney, long time of 
installation ceremony of 
Fidelity 
Atlan 


week, the role of an un 


and directors of the 


They are the new officers of the com 
pany’s Leaders Club. Continuing in his 
usual vein of humor pierced by a seri- 
ous undertone, Mr. Mahoney created a 
board of ten directors to safeguard the 
actions of the officers—these directors of 
course being the directors of the Lead 
ers Club: Myron E. Watson, Boston; 

W. 7+“ -* Cincinnati ; D. FF, Denton, 


Topeka ; W. Murdock, Elmira, N. Y.; 
J. F. Cowan, oo *. A. Kratz, Balti- 
more; C, K. Gordy, CLU, New Haven; 
F. W. Roesen, St. ‘Louis; Karl Collings 


and sig Wechsler, Philadelphia. 

a FitzGerald, the new president of 
the cab, following the installation cere- 
mony, gave a brief, simple talk in which 
he developed the significant factors of 
his success which he attributed to quali 
ties common to all successful men: Self 
confidence, Courage, Energy. 

Tracing the history of leaders in re 
ligion and in the arts and sciences, he 
pointed out the ways in which leaders 
in all these fields had demonstrated these 
three qualities. But i 
demanded something 
ed his point with the 
chological study made on an Indian 
brought to civilization from the wilds 
of Canada. The nearest concept the 
Indian could gain from the marvels with 
which he met was typified by his re- 
action to the steam engine. This brought 
the verdict “fire inside” and thereafter 
other marvels were similarly attributed 
to the “fire inside.” “The fire insidk 
was the fourth characteristic of the suc- 
cessful man, according to Mr. Fitz- 
Gerald, 

Men also like to give their business 
to men in whom they have confidence, 
he said. They gain confidence in many 
ways. Particularly they gain confidence 
when their judgment, even in small 
things, coincides with that of another. 
He gave numerous illustrations of how 
this particular twist of human nature 
may be made to pay dividends to the 
underwriter, stating that when a pros- 
pect has approved the agent’s judgment 
in some respects, however small, he is 
apt to accept his recommendations. Ex- 
plaining the goal he had set for himself 
over a ten-year period, Mr. FitzGerald 
stated his principal job was to maintain 


success, he said, 
more and illustrat 
account of a psy- 


that “fire inside” which would take him 
out on the path which alone leads to 
that goal. The agent, he concluded, 


“must be a builder of bridges between 
poverty and success”—and a_ builder 
needs confidence, courage, energy and 
the “fire within.” 


CHICAGO SUPERVISORS MEET 
The Supervisors Club of the Chicago 
Association of Life Underwriters re- 
sumed activities this week with a noon 
meeting. Speaker was Roland D. Hin- 
kle, of the Equitable Life Assurance 
Society, who discussed new phases of 
the Social Security Act. 








Fidelity M tials 
“Information Please” 


CONVENTION PROFITS BY QUIZ 


Many Queries About Income for Life; 
Limits on Various Forms Asked as 
Well as Questions About Selection 


One of the most popular features on 
programs of Fidelity Mutual Life in 
Atlantic City last week was “Information 
Please” in which several of the leading 
field representatives of the company an- 
swered questions about the company’s 
contracts, history and other matters of 
interest in the daily work of the agent. 
Most of the questions were quickly an- 
swered, but one, having an indirect bear 
ine, offered puzzlers. It was this one: 
“Out of all the companies now doing 
business in the United States how many 
operate in New York State?” The cor 
reet answer was fifty-three. 

Some Questions and Answers 

Some of the questions with the correct 
answers follow 

O. What ts our maronum 
Family Income rider? 

\. One-third — the 
limit for insurance. : 

QO. Flow ts the net single preminm on 
a 10-Year Term policy at Age 35 cal- 
culated? 

\. By 


value of 


limit) with 


company’s regular 


ascertaining the total present 
all probable death claims during 
the next ten from the number of 
persons now living at Age 35 and dividing 
this figure by the number of people living 
at Age 35. 

O. What is the maximum amount of 
lecidental Death Benefit the company will 
wee ‘ 

\. $25,000 
women 

O. What plan of life insurance is ad- 
vertised more than any. other plan and 
by what company was tt originated? 

\. Income for life which was 
nated by Fidelity Mutual. 

O. What are the sever underwriting 
factors an agent should consider carefully 
before taking an application? 

\. Character, habits, physical appear 
ance, build, occupation, environment and 
financial responsibility. 

QO. Flow many witnesses must attest to 
the mark of an illiterate applicant? 

\. Two. 

Company Started in 1878 

QO. IWhen did Fidelity Mutual 


vears 


to men and $10,000 to 


origi 


com- 


rence business and under what name? 
\. On December 2, 1878, under the 
name of Fidelity Mutual Aid Association. 


O. If you have the annual premium 

mm can you calculate the semi-annual 
premium? 

\. Multiply the 
S088 

O. Can a 20-Year Family Income rider 

attached to a 15-Pavment Life policy? 

A. No; the Family Income period can- 
not extend beyond the premium paying 
period 

O. Can the Accidental Death Benefit 
he added toa polic y which is being taken 
to cover a business obligation? 

\ No. 

O. What is the 


annual premium by 


guaranteed rate of in- 


terest on dividends left to accumulate on 
policies issued today? 

. 3%. 

O. Who pays the premium after con- 


version in the seventh anniversary of 
10-Year Term policy to the Ordinary life 
plan the insured under which has been 
totally and permanently disabled for two 
years ? 

\. The premiums are waived. 

O. What is a pure Endowment? 

\. It is a contract providing for the 
payment of a sum of money if the insured 
lives to the end of the fixed period. If 
he dies prior to that time no payment is 
made. 

QO. A Fidelity ag oa policyholder has 
$65,000 Ordinary life in force in the com- 
pany. He carries no ole life insurance 
and his general estate is of only nominal 
value. His only beneficiaries are a two- 
year-old daughter and an adult son. An 
insurance counselor has told him that a 
substantial saving could be effected under 
the present Federal Estate Tax law if he 
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Fidelity Mutual 


(Continued from Page 3) 
who “has enough insurance” can be 
persuaded to tell just what he has and 
having done so can be shown usually 
how inadequate this is to do what he 
really wants to do. 
Programmed Estate 

Next place on the program was given 
to a panel discussion: “Increased Income 
Through Programmed Estates” with C. 
L. Pontius, CLU, supervisor of agencies, 
presiding. Members of the panel were 
E. H. Davis, Columbia, S. C.; S. S. Dun- 
ning, supervisor Head Office Agency, C. 
Brainerd Metheny, Pittsburgh, and W. 
E. Murdock, Elmira, N. Y. “Programmed 
Estates” is the name Fidelity has given 
to the program plan of selling which it 
has developed in a complete porifolio of 
forms. 

All members of the panel stressed the 
successful use of program selling. C. B. 
Metheny, Pittsburgh, Pa. made the 
point that his technique was based upon 
“predictable answers” to carefully select- 
ed questions. W. E. Murdock, Elmira, 
N. Y., stated it offered an ideal method 
of profitably using the self-interest ap- 
peal and that he consistently used Fi 
delity’s Income for Life plan as a basis 
for his approach to programming. E. H. 
Davis, Columbia, S. C., makes his ap- 
proach to programming ‘the development 
of what can be done with existing in- 
surance. S. S. Dunning, supervisor 
Head Office Agency, explained his tech- 
nique in making a single interview pro 
gram sale. This is based upon a pre- 


approach letter which pulls over 62% 
in interviews. 

C. P. Mayfield, manager of publicity, 
told of some of the new things now 


through various 
Ullrich of the 


available for 
channels, and 


agents 
Miss Elsie 


home office agency division, explained 
a new development in Fidelity’s lead 
service. This completed the Thursday 


program. 


September Campaign 

The Fidelity Mutual leaders left At 
lantic City with the decision to make 
the concluding days of September a ban- 
ner September production month. Frank 
H. Sykes, vice-president, showed the 
convention some charts about September 
business in other lines than insurance. 
General business activity in September 
is 11% above the average month, and 
life insurance can take a leaf out of 
that chapter. 

The new September campaign was 
cleverly introduced. Stage was set show- 
ing a large doghouse. Out of the door 
on all fours crawled a number of the 
company’s agents. They lined up in 
front of the audience and sang a song 
to the effect that they were out of the 
doghouse and would be heard from in 
no uncertain manner after leaving At- 
lantic City. 


Agents + Cen Orchestra 


rie at the Fidelity Mutual Life’s 
Leaders Club in Atlantic City last week 
was furnished by a small swing orches- 
tra, consisting of representatives of the 
company, one of whom has been a pro- 
fessional in a well-known swing band. 
The reporter for The Eastern Under- 
writer present thought the music as 
good as that of any of the professional 
orchestras he has heard. 





made a gift of one-half of his policies to 
his son by absolute assiqnment. The in- 
sured now asks a Fidelity Mutual agent 
for his opinion. What advice should be 
given to the insured? 

A. It would be unwise for him to as- 
sign any part of his insurance. The in- 
surance exception of $40,000 and the gen- 
eral estate exemption of $40,000, making 
total exemption of $80,000, will render his 
estate invulnerable to Federal Estate taxes 
under the present law. 

O. Which of the three Term plans 
would you recommend to a deputy sheriff, 
Age 30. married, four dependents? 

A. None. Term insurance is not issued 
by this company when it is necessary to 
rate a policy because of occupation. 


Fidelity Mutual Has 
Medical Division Skit 


SHOWS UNDERWRITING SCHEME 
General Agent Told Why Medical Divi- 


sions Sometimes Differ in Handling 
of Case 


One of the dramatic skits at the Fidel- 
itv Mutual Life \tlantic 
City last week had as its actors mem- 
bers of the medical division and one of 
The skit illustrated 
how the medical division acts in border- 


convention in 


the general agents. 


line and some other cases. 

One point made by the general agent 
Was that sometimes agents are mystified 
because company medical divisions do 
not always agree on a case. The medical 
department explained this by expressing 
the belief that difference in opinion by 
companies is represented in only a small 
number of cases. 

Reason for this difference was viven 
as follows: 1. Difference in information 
presented. 2. Actual change in appli- 
cant’s history or conditions since pre- 
yo examinations. 3. Borderline case. 

Judgment ratings when mortality ex- 
po is meager or lacking. 5, Dif- 
ference in companies’ standards of se 
lection. As illustration of No. 5 it was 
stated that many companies do not write 
sub-standard at all, and Fidelity Mutual 
does. Some companies accept foreign 
business; Fidelity Mutual does not 


Ulcers 


On the subject of ulcers this. state 


ment was made: 
“A gastric 


ulcer is located in_ the 


stomach. A duodenal ulcer is located 
in the upper, smaller intestines. Al- 
though these locations are only a few 
inches apart duodenal ulcer responds 
definitely and much more quickly to 
treatment than does gastric ulcer and 


is less likely to re-occur. The last joint 
mortality investigation included an ex- 
posure of $30,000,000 of insurance in the 
ulcer group alone. Death rate was de- 
termined over a period of nineteen years 
and that study largely controls the Fidel- 

ity Mutual in handling these cases. There 
is no substitute for a broad, statistical 
background as a basis for life insurance 
selection.” 


My th df Saturation 

Paul re r, Indianapolis editor, ad- 
dressed the Fidelity Mutual Life Lead- 
ers Club in Atlantic City last week. He 
said that the saturation point in life in 
surance production was far from being 
reached. He gave figures of the na 
tional income and the nation’s needs to 
prove this. He called “the saturation 
point” a myth because of present under- 
insurance. He saw in the Social Secur 
ity legislation a great opportunity for 
agents and found many flaws in the act. 


Seven Members Added To 
Women’s Round Table 


Seven new qualifiers have been added 
to the roster of the Women’s Quarter 
Million Dollar Round Table of the Na- 
tional Association of Life Underwriters, 
it has been announced by Helen Summy 
of St. Joseph, chairman of the group. 
The additions bring the total of mem- 
bers up to fifty-nine, of whom twenty- 
one are qualifying life members and 
thirty-eight qualifying members. Twen- 
ty-one of the latter group have never 
qualified before, Miss Summy said. 

The following are the most recent 
additions to the Round Table: Qualify- 
ing life members, Estelle G. Bruck, 
Equitable Society, New York; L. Cecelia 
Johnston, Equitable Society, Washing- 
ton; Clara L. McBreen, Equitable So- 
ciety, Cincinnati. Qualifying members, 
Martha Washburn Allin, Connecticut 
Mutual, Minneapolis; Louise F. Furber. 
Equitable Society, Boston; Taaraand 
Vik, Equitable Society, Madison, and 
Catharine S. Warriner, Union Central 
Life, Kansas City. 
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Occidental Has Made 
Several Field Shifts 
CHARLES E. WRIGHT RESIGNS 
McBride of Boise inn to Long Beach 
and Is Succeeded by Crow; Barr 


Takes Sacramento Field 


announces that 


W right of 


Occidental Life 
Branch Manager Charles E., 
Lone Beach. Calif., has resigned as 
agency head to devote himself ex 
clusively to personal production, M1 
Wricht will be succeeded by Paul F 
McBride, Occidental’s branch manager 
at Boise, Idaho. The Boise branch now 
becomes a general agency under Robert 
Dp, Crow, formerly a member of Occi 
dental’s home office staff. 

Wayne Vickers, former general agent 
at Eureka, Calif., who recently also took 
over the territory of the Sacramento 
branch, has asked to be relieved of the 
latter in order that he may again de 
vote his time exclusively to the Eureka 
area. Irvin R. Barr, a veteran personal 
producer for Occidental at Sacramento, 
has become acting branch manager in 
that city 

Mr. McBride was born in 
relatively 


Spokane, 


and although a young «man, 
has been in life insurance for many 
vears. He first went with the Tray 


elers, then joined the Bankers Life of 
lowa and later the Sun for which he 
was progressively unit manager at 
Spokane and branch manager at Boise 
before joining Occidental. 

For Mr. Crow, the return to Occi 
dental services is in the nature of a 
homecoming. Towa born, Mr. Crow was 
for many years a business man. at 
Eldon before goine into life insurance 
in 1926 in conservation work. He en 
tered Occidental’s services in 1933 in its 
conservation department and = remained 
there until 1936 when he was transferred 
to the agency department where he 
served until recently 

Mr. Vickers has been in life insur 
ance only three years but in that period 
has become an able personal producet 
Mr. Barr has lone been a_ prominent 
Occidental personal producer. 


SUPERVISORS AT WINNIPEG 
Great-West Life announces appoint 
ment as supervisors at the Winnipee 
branch of C. L. Barker and P. H. Kil 
vert, both successful producers with that 
branch. 
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St. Louis Agents Open 
Clinic for Recruiting 

In an effort to see that only qualified 
persons enter life insurance, a life in 
surance agency personnel clinic was 
opened September 1 at 410 Buder Build 
ing, St. Louis, under the joint sponsor 
ship of fifteen leading agencies. This is 
believed to be the first time that local 
agencies have cooperated to solve thi 
personnel problem. 

The committee on organization was 
William H. Van Sickler, 
Arthur P 


composed of 
State Mutual Life, chairman: 
Shuge, Aetna Life; Fred T. Rench, Na 
tional of Vermont, and E. P. Connolly, 
Penn Mutual Life. Lambert J. 
director of the clinic, has a master’s de 
eree in social science and_ education 
from University of Chicago and for fif 
teen years has been in life insurance re 
cruiting and training agents. 

The clinic has contacted colleges and 
universities and the personnel depart 
ments of employment centers in St 
Louis and vicinity. Vocational tests and 
training will be given to ascertain fitness 
for life insurance. Those who are final 
ly advised to enter the field will receive 
two weeks of intensive training, to be 
followed by lectures and evening classes 
for a longer period. The clinic will keep 
in touch with them for one year by 
making a check every three months on 
their success. The first training 
is to open on September 11 


Case, 


course 


NORTH MADE VICE-CHAIRMAN 
William FE. North, Century Branch. 
New York Life, Chicago, has been named 
vice-chairman of the local life under 
writers’ association committee on Ordin 
ary agencies. Mr. North, who was trans- 
ferred to Chicaeo recently from Port 
land, Ore., is experienced in association 
work. He was a director for two vears 
of the Portland Association, besides serv 
ing as chairman of its legislative com 
mittee and also as chairman of the Ore- 
ron State Sales Coneress. He was also 
formerly located at Butte, Mont., where 
he served on the legislative committee 
of the local association. He is the author 
of a text book on sales training. 


IOWA SALES CONGRESS PLANS 

The southwestern Towa life sales con- 
eress will be held at Shenandoah, Towa, 
September 16. Speakers will include 
Herbert Hedges, Kansas City, Equitable 
of Towa, and T. H. Tomlinson of the 
Bankers Life at Des Moines. 
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Unger Division Mer. 
For Occidental Life 


TAKES POST IN MIDDLE WEST 
Succeeds Conn W. ‘Slonse Who Has 


Been in Charge of Central Division; 
Started Company in Chicago 
Appointment of George F. Unger, 
formerly a Chicago general agent fot 
Occidental Life of California, as a divi 
sion manager for that company in the 
middle West is announced, Mr. Unger 
succeeds Conn W. Moose, who has 
resigned as central division manager. 
Mr. Unger has been with Occidental 
since 1936 when he became the com 
pany’s first Chicago manager. He went 
into life insurance with the Equitable 
Society in 1920. He soon became a unit 
manager for that company and prior to 
joining Occidental was supervisor of 
salary savings insurance in the Woody 
agency, Chicago. Mr. Unger resigned 
as Occidental’s Chicago branch mana- 
ger to take a general agency for the 
company in that city in 1938 and he 
steps up from this post to the division 

managership. 


COLONIAL DOING WELL 


First Seven Months Show More Increase 
Than Was Made in All of 1938; 
Officers Optimistic on Year 
Definite improvement is seen in prog 
ress made by the Colonial Life during 
the first five months of this vear. On 
June 1 the company announced that in 
surance in force advanced from $114,000. 
000 to $115,000.000. which is supported 
by standard collections. A later review 
of the company’s work reveals that the 
first seven months of 1939 shows a great 
er increase in insurance in force than 
was shown in the entire vear 1938. The 
officers believe that 1939 will close with 
one of the best records in recent years 


COLONIAL CONVENTION ON 

Colonial Life’s 1939 convention is be 
ing held at the Westchester Country 
Club. Rye, N. Y., September 14, 15 and 
16. One hundred and eighteen field rep 
resentatives qualified to attend 


Colonial Life has announced promo 
tion of Arthur Ramdel to assistant man 
ager in Jersey City, and George A. 
Roney to manager at Hoboken. Both 
men have been with the company for a 
considerable time. 


Three New General Agents in John Hancock Mutual Life 





JOHN P. 


LYNCH 

John P. Lynch on October 1 will be- 
come general agent at St. Paul for the 
John Hancock Mutual Life. Mr. Lynch 
was formerly associated with the Min- 
neapolis agency as a supervisor. 





Kay Hart Studios 
LYNCH 


Lie Ff; 
Lloyd J. 
eral agent at San 


general agent at 
past ten years. 


Lynch, newly appointed gen- 
Francisco for the 
John Hancock Mutual Life, has been 
Minneapolis for the 


WILLIAM W. HUNTER 


William W. Hunter will become gen- 
eral agent at Minneapolis for the John 
Life October 1. Mr. 
with 
the Minneapolis agency as a supervisor. | 


Hancock Mutual 


Hunter was formerly associated 














How Big 
is Big ? 


How do you measure the 
value of a company to your 
agency? Size? . . . Big figures 
are admittedly impressive. 
But you do business with 
people . . . not with figures. 


There is importance in the 
question... how many 
agencies and policyholders 
are served? But more im- 
portant, how will your agency 
and your policyholders be 
served? 


If you want an agency-mind 
ed company . . . a company 
with a real grasp of prob- 
lems in the field . . . Conti- 
nental, we believe, is what 
you are looking for. Investi- 
gating our agency contract 
may reflect a pleasing picture 
on the profit side of your 
ledger. 





ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated with 


CONTINENTAL CASUALTY COMPANY 
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Supervisor’s Job 
Pictured by Hunt 


SPEAKER AT BOSTON MEETING 





Most New Agents College Men; Longer 
Financing Period Required Now; 
Employment of Students 

The Boston Life Supervisors Club held 
its first meeting of the season September 
11. The guest speaker was George L. 
Hunt, vice-president New England Mu- 
tual Life. Some of his observations were 
that no job in life insurance is more 
important than that of the supervisor. 
He reviewed the three stages of his own 
reaction to supervisors: as a life insur- 
ance student—a worshipful attitude; as 
a new salesman—an unfortunately dis- 
illusioned followed; as a general agent— 
found supervisor right hand man provid- 
ing new lifeblood to the agency. Since 
becoming agency vice-president, super- 
visor is viewed as potential general agent 





or home office executive, the necessary 
second line of action in the life insur- 
ance field. 


Growth in Ordinary 


Commenting on attitudes, Mr. Hunt 
said: “If you are ruined, you are ruined 
on the side »f your own propensities.” 
He cited growth of Ordinary insurance 
in recent months through training and 
work of the Industrial agents, who have 
also kept their weekly premium quota 
averages high, rather than by work of 
full-time Ordinary only agents. 


Turnover Too High 


Recruiting new agents is the greatest 
problem facing supervisors and the life 
insurance business today,” he continued. 
Commenting on the too great turnover 
in the supervisor group, he suggested 
that thought be given to the question: 
How many present who have been super- 
visors three full years have put five new- 
to-life-insurance, full-time men into pro- 
duction averaging $100,000 annually, and 
now selling, in the three years as super- 

visor ? 

He then revealed that study showed 
need of a ratio of one new man to every 
four old-time producers annually to as- 
sure agency income remaining at current 
figures, with increase in that ratio to in- 
sure gain in premium income. 


More Time to Finance 


In former days there was need for the 
new man to the selling field to have 
cash on hand to guarantee maintenance 
for about sixty days before being signed 
on as agent. “Today, there is a new 
picture. It is necessary for the agent to 
be provided with self-finance for from 
one to two years, or for the general 
agent to be in position to guarantee 
finance for that period,” warned Mr. 
Hunt. Life insurance is becoming a real 
career. 


Mostly College Men 

Citing from New England Mutual Life 
statistics, the speaker revealed the aver- 
age new agent, country-wide, is a man 
five years out of college, with previous 
sales experience, age 27-35, usually mar- 
ried. Eighty per cent. of new agents 
are college men. 

Commenting on the student group as 
agent prospects, Mr. Hunt cited a suc- 
cessful West Coast agency for his com- 
pany whose general agent has success- 
fully added a few new agents annually 
on the apprentice system, recruiting from 
campus leaders through selling himself 
to their parents as a successful business 
leader and a career trainer. 


Field Work Necessary 


Concerning agent training, the speaker 
suggested that too much study with too 
little practical field work for balance 
leads to confusion for the new man. 

When the agent has come to working 
alone, his stipulated reports must be 
watched with care and his work habits 
checked. Concerning the man who has 
advanced to needing supervision only, 
rather than an accompaniment for train- 
ing, Mr. Hunt.noted that here enthusiasm 





GEORGE 


A. MYER 


Here is a picture of George A. Myer 
who on September 1 joined the Mutual 

3enefit agency department field service 
staff at the home office. Formerly Mr. 
Myer was supervisor in the Baltimore 
agency of the company. He is a Chart- 
ered Life Underwriter. 





BANKERS NATIONAL PLAN 
Non-Medical Form Without Employer- 
Employe Relationship and 75% Par- 
ticipation Provision 
Bankers National Life, Montclair, 
N. J., is writing a policy without the 
employer-employe relationship and the 
75% participation requirements. It is 
issued non-medically on cetietectary ap- 
plication up to age 50 and $3,000. The 
maximum age limit at entry is 65 and 
maximum individual oie allowable 

with examination, $5,000 


Eligibility venplecinents of the Group 
as a whole are that the organization 
first be well founded, and that it con- 
sist of at least 100 insurable members. 
Before the master agreement can be 
drawn under which individual policies 
are issued, the company must have at 
least twenty acceptable applications for 
a minimum volume of $50,000. No defi- 
nite percentage of participation in the 
insurance feature is required. 

Several years ago Bankers National 
pioneered in offering low cost Term in- 
surance to membership organizations 
who were ineligible for Group insurance, 
but who were considered ideal prospects 
for a form of blanket insurance. 


CLEARING HOUSE OPENED 


Brokers Assisted in Finding Market for 
Life Business That Has Been De- 
clined by Company 
Hays & Bradstreet, general agent in 
Los Angeles for New England Mutual, 
has established an underwriting clearing 
house to serve southern California bro- 
kers. It is a division of the firm’s bro- 
kerage department and will be in charge 
of Harold P. Morgan. The firm says 
this clearing house is to assist brokers 
to place all types of risks regardless of 
occupation or impairment. There is no 
charge for the service. The firm ex- 
presses the belief that its experience 
with broker business enables it to know 
the risks that different companies will 

accept. 











and morale enter the picture—the final 
and real test of the supervisor’s training 
ability. 

“The agent, to become a success and 
a career underwriter must not only like 
his supervisor, believe in life insurance, 
but he must also believe in its accepta- 
bility by others to whom he will offer 
its values. As the agent progresses he 
is subjected to increasing stresses along 
the negative side and needs strong lead- 
ership as an offset.” 


Number of Changes Made 
By Western States Life 


Layden Stroud, formerly 
for Texas Life, has been 
agency director, Ordinary 
Western States Life of 


supervisor 
appointed 
department, 


by the new 
Dallas. He was with the old Gulf 
States Security Life before joining 
Texas Life. 

Earle Bailey has been named assistant 


secretary of the Western States Life and 
Scott Bower is the manager of the sal- 
ary savings department. Mr. Bailey was 
formerly assistant actuary of Southland 
Life and Mr. Bower was in the salarv 
savings department of Southwestern 
Life. Vernon Collins is manager of the 
Industrial department office Western 
States Life has opened at Houston. !. 
L. Carnes is manager for a similar of- 
fice at San Antonio. 


Liebkeman Joins Harriss 


In New Orleans Agency 
George K. Liebkeman, Jr., Massachu- 
setts Mutual special representative at 
Memphis, goes to New Orleans today, 
September 15, as co-general agent with 
Walter R. Harriss. He joined the Mem- 
phis agency in 1931 and has consistently 
been among the company’s leaders. A 
consecutive weekly producer for more 
than seven years, he qualified for the 
premier honor roll in 1933, 1937 and 1938. 
He is a vice-president of Massachusetts 
Mutual Agents Association and a_ for- 
mer member of its executive committee. 
Walter R. Harriss has been with 
Massachusetts Mutual for twenty-seven 
years and was appointed general agent 
in 1914. He will devote his attention 
to personal production. The New Or- 
leans office will be known as the Harriss- 
Liebkeman agency. 





ARRANGING CLASSES IN PHILA. 





Local Cashiers’ Association Sponsoring 
Temple University Course Under 
Professor F. T. Allen 

More than sixty employes, agents and 
officials of life companies operating in 
Philadelphia attended a special meeting 
sponsored by the Philadelphia Life In- 
surance Cashiers Association, August 24, 
to hear H. E. St. Clair, associate secre- 
tary Life Office Management Associa- 
tion, explain the benefits of a systematic 
life insurance educational program, and 
the proposed plan for classroom instruc- 


tion at Temple University night school. 
Arch J. McQuilken, Fidelity Mutual 
cashier, presided. 


It is believed that the known interest 
of several who could not attend, with 
that expressed at the meeting, will be 
more than sufficient to assure establish- 
ment of the Temple University classes 
conducted under supervision of Professor 
Francis T. Allen. The course will be 
based upon the syllabus of the L.O.M.A. 
Institute, so that all who enroll will find 
that it constitutes complete preparation 
for L.O.M.A. Institute examinations one 
to four to be given in May, 1940. 





OHIO COMPANY GAINS 

August production of new business by 
the Columbus Mutual Life, Columbus, 
Ohio, showed an increase of 70%, com- 
pared to August, 1938, according to Dan- 
forth E. Ball, president. George J. Ab- 
dalla of Lancaster, Ohio, was the com- 
pany’s leading producer during August. 


W. H. Cox 


(Continued from Page 6) 
ience, which now is standing them in 
good stead.” 

Mr. Cox stated that the life insurance 
business had nothing to fear from the 
monopoly inquiry at Washington and 
as to the threat of possible Federal 
supervision it was his opinion that “it 
won’t make a great deal of difference 
either way” if some form of Federal 
regulation of the life insurance business 
results. 





— 


New General Agent 





JOHN J. STEGER 


Above is a picture of John J. Steger 
who on August 31 was installed as gen- 
eral agent for the Massachusetts Mu- 
tual in St. Paul. 





NO SIEGEL COLLECTORS 

Morris H. Siegel, director of the Poli- 
cyholders Advisory Council, New York, 
informs The Eastern Underwriter that 
he has no collectors, but has sixteen 
clerks. In The Eastern Underwriter re- 
port of the Washington hearing where 
Siegel testified the statement was made 
that he had sixteen collectors. 

SCHOOL ON PROGRAMMING 

The Chicago Association of Life Un- 
derwriters has arranged for a_ short 
school devoted entirely to simplified pro- 
eram selling. A. M. Anderson, who 
originated the R. & R. one interview 
program system, will conduct the school. 
The time set is September 20 beginning 
at 9:30 a. m. at Hotel La Salle. 


PEORIA SPEAKERS NAMED 

The annual sales congress of the Life 
Underwriters Association of Peoria will 
be held there October 28, together with 
the meeting of the Illinois Association. 
Roger B. Hull, managing director Na- 
tional Association of Life Underwriters, 
will speak on “What Are the People 
Saying”; Charles T. Davies, retired busi- 
ness man, “Why I Bought Life Insur- 
ance,” and Theodore Green, million dol- 
lar producer for Massachusetts Mutual 
at Oklahoma City, “How I Get the Busi- 


Mutual Benefit 


(Continued from Page 12) 
when one stockholder dies in disposi- 
tion of stock interests. 

Stock must be purchased by survivors 
or work with or for heirs or strangers. 

Stock in a close corporation a hazard- 
ous investment for heirs without owner 
in business. 

How Business Insurance Can Serve 

Your Clientele 

Insurance enhances corporation credit 
for loans when all are alive and _ stabil- 
ity of credit when principal stockholder 
dies. 

Insurance guarantees sale of interests 
at prearranged price fair to all con- 
cerned. 

Insurance provides survivors with funds 
to purchase full ownership of business 
permitting survivors to continue busi- 
ness with full control and no interrup- 
tions. 








Insurance provides immediate transte! 
of cash for stock. 
Insurance prevents new and destruc 


tive business interests by permitting sur- 
vivors to continue th BM as owners 

Insurance guarantees income from 
business interests to be continued to 
heirs. 
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Lansing Agents Planning 


An Educational Cours 
Lansing Association of Life Under- 
writers is giving consideration to a plan 
for conducting a thirteen weeks’ in- 
structional course in the fundamentals 
of life underwriting. The course would 
be open to all life salesmen regardless 
of membership or non-membership in 
the association. It would be a primary 
objective to use the course as a builder 
of good will between the life under- 
writers and the public. A _ special com- 
mittee has been designated by the new 
president, Herbert J. Henry, to con- 
sider the plan. 





ROOS WITH JOSEPH AGENCY 

Irving Roos is now affiliated with the 
Abram G. Joseph Agency of Home Life 
at 225 West Thirty-fourth Street, New 
York, as production manager. He has 
been in business for ten years, serving 
in a supervising capacity in several life 
agencies. 





ZIMMERMAN TO BE SPEAKER 

Charles J. Zimmerman, general agent 
in Chicago for Connecticut Mutual, and 
candidate for president of the National 
Association of Life Underwriters, will 
be guest speaker at the thirtieth anni- 
versary jubilee of the Business Men’s 
Association in Kansas City September 
28, 29 and W 


FORUM HEARS ECHDAHL 


With more than 100 members pres- 
ent, the Forum of the Life Underwriters 
Association of Los Angeles heard V. M. 
Echdahl, sales manager for Swift & Co., 
deliver one of his inspiring sales talks 
September 12. 


FASER AGENCY HOLDS OUTING 


Field and office associates of the Hen- 
ry Minor Faser agency of Penn Mutual 
in Boston held the agency club’s third 
annual Summer outing at Stow Country 
Club September 12. President Howard 
Bissell of the club was in charge. The 
daytime events were followed by a din- 
ner and dancing. 


BOSTON QUALIFIERS SELECTED 
General Agent Faser, Miss Polly Kitt- 
redge, Supervisor Frederick Wright and 
John C. Webb, Boston agency qualifiers, 
will attend the Penn Mutual leaders’ 
convention in Atlantic City September 
20-22, from where Mr. Faser will go to 
St. Louis where he will be a _ panel 
speaker at the recruiting session at the 
National Association of Life Underwrit- 
ers’ annual convention. 


DES MOINES MANAGERS ELECT 


The General Agents and Managers 
Club of Des Moines elected Grady Fort, 
general agent Equitable Life of Iowa, 
president at its annual meeting held 
Monday. Harry S. Haskins, John Han- 
cock, was named vice-president and 
Leroy Secor, Great-West Life, was re- 
elected secretary for the fiscal year. 
Earl Smith, agency secretary, Equitable 
Life of Iowa, was guest speaker at ‘the 
luncheon. 


TWO COMPLETE LONG SERVICE 

John J. Pawlowski and Tom O’Malley, 
agents in Chicago for Indianapolis Life, 
were the guests of honor at a dinner 
given by the company in celebration of 
their having completed twenty-five years 
of service. Mr. O’Malley’s quarter cen- 
tury mark was passed in April and Mr. 
Pawlowski finished his twenty-five years 
in July. Mr. Pawlowski has been a 
member of the company’s App-a-Week 
Club for seventeen years. 


TWO INDIANAPOLIS LEADERS 

George W. Anawalt agency, Indian- 
apolis, representing Indianapolis Life, led 
all the company’s agencies in new busi- 
ness in July and for the first seven 
months of 1939. J. W. Schwab agency, 
also of Indianapolis, was second for 
July. The company’s new business for 
1939 to date is ahead of the same period 
last year. 
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Philip F. Murray who is in charge of 
arrangements for Philadelphia’s St. Louis 
display in support of its invitation for the 
1940 convention of the National Associa- 
tion of Life Underwriters, took off for 
St. Louis on a TWA airliner last week 
to make preliminary arrangements for 
Philadelphia activities at this year’s gold- 
en anniversary convention of the Na- 
tional Association. 

Shown at the airport to wish Mr. Mur- 
ray “happy landings” are members of 
Philadelphia’s convention and _ special 
hostess committees. Front row, kneeling 
—Edward L. Reiley, co-manager, Home 
Office agency, Penn Mutual; Millard R. 
Orr, general agent, Massachusetts Mu- 
tual, Philadelphia’s national committee- 
man and chairman of its convention com- 
mittee; Henry H. McBratney, superin- 





LACKEY WANTS A WEDDING 

George E. Lackey, general agent for 
Massachusetts Mutual at Detroit, is 
broadcasting an offer of marriage. On 
his mailing envelopes is portrayed a 
bride, almost life size, and to the en- 
closure a ring is attached, so he must 
mean business. In fact that’s just what 
he does mean. 

Furthermore, he wants a September 
wedding. Here’s his proposal: 
If you will make me “yours for life’— 
You'll be “richer’—you'll be “better’— 
You'll thank me for proposing. 
I am Business Insurance! 


. Philadelphia’s Flying Delegate to St. Louis 





tendent, Paret agency, Provident Mutual, 
president, Philadelphia Association. 

Standing, front row—C. F. Merz, exec- 
utive secretary, Philadelphia Associa- 
tion; M. W. Lammers, manager Con- 
tinental American; Clifford H. Orr, 
manager National Life of Vt.; Misses 
Ferguson, National Life of Vt.; Sahle, 
Massachusetts Mutual; Gorman, Contin- 
ental American; Mauger, Prudential; 
Frost, Aetna Life; Homer C. Cross, man- 
ager, Prudential; Miss Thompson, Phila. 
\ssociation; C. H. Bower, supv., Aetna 
Life; Alfred B. Levy, manager, Equitable 
of U.S. 

Standing, on upper step, Philip F. 
Murray; TWA hostess; On lower step 
Misses Gibson, Massachusetts Mutual 
and McBratney. The latter is daughter 


Malcolm MacCallum, general agent in 
Bridgeport, Conn., for the Connecticut 
Mutual Life, 
months as general agent for the com- 
pany on August 31 with a luncheon at 
which Vincent B. Coffin, second vice- 
president and superintendent of agen- 
cies, and George F. B. Smith, assistant 
superintendent of agencies of the com- 
pany, were the guest speakers. Mr. 
MacCallum was formerly supervisor in 
the John A. Ramsay agency, Connecti- 
cut Mutual, Newark. 


celebrated his first six 


CONSIDERING REINSURANCE 





Michigan Department Ready to Enter- 
tain Several Proposals Relative td 
American Life’s Business 
With the upholding by the Michigan 
Supreme Court of the Departmental re- 
ceivership for American Life of Detroit, 
Department officials are beginning to 
give consideration to four or five rein- 
surance offers already informally sub- 
mitted by various carriers. There is a 
large volume of business involved, the 
company having been Michigan’s larg- 
est, but the complications arising out of 
the highly ramified investment program 
of the company, and the prolonged liti- 
gation over the receivership, make the 
task of disposing of the company’s as- 

sets difficult. 


OCCIDENTAL’S NEW ORGAN 

“Occidental Incidentals” is the new bi- 
monthly publication initiated this month 
by the Occidental Club, composed of 
home office staff members of Occidental 
Life. It will be devoted to member and 
club activities. Incidentally, Miss Elaine 
Mandell of the business machine de- 
partment won $5 in the competitive con- 
test for selection of the name. The new 
organ will be a completely separate 
paper from “Pulse” the company’s 
agency journal. 





FOUR LOVELY DAUGHTERS 
One of the Richmond, Va., dailies car- 
ried a group photo the other day of the 
four lovely young daughters of Samuel 
F, Clabaugh, the new president of th« 
Atlantic Life, soon after his arrival in 
that city from Birmingham to assume 
his new duties. Miss Doris Clabaugh, 
the youngest of the quartet, is leavin; 
this month for New Orleans to resume 
her studies at the McGee School. Miss 
Betty Clabaugh was graduated in June 
from Randolph-Macon College and will 
be in Richmond for the Winter. Miss 
Jean Clabaugh will be a sophomore at 
the University of Alabama next session, 
and Miss Mary Clabaugh will go to 
Cambridge, Mass., to do graduate work 
at Radcliffe College. Mr. Clabaugh, their 


father, was formerly president of the 
Protective Life of Birmingham. Mem- 
bers of the home office executive staff 
of the Atlantic Life welcomed him to 


dinner in his 


Club. 


giving a 
Commonwealth 


Richmond by 
honor at the 


INCREASE BY BUSINESS MEN’S 
Business Men’s Assurance reports a 
gain of 12.3% for August, the eighth 
consecutive month of increase over the 
corresponding period of 1938. 
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September 15, 1939 


President Cox Reports Best Gain 
in John Hancock Convention History 


The John Hancock held its conven 
tion of general agency leaders in Wash 
ington, D. C., September 6, 7, & 

President Guy W. Cox said that the 
company’s general agencies  producc 
more business in August, 1939, than in 
any previous August since that banne 
vear of 1929—a year that will never b 
forgotten by anybody in this country 
“Production of John Hancock to date is 
5% ahead of production for same period 


! 


last year and exceeds the record for 
any previous convention year in th 
company’s _ history.” Continuing, — he 
said: 


Disbursements 


“Payments to policyholders under all 


headings for the first six months of 
1939 were more than $51,000,000 Re 
ported in these payments are 2,204 
John Hancock policies which were in 
force less than one year and which were 


paid to meet claims during the first six 
months of 1939. Included in this figure 
ire 103 short duration paid un 
der group policies. Payments to policy 
holders for the full vear of 1938 amount 
ed to $92,791,000 or $308,000 per working 
day and if disbursements to policy 
continue at the in 


claims 


holders this vear 
creased rate of $341,000 per business 
day, it will make our payments for the 
vear over $100,000,C00.” 

In the course of his address, Mr. Cox 


drew an interesting comparison between 
the agent and the soldier, calling every 
agent a soldier 

The first duty of the soldier is to pro 
tect the fatherland and the home. The 
life underwriter performs a similar set 
vice and his contribution to the allevia 
tion of distress during days of depression 





has been widely recognized. 

“It is the duty of the soldier to pro 
tect the fatherland, not only in time of 
war, but in every emergency. Soldiers 


are not always at war. The contribu 
tions and the services of the life under- 
writer during the past years have been 
as important as any contribution made 
within that time by our soldiers. The 
soldier keeps long vigils. So does the 
life underwriter. The life underwriter, 


like the soldier, is on the firing line in 
every engagement. And, like the sol- 
dier, he brings the exposed divisions 
swiftly and speedily to a place of pro- 
tection—the home office. 

“The soldier scales opposing moun- 
tains and crosses barriers and rivers; 


and the life underwriter overcomes 


mountains of prejudice and ignorance, 
crosses rivers of doubt and surmounts 
obstacles. Both withstand exposure to 
all the enemies of heat and frost and 
storm and both often go through the 
enemy’s lines and take him unaware. 


There the analogy ends, however, be- 
cause war is always cruel and_ barbari- 
ous; and the life insurance underwriter 
is always humane. The soldier kills at 
times. The underwriter tries to save all 
The aim of the underwriter is not to 
destroy, but to save life and property 
The soldier in action spreads fear and 
distress; the life underwriter brings 
comfort and security and peace of mind 
Loyalty and devotion seem to be the 
permanent qualities common to both.” 
Some Talks on Program 

Ralph W. Hoyer, general agent, Co 
lumbus, O., conducted a Round Table on 
programming at the John Hancock Ger 


eral Agency Leaders convention it 
Washington last week 
Donald D. Kelly, general agent. St 


Louis, explained his twenty-two leading 
questions technique. He has a paper 


on which he has set down that number 
of questions. They contain such trade 
expressions as judement proof, common 
lisaster, educational fund, tax exemp 
tions, policy loans, tax fund, guardian for 


minors and double’ taxation. Every 
prospect is going to be stumped on at 
least one question. If he knows all the 


other answers he cannot answer No. 10 
“Have you provided an equal oppor 


tunity in life for each child?” Mz 
Kelly said his agency had prepared a 
set of answers to each question, with 
true life stories accompanying them. 


The well prepared answers make it easy 
to convince the prospect the agent: can 
be of service to him 

Herbert J. Sheirer of Boston 
that programming applies as 
man of small as it does to 
estate 


said 
aptly to 
man of large 


Fire Insurance Simile 
Edward L. Sweedler, New York, dis 
cussed life insurance programming from 
standpoint of appealing to the emotions, 


and illustrated how young family men 
can solve their problems with combina 
tion of Ordinary insurance with Term 
protection for the vears in which the 
children are growing up. In his state 
ment about the sentimental and emo 
tional appeal he asks a prospect, living 
in a good home, to visualize twenty 
vears hence 

“This has been the home of your wife 





Studios 


Blank & Stoller 
GUY W. COX 


and yourself for twenty years and in it 


your children were born. It has been 
physically protected by a fire insurance 
policy When you think of your fire 
policy do you get irritated and say, 


Paul F. Clark Sees New Appeals 
As Agent’s Horizon is Widened 


Talking to the John Hancock General 
\gency Leaders in Washington last week 
Paul F. Clark, vice-president of that 
company, said if he were back today 





PAUL F. CLARK 


in an agency where men looked to him 
for leadership he could find much on 
the present horizon about which there 
could ‘be enthusiasm. 

He gave as an example the present 
Social Security program as furnishing 
an opportunity to make more = sales 
through new appeals to new markets. 
There are many lags and gaps in the 
Social Security program where agents 
can protect with insurance. Further- 
more, he knew nothing which has stood 


up during the past decade better than 
life insurance, and in the next decide 
nothing can be expected from the ser 
vice of life insurance, but the best; and 
that best will be given. 

Prospecting 

Strong as insurance has proved and 
will continue to improve, great as its 
service has been and will continue to be, 
it is obvious that the most important 
thing about selling is to have someone 
to whom the protection can be sold. 
That brought up the subject of prospect- 
ing. 

“T think of prospecting as encompass- 
ing more of the successful agent’s tech- 
nique, more of his working equipment, 
than any other single phase of his job,” 
he ‘continued. 

“Prospecting is at the 
agent’s success or failure. 


root of an 
If a man has 


prospects enough, he does not worry 
about doing a day’s work. In this re- 
spect, I think every man who ever 


was really successful obtained his busi 
from sources where he either has 
established his own influence or where 
his company or agency has done it for 
him. Sixty per cent of the average 
man’s business comes from people whom 
he knows before the first sales ‘contact. 
You can’t get prospects lunching with 
fellow agents or playing bridge regu 
larly with a crowd of ten years’ stand- 
ing. 

“We cannot find comfort in a recent 
study which showed that the average 
man spends more than half of his time 
in the field for than 15% of his 
business—which small percentage arises 
from prospecting methods which are not 
the old reliables of cultivating people in 
advance of the sales effort.” 


ness 


less 


a fire?’ 


Why did I carry it? I have never had 
You do not. You know if the 
house had burned you could have re- 


placed it. By the same token, you are 


not going to be irritated twenty years 
from now because you didn’t die. You 
are not goimng to begrudge the money 


that has meant security for your two 
children and your wife for those twenty 
vears—security that would have taken 
your place, economreally, at least, if 
anything had happened to you.” 


Life Company’s Rele as a Debtor 


“The option settlement provisions on a 
life insurance contrect take all the 
guesswork out of the future for a widow 
and dependent children,” said George 
Vinsonhaler of the agency department, 
“Under option settlements the life  in- 
surance company becomes more than a 
guardian or trustee of funds. Its re- 
sponsibility is much more than that of 
exercising reasonable care and judgement 
in providing income from — invested 
money. The life insurance company is 
a debtor, owing the money held on de- 
posit to one or more individuals, and 
therefore can and does guarantee inter- 
est and principal.” 

E. Jay Becker, associate general agent 
at Jacksonville, Fla., demonstrated a re- 
tirement income sales talk to the Round 
Table. One of the questions he asks 
the prospect after getting him to state 
broadly how much he thinks he can 
save out of his income toward retire- 
ment is, “What are you going to do 
with this money? There are many good 
mediums for the saving and accumula- 
tion of money, such as banks, bonds, 
stocks, real estate, mortgages, and last 
but not least life insurance.” 


Then Mr. Becker 






shows the prospect 
the approximate accumulation he may 
expect at 65 from saving assuming he 
arrives at 65 with no serious losses of 
principal and interest and if he sticks 
to a plan which does not have the ele- 
ment of compulsion behind it. Next he 
hows him how regular payments of life 
‘nsurance premiums of an amount known 
in advance will produce a guaranteed in- 
come, explaining to him that “reg@ard- 
less of the rate of interest that may be 
currently payable on other forms of in- 
vestmnent, this income will continue just 
as long as you may live, even if you live 
to be a hundred.” 
Business Insurance Forum 

Farrell M. Bean, general agent, John 
Hancock, Oklahoma City, led the John 
Hancock Round Table on Business In- 
surance. 

John W. Sparkes, Charleston, W. Va., 
said he was not committed in prospect- 
ing to any particular type of agreement 
or use of the insurance. What he wants 
is to get the prospect committed to do 
ing something about his problem. In 
selling Business Insurance the agent 
should keep in mind that while some one 
may die there are others who will keep 


on living. Those who keep on living 
have problems which insurance can 
meet. Business men are no exception 


to the rule that they will be brought to 
act by the use of the tried and true sell- 
ing methods with enough motivation to 
make them see that business insurance 
is imperative. 

Ransom Jackson, Little Rock, said he 
picks out a firm which carries little or 
no business insurance, especially on th 
key man, and he cultivates some one in 
the office who has a knowledge of what’ 


(Continued on Next Page) 
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Byron K. Elliott Tells Of 
Legal Reserve Strength 


CONTRACT MOST ENFORCEABLE 
Unique Position of facentectible Clause ; 
Universal Dependence Upon 
Service of Agent 


“It is doubtful if the human mind could 
devise a practical method of greater cer 
tainty than the legal reserve system,’ 
said Byron K. Elliott, vice-president and 
eveneral counsel, John Hancock, speaking 


ELLIOTT 


BYRON K 


before the sixth annual convention of 

General Agency Leaders in Washington, 
ee 
“This 


system distinguishes the life 
contract from all others,” he added. “No 
contract is more enforceable. A_ rule 


of construction universally adopted by 
the courts gives its benefits the broadest 
possible scope. Name, if you can, an 
other contract in general use which con- 
tains anything remotely approaching the 
incontestable clause.” 

A Life-Time Profession 

Vice-President Elliott pointed out that 
there are other elements of the transac- 
tion, which accompany it, and which are 
as valuable to the holder of a life con- 
tract as its terms. 

“The first of these,” he 
expert service by the agent. Life insur- 
ance is a life-time profession. Its proper 
use is determinable only after deep study 


said, “is an 


and actual experience. Except in rare 
cases, the buyer has neither the time 
nor the opportunity to become an ex- 


insurance. Proper counsel is, 
therefore, of great value to him, whether 
it be an accurate 
function and uses of insurance or a pro- 
gram for his individual situation. No 
two individuals are situated exactly alike 


pert on 


with exactly similar insurance require- 
ments, any more than the face of one 
man resembles exactly that of any of 


Each man’s case presents a 
different problem. Study and training 
have placed the underwriter in a posi 
tion to provide this expert counsel, and 
this he does freely, despite the fact that 
the contract is silent on the subject.” 


his fellows. 





ones COMMITTEE NAMED 

Joe C. Caperton, general agent, State 
wad Life, general chairman of the 
Message of Life Insurance week’s ac 
tivities of the Chicago Association of 
Life Underwriters, met on Wednesday 
noon with his committee chairmen. 
Chairmen are these: 

Breakfast. L. A. Phillips, Metropolitan; at- 
tendance, Earle S. Rappaport, Pacific Mutual; 
reception, D. W. Fairfield, Connecticut Gen- 
eral; advertising, Earl M. Schwemm, Great- 
West Life; Essay Contest, F. J. Budinger, 
Franklin Life; speakers bureau, H. G. Swanson, 
New England Mutual; Institute movie, Walter 
N.. Hiller, Penn Mutual Life; poster distribu- 
tion, Manuel Donchin, Travelers; _radio-press, 
FE. C. Hintzpeter. Mutual Life of N. Y.; wom 
en’s ¢ommittee, Mrs. Garland Kahle, Equitable 
Society. 
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D. W. Flickinger President 


Dan W. Flickinger, general agent of 
the John Hancock, was elected presi- 
dent of the John Hancock General 
\vents Association at its convention held 
in Washington last week. An insurance 


man since 1915, with the exception of 
time out for World War service, he be 
came a special agent of the company in 
Indianapolis, then field supervisor. He 
Was appointed associate general agent 
in 1925 and became general agent in 
1932. 


William B. Ackerman and Robert M. 
Williams were elected vice-presidents 
The new secretary of the association 
is Clarence W. Wyatt of Bobst, John- 
son Wyatt, general agents, Boston. The 
new directors are John A. Witherspoon, 
Nashville; Percy G. Lapey, Buffalo; 
Lloyd J. Lynch, Minneapolis, and C. A. 
Duffield, P hilade iphia. 


John Hancock 
Page 20) 
what in the business. He points ou‘ 
need of concentrating on the life fea- 
ture of the insurance by showing pro 
pect of the large cash value accrued 
within a few vears. A talking point he 
has found influential in interesting key 
man is suggestion that he can take over 
the insurance personally in later years, 
as it will partially help him in his own 
reUrement problem. It is easy to show 
him that by buying the policy from the 
corporation at a later time through pay 
ing them the cash value it will only in 
volve a smaller outlay in cash than the 
total annual premium would have added 
to 

Harry N. 
ness insurance 
sonal insurance 
Retirement Fund 
protection and 
partners. To the 


(Continued from 


3alch, New York, uses busi- 
contacts to cultivate per 
lines. He sold a $50,000 
case to provide both 
pensions for business 
lawver in the case, a 
bachelor, he sold $25,000 Single Pre- 
mium Annuity. He sold the lawyer’ 
nephew a $100,000 een policy. A 
large Group insurance case also resulted 
from the sale. In eeuutioe he had 
found additional facts about original 
buyer’s needs and he sold him a $100,000 
preferred risk policy 

Harry Welsh, Kansas City, in his talk, 
asked, “In case the owner had given 
employes the right to buy the business 
would it not be much easier and more 
economical for them to buy the com- 
pany over a period of years by paying 
premiums on life insurance than to try 


and raise the cash at the death of 
owner 

Ned C. Litwack, Newark, discussed 
the ever present business insurance 


questions: Who shall pay the premium 
and to whom shall the proceeds be pay- 
able ? 
Prospecting Panel 

Round table on prospecting and sell- 
ing was conducted by Ricks Strong, 
Dallas. Among those in this symposium 
were Edward R. Grisell, Indianapolis; 
Claude Maer, Fort Worth, Texas; John 
L. McCobb, Portland, Me.; Daniel J. 
O’Brien, Des Moines; Tom Bouck, Ak- 
ron; John Gavron, Jacksonville, Fla.; 


and Michael G. Kletz, New York. Mr. 
Kletz was formerly credit officer of a 
bank. 


Among other speakers at the conven- 
tion were: Edwin Erickson of Buf- 
falo; Henry Stout of Dayton, O.; and 
Walter Powell of Atlanta. The latter 
advised new salesmen to devote more 
time to the small buyer with especial 
mphasis on readjustment income. 


TWO ANNIVERSARIES OBSERVED 

Henry L. Gottesman, manager Newark 
branch, John Hancock Mutual, has 
rounded out thirty-three years of con- 
tinuous service with the company. Harold 
C. Petersen, manager of the Camden 
office, is also celebrating his twentieth 
anniversary of service. 

A majority , of the Reserve Loan Life’s 
capital stock has been transferred to a 
group of Texas men and the capital 
stock will be increased. 


J. H. Wood on Lessons 
Learned From History 


WHY COUNTRY BECAME GREAT 


Lives of Washington and Lincoln Should 
Furnish Constant Inspiration 
To Insurance Agents 


J. Harry 


avencics, 


Wood, manager of general 
Hancock, in 


annual 


addressing 
John 
Leaders in 
that 


John 
convention of 
Agency 


the sixth 


Hancock General 


Washington last week said every 


J. HARRY WOOD 


worthwhile achievement in history was 
made by men and women who moved 
forward under the conditions which con- 
fronted them. 

“It is easy enough to drift with the 
tide,” he stated, “but to drift is to in- 
vite chaos. As individuals we must move 
forward under present conditions, what- 
ever they may be. This is the historic 
road to achievement. There is no other. 
Too many of us as individuals have been 
drifting during the past few years— 
letting things happen without attempting 
to breast the tide. So widespread has 
been this spirit of drift and doubt that 
it threatens to attack us in our work. 
It is what might be called ‘planning in 


reverse. Yet the rules for success in 
this business leave no room for either 
drift or doubt. They include energetic 


prospecting, sales talks, calls, interviews, 
service to policyholders, planning,— 
measures which if followed lead inevita- 
bly to results. This great business of 
ours exists because of doubts which can 
be met and conquered—doubt whether it 
will be life or death on the morrow- 

doubt whether it will be poverty or plen- 
ty in old age. 

“Because it is sometimes necessary, if 
we would know ourselves, to go back 
and study the history of mankind in the 
past, I think that this historic spot pre- 
sents the time and place to gain the 
perspective we need to banish any doubts 
which beset us. We need to review 
history occasionally to gain perspective. 
Otherwise a temporary situation may 
seem permanent or an immediate loss 
irretrievable.” 


Mr. Wood said it 


was appropriate in 


the national capital to review the great 
characters a American history and 
learn from their fortitude in pushing 
forward under conditions which might 
make the strongest man quake—their 
vision, strength, endurance and tenacity 
From those qualities evolved the Ameri- 
can dream of individualism, of our citi- 
zens being able to grow to their fullest 
possibilities according to their abilities 


and ambitions. Their achievements helped 
cuide the nation to greatness. 

Mr. Wood sketched eloquently the 
coreers of Washington and Lincoln, and 
gravhically told how in the face of all 
tentative defects and failures they kept 
struggling on through the years under 





Rejection for Medical 
Causes Diminishing 


ADDRESS OF DR. W. B. BARTLETT 


Medical Director of John Hancock Says 
That Selection Is Constantly Grow- 
ing More Scientific 


refined methods of medical se- 
it less, rather than 
difficult to obtain favorable action,” 
William B. Bartlett, medical 
John Hancock Mutual, 


address to the company’s General 


“More 


lection have made 
more 
said Dr. 
in an 


Agen- 


director of 


cy Leaders convention last week in 
Washington, D. 

“This is evidenced,” said Dr. Bartlett, 
“by the fact that the rejection rate for 
medical causes has constantly diminished. 
Our selection has become more scientific. 
For example, in the old days a trace of 
albumin or sugar was the cause for re- 
jection without further quest:on. Now, 
we accept many applicants with albumin, 
if we are convinced by our study of the 
case that no serious kidney disease need 
be feared. The sugar question is solved 
similarly. When sugar is found we ex- 
amine further specimens, inquire into 
the history and often request a glucose 
tolerance test or blood sugar determina- 


tion. Mild diabetics are now accepted 
at substandard rates. 
“In the old days any kind of a heart 


murmur or pulse irregularity was cause 


for immediate rejection; now we accept 
many at standard rates and many more 
on the substandard plan. Many of you 


can remember when you would not even 

present a case with consumption in the 

family; now it is not considered very 

unfavorable, if the weight is average 

or better.” 

Reason Why Medical Departments Do 
Not Always Agree 


Speaking of rejected and postponed 
applications, Dr. Bartlett stated that 
these are not as numerous as many 
imagine. For example, less than 44% 
of the applications received from John 
Hancock general agents in 1938 were 
rejected and nearly half of these were 
for non-medical reasons. 

“The fact that certain risks are ac- 
cepted by one company and rejected by 
another is not difficult to understand,” 


said Dr. Bartlett, “if you remember that 
medicine is not an exact science. The 
medical examiner, in the finan analysis 


must depend on his own judgment and 
hope that it is correct. Sometimes, med- 
ical directors of different companies are 
in possession of different sets of facts, 
or they may interpret the same facts in 
a different manner.” 


conditions as they found them until 
eventually they achieved the highest 
honors obtainable in the land and a 
fame which will be imperishable to the 
end of time. 

“Truly these two great figures in our 
national history have in their lives given 
us of this day a challenge to go forward 
under present conditions—to put asick 
drift and doubt and to reject discourag: 
ment and despair. History will alway 
repeat itselt,” was his concluding state 
ment. 

REVISE SALES TOTALS 

A revision of the sales ratios of life 
insurance in Canada for the first six 
months of 1939 has been necessitated by 
a reclassification of a block of inter- 
mediate insurance from the Industrial 
account to the Ordinary. The revision 
has been effected by comparing the 1939 
sales inclusive of the intermediate insur- 


ance to the 1938 sales revised to include 
this same type of business. The ratios 
of 1939 sales to 1938 sales, by provinces, 
follow for the first six months: 

Canada total, 99%; Alberta, 102%; 
British Col., 970%; Manitoba, 109% New 
Brunswick, 94%: Nova Scotia, 101%: 
Ontario, 99% Prince Edward Island, 


111%; Saskatchewan, 


; Quebec, 98% 
112% 


Newfoundland, 97% 
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Confederation Life First Among 
Canadian Co.’s to Announce Clause 


V. R. Smith, general manager of the 
Confederation Life Association, has is- 
sued a special bulletin to all managers 
and branch secretaries of the company 
re insurance upon the lives of those leav- 
ing Canada or Newfoundland to travel 
or reside abroad and those serving with 
the armed forces of Great Britain. 

The statements made by Mr. Smith in 
the following paragraphs are representa- 
tive of similar bulletins which will be 
issued by the general managers of other 
Canadian companies this week. The new 
regulations also will have a wider effect 
in Canada than was the case a week 
ago, as Canada served notice on Sunday 
that a state of war exists between Can- 
ada and the German Reich. 

“The outbreak of the war with Ger- 
many brings many problems for con- 
sideration both of existing insurance in 
force and applications for new insur- 
ance,” Mr. Smith states. “The more 
urgent ones have been dealt with as 
follows: 

Existing Insurance in Force Issued in 
Canada by the Confederation Life 
Association (Other Than Group) 

“Upon the outbreak of war in 1914 
the Association cancelled all war clauses 
included in existing policies issued to 
those engaged in civilian occupations, 
i.e, those not serving with the perma- 
nent military and naval forces, and at 
the same time began the issue of new 
insurance with war clauses which were 
subsequently cancelled when the life in- 
sured returned to Canada and resumed 
a civilian occupation. Accordingly, it 


may be said that with certain excep- 
tions, set out below, all policies issued 
prior to the first of September, 1939, 


are now free of restrictions as to mili- 
tary naval or air service with the armed 
forces of the Crown. The exceptions 
are as follows: : 

“1. Policies issued with an aviation re- 
striction clause, 

“2, Double indemnity and total dis- 


ability benefits. These benefits in all 
policies become void automatically 
should the life insured engage in the 


military, naval or air forces in time of 


var. 

“All policyholders except those hold- 
ing policies issued with the new war 
clause adopted on the first of Septem- 
ber, 1939, and with the exceptions 
noted above, have contracts placing no 
restrictions upon their engaging in ac- 
tive service with the military, naval or 
air forces, whether in Canada or abroad. 
No extra war premiums will be charged 
under such policies, even though the 
policy may still contain a war clause 
such as was incorporated in policies is- 
sued from the fourth of August, 1914, 
until the conclusion of the great war in 
1918. 

“Under existing policies issued to 
civilians containing an aviation clause an 
extra will be charged, should the life 
insured engage in the air service of the 
Crown but no extra will be charged for 
military or naval service. 


Policies Issued by Other Companies and 
Subsequently Reinsured in Bulk by 
the Confederation Life Ass’n 
“Policies issued by the Security Life 
Insurance Co. of Canada, the Commer- 
cial Travelers Mutual Insurance So- 
ciety, the Dominion Commercial Trav- 
elers Mutual Benefit Society, the United 
States Life Insurance Co. in the City of 
New York (Canadian business only), re- 
insured by the Association and in force 
as at the first of September, 1939, even 
though they contain a war or aviation 
clause of any kind, will be treated in 
the same manner as if the policies had 
been issued directly by the Confedera- 
tion Life in the first instance. The As- 
sociation is glad to be able to extend 
such liberal treatment to these policy- 

holders. 
“Policies issued by the Capital Life 
Assurance Co. of Canada—policy num- 


bers 940,000 to 958,997—cannot, for the 
moment, be treated in the same way as 
those of other companies reinsured, “i 
bulk,” by the Confederation Life since 
the business of the Capital Life is not 
yet completely merged with that of the 
Confederation Life Association. The 
legal right of the Association to elimi- 
nate war clauses from the policies of 
the Capital Life is not clear. The legal 
position is being examined but in the 
meantime should the life insured under 
one of these policies go overseas and 
the policy contain a war clause, it should 
be assumed that the provisions of the 
war clause will be enforced. Extra pre- 
miums will be quoted in such cases 
upon inquiry. It is suggested in every 
such case a reference should be made 
to head office for a statement as to the 
exact status of the policy. 


Reinstatements of Lapsed Policies Is- 
sued Prior to Sept. 1, 1939 
“Policies which have elapsed more 
than thirty days will be reinstated only 
subject to a war clause. Policies be- 
ing carried under extended Term insur- 
ance, where the term extension will ex- 
pire within five years from the first of 
September, 1939, will be reinstated with 
all benefits, only subject to a war clause. 


Policy Changes 
“When a policyholder desires to 
change an existing policy to one on a 
cheaper plan or to one for an increased 
amount of insurance, the Association 
may incorporate a war clause in the 
new changed policy. No detailed rules 
can be laid down in advance at this 
time but all discussions with policyhold- 
ers in these cases must be on the basis 
that the war clause will be included in 
the new contract unless head office in- 
structs otherwise in any individual case. 
New Insurance (Excluding Group) 
“All policies issued in Canada and 
Newfoundland upon applications — in- 
voiced from the branch office on and 
subsequently to the first of September, 
1939, will contain: 
1. A war clause providing for an extra 
premium upon leaving Canada and 
(a) Being engaged in military or 
naval service 

(b) Traveling to or taking up resi- 
dence outside Canada, New- 
foundland or continental Unit- 
ed States. 

N.B. Exceptions may be made upon 
request in instances where the 
travel or residence abroad involves 
no extra hazard from submarines 
or aerial bombing. 

and also: 

2. An aviation clause excluding the 
risk of death while engaged in fly- 
ing except as a fare-paying passen- 
ger on regular standard routes with 
a regularly licensed pilot. 


Family Protection Benefit—New 
Insurance 


“The family protection benefit may be 
added to new policies issued after the 
first of September, 1939, but all war and 
aviation risks will be excluded there- 
under. The benefit will include a pro- 
vision that the benefit will automatical- 
ly terminate should the life insured en- 
gage in naval or military service out- 
side Canada or in aviation in any form 
anywhere. The additional premium 
charged for the family protection bene- 
fit will be cancelled for the future upon 
receipt of notice that the life insured is 
engaged in naval or military service 
outside Canada or in aviation in any 
form anywhere. There are no restric- 
tions in the family protection benefit 
contained in policies issued prior to Sep- 
tember 1, 1939, 

Limit of Risk Under New Insurance 

“The Association will only be able to 
accept a limited amount on any life in- 
cluding any existing insurance where 
there is a probability that the life in- 
sured will proceed overseas or become 


a 








The _ tentative 
Association at 


aviation. 
carried by the 
its own risk will be $5,000 and reassur- 


engaged in 
amount 


ance will be obtained, if possible, for 
larger amounts. Alternatively a higher 
limit would be carried by the Associa- 
tion at its own risk if the hazards on 
war, travel and aviation were totally 
excluded without giving the insured the 
right to pay an extra premium. Larger 
amounts than $5,000 may be carried by 
the Association at its own risk where 
the war, travel and aviation hazards are 
negligible. 

Extra Premiums Chargeable on New 

B son A t of the 
War Hazard 

“Until further notice no extra will be 
required while the life insured is en- 

gaged in military or naval service in 
Coane and Newfoundland and_ their 
territorial waters, excluding air service. 
Until further notice the extra premiums 
chargeable under 1(a) and (b) mentioned 
above will be quoted at $75 per thou- 
sand per annum under all plans of in- 
surance except Term, when the extra 
will be $100 per thousand per annum. 
The first of the extra premiums become 
due upon leaving Canada and is payable 
within thirty days after the date of de- 
parture and annually thereafter. 

“For the time being no extra _ pre- 
miums are being quoted under No. 2 
above, for service in the air forces 
of the ttn nor while engaged in any 
aviation training courses. The Associa- 
tion will, however, continue to quote 
aviation extras for the ordinary civilian 
or commercial flying risks. 

“Until further notice the extra 
charged under the aviation clauses in 
existing policies issued on the lives of 
civilians will be $150 per thousand per 
annum, should the life insured engage 
in active service with the air forces of 
the Crown. 

“All extras for military and naval 
risks are payable annually and are not 
acceptable at less frequent intervals. 
Premium notes are not to be accepted in 
settlement of extra war premiums. 

“The schedule of extras for war haz- 
ards will be the subject of constant study 
and possibly different extras may be 
quoted later. 

“In all cases where extras are charge- 
able but not paid as required by the 
policy, the liability of the Association 
will be the return of all premiums paid 
with 3% interest, excluding any war 
extra that may have been paid and not 
to exceed the sum insured. 


Policies Where No Settlement of First 
Premium Has Been Made 
“All policies issued recently without a 
war clause where settlement of the first 
premium becomes outstanding more than 
ten days after receipt of the policy at 
the branch office must be returned to 
head office immediately upon the expira- 
tion of the ten-day period, in order that 
the war clause may be incorporated in 
the policy contract. 
Double Indemnity and Total Disability 
“These benefits terminate automatical- 
ly upon the life insured engaging in 
military or naval service in time of war 
in Canada or abroad. Careful inquiry 
should be made where there is any like- 
lihood the policyholder is on active ser- 
vice and, if he is, the extra premium for 
these benefits is not to be collected. 
Head office is to be advised immediately 
of all such instances. 
New Group Insurance New 
Master Policies 
“All new master policies will contain 
a war clause providing that the life in- 
sured, upon leaving the service of the 
employer to engage in active service, 
will not be continued as a member of 
the group but will be permitted to take 
out one of the regular life and Endow- 
ment contracts of the Association at the 
attained age with the aviation and war 
restriction clauses as then issued by the 
Association at the date of engaging in 
active service. 
Further Study Contemplated 
“All the problems presented for con- 
sideration by the outbreak of war have 
not been completely covered. The more 





Study War Clauses 


(Continued from Page 1) 


liability to the return of premiums paid, 
except that full protection in amounts 
up to $5,000 may be had subject to the 
payment of an extra premium, 
Companies generally are watching in- 
dividual cases as they come in and mak- 
ing underwriting more strict on foreign- 
born applicants who are not citizens, 
This practice parallels action followed 
by United States companies in 1914 
when war started in Europe. Generally 
there is no restriction contemplated un- 
der present circumstances on United 
States citizens within the United States. 
Mutual Life Announces War Clause 


Several companies have under con- 
sideration war clauses for new _ insur- 
ance issued to non-citizens going abroad 


or to citizens who may be subjected as 
a civilian to the hazards of warfare out- 
side of the United States. The first 
company to announce such a clause is 
the Mutual Life of New York which 
has made the following announcement 
to its field force: 

“In view of the outbreak of war in 
Europe it is necessary to protect the 
company, as far as 1s_ possible, from 
war hazards in the issue of new insur- 
ance and the reinstatement of lapsed 
policies. 

New Insurance 

“In general, citizens of countries other 
than the United States, even though 
they have received first papers, will, if 
applications are accepted, receive poli- 
cies providing only for return of pre- 
miums in case of death (1) within two 
years as a result of war or insurrection, 
or (2) within five years as a result of 
military or naval service in time of war 
—both outside of the United States. 

“In the case of new policies issued to 
citizens of the United States traveling, 
or likely to travel abroad, a similar re- 
strictive clause will be used. 

Not Insurable 

“In case of non-citizens going abroad 
or citizens likely for any reason to enter 
military or naval service, or to be ex- 
posed as a civilian to the hazards of 


warfare, insurance cannot be issued. 
Restoration 
“In the case of applications for 


restoration of lapsed policies, restric- 
tions similar to those applicable to new 
insurance will in general apply. 

“The endorsement clause (No. 39-564) 
which will be put in use immediately on 
such new policies, is as follows: 

Death as a Result of War or 
Insurrection 

“If, within two years after the date of 
issue of this policy, the insured shall 
die as a result, directly or indirectly, 
of a state of war or insurrection out- 
side the continental limits of the United 
States of America, or if, within five 
years after the date of issue of this 
policy, the insured shall die as a re- 
sult, directly or indirectly, of engaging 
outside of the continental limits of the 
United States of America in military or 
naval service in time of war, then in 
either such case the amount payable 
shall be limited to a single sum equal 
to the premiums paid hereon less the 
sum of any indebtedness to the com- 
pany hereon and any dividends which 
have been paid in cash, applied toward 
payment of any premium, or withdrawn. 

“The provision in the clause in this 
policy entitled ‘Incontestability’ that the 
policy shall be incontestable after two 
years from its date of issue shall not 
apply to this provision excluding the 
risk of death as a result of military or 
naval service.” 





pressing of them, however, have been 
dealt with, at least ona temporary basis. 
Continued study is being given and ad- 
ditional instructions, as well as amend- 
ments of existing instructions will fol- 
low from time to time. 
Advice to the Underwriting Committee 
“The decision to extend the liberal 
treatment outlined above to all those 
contemplating active service overseas 
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has been based in some degree upon 
the ability of the Association to elimi- 
nate an unduly adverse selection in the 
matter of insurance for substantial 
amounts upon cheap plans, where ser- 
vice overseas may be contemplated but 
the intention is not disclosed. Accord- 
ingly, the underwriting committee has 
been instructed to pay particular atten- 
tion to this feature of our business. 

“In case of doubt as to the exact 
terms of the cover given by the Asso- 
ciation against the extra hazards of war 
in relation to travel abroad, or to mili- 
tary, naval or air se rvice, inquiry should 
be directed to head office for full in- 
formation.’ 

Action by British Companies 

British companies, as well as Cana- 
dian companies, writing life insurance in 
Great Britain have put special war 
clauses into effect in the old country. 
This was confirmed in Toronto by exec- 
utives interviewed by the writer. 

Speaking on behalf of H. B. 
wick, of the Manufacturers Life, who 
at present is overseas, J. R. Beveridge, 
actuary of the Manufacturers, stated 
that the war clause in effect in Great 
Britain excludes death resulting from 
war. This applies to new business be- 
ing issued and also applies to civilians 
as well as those in military service. 

“The companies over there are not 
endeavoring to cover risks by the means 
of extra premiums, ” Mr. Beveridge 
stated. For the time being the above 
exclusion clause is being used, he added. 

Prior to the adoption of this ex- 
clusion clause the general practice of 
the Manufacturers and other companies 
writing life insurance in Great Britain 
vas to take steps to “secure only the 
normal volume of business which the 
companies more or less expected.” 

There was quite an increase in the 
demand for life insurance prior to Eng- 
land’s declaring war on Germany, and 
following the declaration the demand 
showed even a greater increase. 

Until further changes are made, the 
above policy of the companies will be in 
practice, Mr. Beveridge added 

" R. Smith, general manager of 
the Confederation Life Association, 
gave the writer a copy of the war clause 
which involves policies of the company 
in Great Britain. The clause reads as 
follows : 

“Notwithstanding anything herein con- 
tained to the contrary, it is hereby de- 
clared that if the death of the life as- 
sured shall arise either directly or in- 
directly from any war (whether war be 
declared or not) the total sum payable 
under this policy shall be limited to the 
total amount of premiums actually paid 
hereunder (exclusive of any extra pre- 
miums) or to the surrender value of the 
policy whichever shall be greater, but 
shall not exceed in any case the sum 
assured stated herein and = attaching 
bonuses, if any.” 

Mr. Smith added that his company 
has been prepared for the eventualities 
of the past few- weeks and it was just 
a matter of notifying agencies that cer- 
tain clauses were in effect. 
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Travelers Opens Fall 
Campaign in New York 


Rockefeller Center branch of the Trav- 
elers launched its Fall campaign with a 
sales meeting at its Fifth Avenue office, 
which was host to the personnel of the 
City Hall office. The meeting was called 
to order by Manager John T. Henderson 
who presided and delivered the opening 
address. There were discussions on per- 
sonal accident insurance selling, with two 
of the Travelers’ outstanding producers 
as guest speakers. 

J. Monroe Kenney of the Yonkers 
branch was the first speaker. He was 
followed by Mr. Ernest Buttery of the 
Newark branch and Frank Graf, mana- 
ger of the City Hall branch. None of 
the speakers was able to trace his own 
success to any unusual or jealously 
guarded method of operation. All were 
firmly agreed that only hard and prop- 
erly directed work was responsible. Fol- 


lowing the meeting all present attended 
a luncheon. 





Where the Companies Stand ‘Today 
And What They Did in April, 1917 


With the outbreak of war in Europe, 
actuaries in United States life insur- 
ance companies began dusting off some 
of the old volumes which reported the 
action of their companies in the years 
from 1914 through 1918 and life insur- 
ance agents began to wonder what they 
might tell their policyholders when they 
brought up the subject of war clauses. 
Here are some of the answers as they 
appear to be today. 

No restrictions are included in old life 
insurance policies as reg yards military or 
naval service except in the case of dis- 
ability or double indemnity. 

While the companies are contemplat- 
ing restrictions at the present time on 
new business issued, such war clauses 
for the present will probably not apply 
to new insurance on United States citi- 
zens within the United States. 

As regards what might happen to 
new life insurance should the United 
States be drawn into the European con- 
flict, the only guide is to review what 
happened in 1917. The companies at 


that time issued war clauses limiting 
their liability or charging extra pre- 
miums. The United States Government 


realizing that private companies and 
their policyholders could not be expect- 
ed to assume that risk established the 
War Risk Bureau which issued war risk 
insurance on men in service. 

As to the ability of companies to with- 
stand the extra mortality which may be 
expected to result from war, they have 
already started to move to protect them- 
selves and their policyholders from any 
anti-selection. Under existing policies 
the coverage in number of lives and in 
amounts of insurance on men of mili- 
tary age is proportionately small. The 
companies have the benefit of past ex- 
perience in such emergencies. 

Record of Former Action Here 

What actually happened in April, 1917, 
was this: A committee of the compa- 
nies at the invitation of the National 
Convention of Insurance Commissioners 
met with a committee of the commis- 
sioners in New York on April 27 and 
28, 1917, to discuss the question of uni- 
form war service regulations. The fol- 
lowing recommendations were unani- 
mously agreed upon: 

“1. The military clause shall cover the 
entire perton of military or naval ser- 





Canada Life Was Liberal 
About War Risks in 1914 


The Canada Life was liberal in its at- 
titude toward policyholders at the out- 
break of the last World War, going 
even to the extent of maintaining poli- 
cies in force for those in action over- 





‘seas. Here is a copy of an advertis’- 


ment which the company ran in Canada 
on August 12, 1914, one week after the 
outbreak of the Great War: 

“War Service” 

“The Canada Life Assurance Co, an- 
nounces the following regulations as to 
inilitary and naval service. 

“First: No extra premium will be 
charged on policies now in force on thie 
lives of any policyholders who may en- 
gage in military or naval service, in o* 
outside of Canada, irrespective of 
whether such policies provide for an ex- 
tra premium or not. 

“Second: For new policies the extra 
premium will be $50 per thousand for 
active service outside Canada. Policies 
will be written up to $5,000, except Term 
insurance. 

“Third: event of any 
policyholder not having pa‘d any pve- 
mium falling due during his absence, 
the company will keep his policy in full 
force and effect during his term of ser- 
vice abroad, the unpaid premium be‘ng 
treated as a loan upon the policy, not c 
to be given the company before enter- 
ing active service abroad. 

“No extra will be charged for service 
in Canada.” 


That in the 


vice, in time of war, if commenced with- 
in five years of the register date. 

“2. The clause shall call for ‘such 
extra premiums as may be fixed by the 
company.’ 

“3. The extra premium charged for 
the present shall be at the rate of not 
less than $37.50 per annum per thousand 
of insurance. 

“4. In the event of death during ser- 
vice or within six months after termina- 
tion thereof the liability of the company 
shall, unless all required extra premiums 
have been paid, be limited to an amount 
not exceeding the total premium paid on 
the policy exclusive of any extra pre- 
miums which may have been paid for 
military or naval service, 

“5. The clause shall require payment 
of the extra premium within thirty-one 
days after entering upon service or if 
already in service along with the first 
premium on the policy. 

“6. A refund will be made of any 
extra premiums on the policy not re- 
quired.” 

War Clause Adopted in 1917 

A war clause to be used as a rider or 
inserted in the policy itself, as the com- 
panies might see fit, was also unanimously 
agreed upon. In brief: the clause pro- 
vided that “within five years” from the 
policy date if the insured should engage 
in military or naval service the com- 
pany’s liability under the policy would 
be limited to the return of the premiums 
paid unless additional premiums had 
been paid for the war risk. 

Old records show that while 
action followed the 
companies differed in 
Some lessened the time 
two years, some maintained the five- 
year period, others said ten years. Some 
charged an extra premium for all mili- 
tary or naval service; others put the 
extra rating on only in event of service 
outside the United States. Aviation was 
considered a special hazard and was 
rated both within the United States 
and abroad. Amounts of premiums dif- 
fered from $37.50 to $100. Some compa- 
nies reserved the right to change the 
amount of extra premium. from year to 
year; in others the premium was fixed 
for the duration of war; some charged 
for a two-year period only. All of the 
early action was subject to change. 


What Was the Business 
Trend in 1914 to 1918? 


Life insurance producers would like to 
know what effect war conditions would 
have on new life insurance written. If 
this country’s entrance into the last 
World War is any criterion there would 
follow a great stimulus to new life in- 
surance from a similar happening now. 
For a decade before the outbreak of the 
World War in 1914 the amount of in- 
crease in new life insurance written in 
this country and Canada each year 
ranged from annual decreases from the 
previous year with largest increase 
about $400,000,000 immediately following 
the depression of 1907. 

In 1915 new business increase for the 
country was over $300,000,000. In 1916 
the stimulus of World War conditions 
had more than doubled the previous 
vear’s life insurance gain with a $675,- 
000,000 increase. In 1917 another boost 
was registered with the increase lifted 
to $750,000,000. In 1918 with this coun- 
try concentrating on war activities new 
life insurance mounted in total, but the 
increase over the previous year was only 
$265,000.000. The year after the close 
of the World War, 1919, saw a tremen- 
dous spurt in new life insurance, that 
year setting up an increase over 1918 
in new business written of $3,500,000,000. 
The following year, 1920, registered an 
increase of nearly $2,000,000,000 over 
1919 with the total new life insurance 
written that year exceeding $11,000,000,- 
00. 


company 
suggested clause, 
several respects. 
limit to within 





Typical War Clause Now 
In Effect in Canada 


Here is given the text of the war 
clause now being included in new poli- 
cies issued in Canada by the Confedera- 
tion Life Association. It may be taken 
as typical of military, naval, acronautic, 
travel and residence restrictions. Text 
of the clause follows: 

Notwithstanding anything herein con- 
tained to the contrary, this policy is is- 
sued on the express and essential con- 
dition that the amount payable here- 
under shall be limited to the sum of the 
premiums paid hereon taken at the 
tabular annual rate accumulated with in- 
terest at the rate of 3% per annum com- 
pounded annually, together with the 
cash value of any bonus additions or 
dividends or other amounts on deposit, 
if any, and less any indebtedness, with 
intere st, in respect of this policy, in the 
event that: 

(a) The death of the insured results: from 
any cause while serving outside the geo 
graphical boundaries and territorial wa 
ters of the Dominion of Canada, New 
foundland, and the Continental United 
States of America, in any naval, mili 
tary or air forces, or within six months 

of the termination of such service, unless 
(except for those serving in the air 
forces) notice be given by the 
or on his behalf to the heaa office of the 


insured 


Association within thirty days after the 
date of his engaging in such service and 
such extra premiums be paid during the 
whole period of such service as the As 
sociation shall from time to time re 
quire, the first of such premiums to be 
due on the date of the insured’s de 
parture and to be paid prior to the ex 
piraton of thirty days from the date of 
such departure; or 
(b) The death of the insured results directly 
or indirectly from service or travel or 
flight in any species of air craft operated 
for aviation training, naval or military 


purposes, whether within or beyond the 
geographical boundaries of the 


of Canada; or 


Dominion 


(c) The insured, 
naval. or military or air forces, 


while not serving with any 
travels 
or resides beyond the geographical boun 
daries and territorial waters of the Do 
Newfoundland and 
the Continental United States of America 
and death results either directly or in 


minion of Canada, 


directly from war, whether war be de- 
clared or not unless, prior to such travel 
or residence, notice be given by the in- 
sured or on his behalf to the head 
office of the Association and such extra 
premiums be paid during the whole period 
of such travel or residence as the As- 
sociation shall from time to time require, 
the first of such premiums to be paid on 
or before the date of his departure. 





STARTS UNDERWRITING SERVICE 

Lathrop E. Baldwin, general agent 
New England Mutual at 150 Broadway, 
New York City, has opened a new de- 
partment in his agency to be known as 
“Underwriting Clearing House.” Mr. 
Baldwin announces that he will provide 
complete underwriting facilities for bro- 
kers, giving them the advantage of his 
more than thirty years’ experience with 
underwriting requirements of life insur- 
ance companies, especially in placing 
risks that present difficulties because of 
occupation or impairment. 


APPRECIATION SHOWN PIRNIE 
Roderick Pirnie, Massachusetts Mu- 
tual general agent at Providence, was 
honored at the Springfield Life Under- 
writers Association meeting September 
11, receiving a certificate of apprecia- 
tion from the board of directors, pre- 
sented by Roswell C. Laub, past presi- 
dent of the Springfield and the Massa- 
chusetts associations. Roger B. Hull, 
managing director National Association, 
was the speaker of the day. 








FREED DISTRICT AGENT 


Albert P. Freed who has been in gen- 
eral insurance for about eighteen years, 
has been appointed district agent for 
Continental Life of Toronto, for Port 
Arthur and Fort William, Ont. 
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PUBLIC RELATIONS IN CLAIM 
SERVICE 
This week marked the thirtieth an- 
nual convention of the International 
Claim Association and brought togethe1 
at Rye, N. Y., leaders in this field from 


all parts of the United States and Cana- 
da for a stimulating discussion of mutual 
problems. Probably subject re- 
ceived more attention than that of public 


no one 


relations in claims work—the desire on 
the part of every company to build 
will among its insureds by prompt and 
their That 


difficulties in the 


good 
settlement of claims. 
has been many 
a full realization of this 


fair 
there 
way to prevent 
objective is understandable but the en- 
fact remains that 
finds claim men with a keener 
ciation of their responsibility to 
companies in the building of public 


each 
appre- 
their 


couraging year 


good 
will. 

keynote ad 
Frazar_ B. 


A happy choice for the 
dress on 
Wilde, Connecticut 
who heads the newly organized Institute 
of Life Wilde saw the 
“chip on the shoulder” attitude on the 
part of claim men disappearing. Claim 
men are not, in fact, entirely to blame 
for this attitude. Chiselers, claim fakers, 
adept at deceiving even the most expert 


this subject was 


General president, 


Insurance. Mr. 


medical examiners, have been largely 
responsible for the 
with which claim departments have had 
to greet insureds seeking to collect. But 
these chiselers are no longer an organ- 
ized threat, thanks to the work of such 
organizations as the Claims Bureau of 
the Association of Casualty & Surety 


Executives 


suspicious manncr 


In the light of this improvement in 
the situation, Mr. Wilde and other 
speakers who touched on public 
tions—including Superintendent of In- 
surance Louis H. Pink of New York 
State—found the assembled claim men 
in a receptive mood to hear their sug- 
gestions. Mr. Wilde urged greater ob- 
jectiveness in claim settlements; said 
that the best test of a good claim man 
is to see that the largest possible num- 
ber of claims passing through his office 
each year result finally in a 
who is satisfied. And even if he can- 
not be entirely satisfied he should at 
least be persuaded to think that he was 


rela- 


customer 


justly and equitably treated and that 
the company went as far as it consis- 
tently could. 


As chief executive of his company Mr. 


Wilde’s significance. He 


nade clear that companies today do not 


views carry 
expect their claim departments to pro- 
underwriting ratios. That 
Underwriting 


duce favorable 


pressure is being relieved. 


results must flow from agents of good 
standing and competent home office 


department 
not a sal- 


underwriters. The claim 
must be a “pay department,” 
vage unit. 

In this new picture the claim man has 
obligation to improve the 
to customers be- 


even greater 
service 
Wilde expressed it, “it is 
to demand in- 
every 


quality of his 
cause, as Mr. 
characteristic of society 


creasingly more of business in 


way.” The customer expects and is en- 
titled to expect a promptness and clear- 
ness of understanding in the settlement 


f his claims. 


just 


\MERICAN WAR RISK 
INSURANCE 
Insurance companies in this country 


have acted promptly since the outbreak 

hostilities in Europe to provide war- 
risk insurance for fixed property in this 
country, and cargoes at 


obligations to 


ships at sea 
fulfilling 
protection 


sea, thus their 


extend facilities against in- 


surable hazards. The Explosion Con- 


ference in New York has issued full 
information on rates and forms for 
those desiring to cover dwellings and 
many types of business properties 


against possible war hazards and if the 
sold 


criterion 


during 
local 


such insurance 
the World War is a 
agents and brokers 
new field opened for the 
ace. No one 


amount of 


now have a wide 


sale of cover- 


seeks a war as a means 
for increasing personal or corporate in- 
come but with a war in Europe now in 
with the United States 
and definitely removed 


dangers, 


progress and 
not completely 
from all producers owe it to 
their clients to point out the new insur- 


reasonable 


ance coverage available at 
rates. 
Marine underwriters in New York 


this week broadened the market for hull 
on ocean-going American steel 
A maximum of $1,000,000 on a 
single vessel of war risk protection will 
be accepted in addition to commitments 
for marine perils. The American Cargo 
War Risk Reinsurance Exchange is re- 
ported to have a capacity of approxi- 
mately $2,500,000. Early this week cargo 
war rates on European imports and ex- 
ports ranged from 3% on United States 


insurance 


vessels. 














DENMAN 


KOUNTZE 


Denman Kountze has resigned as presi- 
dent of the National Security Fire of 
Omaha and will join the John Morrison 
agency at Omaha, effective at once. Mr. 
Kountze formerly was vice- -president and 
secretary of the National Security Fire. 

* * x 

Edgar Williamson, Jr., Newark insur- 
ance and real estate agent, has been 
appointed assistant manager of the real 
estate and mortgage department of the 
Firemen’s of Newark. In addition he 
will continue to manage the Broad and 
Market Building in Newark, owned by 
the Firemen’s. 

* ca * 


J. C. Bristow, ; agent at Rich- 
mond, Va., for Home Life of New York, 
has returned from a vacation trip in 
Nova Scotia. He reports that practical- 
ly everything there is on a war footing. 
He got back just before the outbreak 
of hostilities in Europe. 
* * x 
Mrs. Blanche Shive of the Shive 
Wright & Exton Agency, Clinton, N. J., 
fractured her ankle last February. While 
convalescing she received the monthly 
personal service blotter of the National 
Union Fire inscribed “keep both feet 
on the ground, then stand firm.” Mrs. 
Shive has derived considerable pleasure 
in exhibiting the blotter to her visitors. 


gencral 


flag vessels to as high as 9% on Brit- 
ish, French and Polish flag vessels. 
To some persons these rates may 
high as to be prohibitive but 
that is not the case. During the World 
War rates were higher than these dur- 
ing the period of intense submarine ac- 


seem so 


tivity prior to the entrance of the 
United States into the conflict and fol- 
lowing our entrance private insurers 
quoted still higher premium charges. 


Shipping charges at that time were ad- 
justed to take care of insurance rates 
and now shipping centers report 
in freight rates. If the war continues 
and there are heavy purchases of raw 
materials and munitions in this country 
by Great Britain and France the war 
risk facilities of the world’s insurance 
markets will undoubtedly not be suff- 
cient to meet the demand. It is believed 
that our Congress will act favorably in 
the near future on the bill to create a 
Government war risk bureau for cargo 
shippers and vessel owners. 


rises 





F. S. Lindsay, vice-president of the 
\merican of Newark, will celebrate his 
fifty-fifth birthday on September 20. He 
has been with the company since 1920, 
starting as a special agent in New York 
State. He became vice-president in 
1936. 


“a 


Harold M. Grant, former state agent 
in Louisiana and Mississippi for the 
dang “ssc Connecticut group of Hartford, 
has been newly appointed general agent 
for this group’s Scuthern department, 
He will estab “sh his ser ga sagen at 
the home office in Hartford. Mr. Grant, 
well knovn emong agents of the South, 
was first employed by the, Phoenix- 
Connecticut Group in 1928 at that time 
serving as ficldman in Texas under Gen- 
eral Agent E. B. Keeling. 
* oe OX 

Thomas K. Marlowe, who has practi- 
cal experience in the insurance field and 
is already acquainted in Southern terri- 


tory, will succeed Mr. Grant as state 

agent. He will occupy offices at 819 

Hibernia Bank Building, New Orleans. 
* * * 


Joseph Pick, ex-general manager at 
Prague for the Moldavia Generale In- 
surance Co., who has held many im- 
portant posts on world-wide marine in- 
surance committees, has been engaged 
by the Halifax Insurance Co. as ad- 
visory counsellor on foreign marine ir- 
surance. 

x oe x 

Eugene F. Russell, vice-president, 

Mutual Life of New York, has a new 
grandson born on September 4. The boy 
is named after his father who is Eugene 
Fairchild Russell, Jr. 

* * * 

Charles K. Reilly, gencral agent of 
the National Union Fire at the home 
office in Pittsburgh, has returned to his 
post after an absence of several months 
due to illness. 

* * x 

Max C. W. Buchenberger, Underwrit- 
ers Salvage Co. of New York and also 
wielder of the New York City Pond of 
the Blue Goose, has been entertaining 
Mr. and Mrs. Harrison Houseworth of 


San Francisco, who have been visiting 
New York after attending the Blue 
Goose convention in Cincinnati. Mr. 


Houseworth, 
cisco Pond, 


Liverpool & 


wielder of the San Fran- 
is a retired fieldman of the 
London & Globe. 
* * = 
Robert B. Mitchell, associate editor of 
The National Underwriter and New York 
correspondent, is father of a baby which 
has been named Robert B. Mitchell, Jr. 
The Mitchells live in Englewood, N. J. 
* ok Ox 
Roger Lord’s family, St. Louis, has 
broken up the championship golf team 
that has completely dominated the father 
and son tournaments held in the St. 
Louis district during the last three years. 
Meanwhile the father, Roger Lord, a 
special agent for Massachusetts Mutual 
Life, has donated another championship 
trophy, just to make the tournament 
more interesting for other father-son 
teams which may participate. At Nor- 
wood in 1936, at Bellerivem 1937 and at 
Sunset Country Club last year, Roger 
Lord, senior and junior, led participants 
in the annual father and son tournament 
of the St. Louis District Golf Associa- 
tion. Last year, when they won the tro- 
phy for the third time, the Lords be- 
came permanent owners of it. 
* * * 


William M. Rothaermel, 
president Continental American 
recovering from a short illness. He was 
unable to attend the recent ground 
a ceremonies at which a member 
of the Continental American field force 
turned the first earth for the company’s 
new homie. 
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Reported That W. J. Scott Will 
Succeed Hartley McNairn 

It is reported in Toronto, although not 
officially corroborated, that Hartley Mc- 
Nairn, Insurance Superintendent of On- 
tario, will resign that post. If this is 
correct, there will be regret among mem- 
bers of the National Association of In- 
surance Commissioners because he has 
been a popular figure at all of the con- 
ventions of that association which have 
been held since he became Superinten- 
dent. He took over the position upon 
the resignation of R. Leighton Foster, 
K.C., who is now manager of the Cana- 
dian Life Officers’ Association. 

Mr. McNairn has been an unusually 
able Departmental executive—a modest, 
attractive personality, too. 

The rumor also carries with it the in- 
timation that W. J. Scott, K.C., Ontario 
Fire Marshal, will assume the duties of 
Superintendent and that the two de- 
partments will be more or less merged. 
The Fire Marshal’s office is maintained 
by the insurance companies and works 
closely with them. It is thought, there- 
fore, that Mr. Scott could conveniently 
direct the affairs of both Departments 
which are responsible to the Attorney 
General. Seen this week Attorney Gen- 
eral Conant said he was unable to make 
any announcement of the change at 
present. 

When Superintendent McNairn was 
seen by a representative of The Eastern 
Underwriter, he said that the Attorney 
General had suggested such a change in 
the Ontario Superintendent’s office dur- 
ing the last session of the legislature. 
He added, however, that the topic had 
not been revived until a few days ago, 
but confirmed the fact that such a change 
has been discussed and an official an- 
nouncement may be forthcoming in a 
few days. 

A native of Toronto, Mr. McNairn was 


educated at Upper Canada College, the’ 


University of Toronto and at Osgoode 
Hall Law School. He was a partner in 
the law firm of Denton & Denton, To- 
ronto, and in October, 1935, succeeded 
R. Leighton Foster as Ontario Superin- 
tendent of Insurance. 

W. J. Scott is a graduate of the Uni- 
versity of Toronto. While going through 
college he had part time experience in 
journalism. Upon graduation he joined 
the staff of the Toronto_ Daily Star, 
largest daily newspaper in Canada. Dur- 
ing five years with that paper he covered 
the continent from Hudson Bay south, 
and from coast to coast. 

Next, he went into the practice of law 
in an Ont: irio town. Then he went back 
to Owen Sound for six years. While 
there he had some outstanding activities 
as well as practicing law. He held an 
insurance agent’s license; did consider- 
able adjustment of claims; was official 
solicitor for one fire insurance company 
and acted for a number of other fire 
companies in various court matters. He 
did a considerable practice for casualty 
companies in automobile accident cases. 
He was appointed Fire Marshal of On- 
tario July, 1935. He has been unusually 
successful in furnishing evidence which 

















has resulted in the prosecution of fire 
bugs. 

Seen by reporters this week, Fire 
Marshal Scott said: “It’s all news to 
me.” 

Mr. Scott is unusually well known to 
American conventioneers, as he has at- 
tended many conventions, especially in 
fire insurance. He takes along with him 
a camera which has recorded many of 
the outstanding personalities in the in- 
surance business, as well as those in the 
fire protection world. 

x * * 


Claim Men Hear References to 
European War 


The European war was much in the 
spotlight at the thirtieth annual meeting 
of the International Claim Association 
at Rye, N. Y., this week—Westchester 
Country Club. One of the principal 
speakers, Dr. Edgar Mayer, assistant 
professor of clinical medicine at Cornell 
University Medical College, returned to 
this country only two days before the 
convention opened. He was a passenger 
on the Ile de France. It looked for a 
time that Dr. Mayer would not be able 
to make his scheduled platform appear- 
ance because the boat was so delayed 
in sailing from Havre. 

None the worse for his experience, 
Dr. Mayer said that many passengers on 
the ship were unnerved by the rumors 
before sailing. One of these was that 
the ship had been held up because Hitler 
was about to walk into Poland. 

“IT do not think that any one outside 
of the ship’s officers really knew what 
transpired during our thirty-six hours 
delay,” he said. “After we sailed the 
experience was exciting. On third day 
out it was reported we were sailing 
through submarine-infested waters. Next 
came rumors that the British had taken 
the Bremen and Germans would retaliate 
by ‘getting’ our ship. At the end of 
the trip, we got the impression that we 
were somewhat in the class of heroics. 
We thought we would get a great re- 
ception when we landed in the port of 
New York, but our ego was quickly 
deflated because as we were escorted 
into pier by a tugboat we heard a shout, 
‘Well, how do you like America now? 
Serves you right for going across.’” 

Speaking about blackouts, Dr. Mayer 
said that as the Ile de France came into 
Southampton at night and picked up 
passengers there the boat was invisible. 
He felt that was astonishing because 
there were lights inside. 

Another speaker who touched on the 
war was Superintendent of Insurance 
Pink. In his address of welcome he said 
it was hard to realize that the nations 
of Europe were finally at each other’s 
throats. He referred to the constant 
progress being made in the U. S. in 
amicable adjustments of private disputes, 
and added that he was saddened be- 
cause the great nations of Europe had 
rejected arbitration as a method of set- 
tling differences and had stepped into 
the dark ages by resorting to force. 

As to the part the United States 
should play, Superintendent Pink said: 





J. SCOTT 


“We are a neutral nation and must be 
so in word and deed, but as President 
Roosevelt has said, we cannot be blamed 
if we have our sympathies. I believe 
all nations are at fault for what is tak- 
ing place—we included. We want to 
stay out of this war if we can. To 
do so we must keep a judicial mind, be 
fair and honest in our judgments. Our 
duty, situated as we are, is to preserve 
and uphold our Constitutional right of 
toleration, right of free speech and of 
religious freedom. These things we must 
protect not only for the benefit of this 
nation, but for the future of all nations. 

“We had a great leader in the last 
World War— Woodrow Wilson — whe 
sought unsuccessfully to bring about a 
real Parliament of Nations. Let us in 
this country preserve the thought and 
action that we are not Spartans but 
Athenians. With Lincoln let us say, 
‘Right Makes Might’.’ 

During the banquet of the claim men 
at the Westchester Country Club on 
Tuesday night there was another evi- 
dence of the tense feeling which the 
war has caused, and this was evidenced 
in the singing of national hymns. Every- 
one stood in singing them and every- 
one joined in the singing. 

The banquet was one of the most spirit- 
ed which has been held in the insurance 
business. There were no addresses. In 
addition to the claim men and other in- 
surance executives present there were 
a number of inspection men, including 
the veteran John J. King of the Hooper- 
Holmes Bureau and “Jack” Roach, divi- 
sion sales manager, Retail Credit Co., 
and who, with John W. Thomson, vice- 
president of the North American Rein- 
surance Co., has introduced dozens of 
Hartford and Western insurance men to 
the steaks and chops of Chris Cella’s 
famous Forty-fifth Street restaurant. 

* * 


Raymond Moley’s Memoirs 

Probably no story which the Saturday 
Evening Post has run in some time has 
attracted more attention than the arti- 
cles about the Roosevelt Administration 
which are written by Raymond Moley, 
formerly a member of the junior cabi- 
net under the Secretary of State. Peo- 
ple who are confidants in a wide range 
of acquaintance are somewhat horrified 
that a former public official would spill 
so much confidential information; would 
write so much that is embarrassing to 
the Administration with which he was 
affiliated; but readers of magazines and 
newspapers, of course, are not interested 
in ethics of authors of articles. They 
want to read the articles. As long as 
Moley wants to throw ethics overboard 
that is not their concern. They cannot 
be blamed for being interested in who 
writes the President’s speeches and what 
took place at this and that conference 
with representatives of the Bank of 
England; or what Secretary of State 
Hull said in a room behind closed doors 
and what Hull’s companions said to him. 

Anyway, the Moley articles made a 
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smashing good magazine feature. Moley 
concluded his articles in this week’s 
issue of the Saturday Evening Post. 

Among his size-ups of the President 
are these: “He has never been able to 
maintain long relationships with men 
whose minds are strong and assertive. 
He has need for amiable, pleasant rela- 
tionships. He hates to hurt people—if he 
must be exposed to a view of their 
suffering. He has a distaste for making 
people suffer in his presence. He has a 
willingness to submit well-established 
axioms to periodic re-examination. There 
is a broad streak of the Colonel Sellers 
in him. New schemes, neat paper for- 
mulas for solving this or that problem 
invariably intrigues him. He has a 
necessity for assertion. Power itself has 
ways of closing the windows of a Presi- 
dent’s mind to fresh, invigorating cur- 
rents of opinion from the outside. Ulti- 
mately a man closed off from free opin- 
ion and advice suffers a kind of mental 
autointoxication.” 

Moley believes the Roosevelt Admin- 
istration has achieved much; has out- 
lawed many abuses; has readjusted some 
lopsided economic relationships. There 
will remain, he thinks, a vastly changed 
philosophy of business enterprise; an 
improvement in the methods of social- 
welfare activities, but it is difficult to 
reconcile the gains made with what they 
have cost. 

* * * 

Lawyer’s Observation on Federai 
Rules of Civil Procedure 
Speaking at the recent meeting of the 
Federation of Insurance Cael on 
“Defending Automobile Negligence Cases 
in Federal Courts,” H. Beale Rollins, at- 
torney, Baltimore, observed that the first 
year under the new Federal Rules of 
Civil Procedure is about to end. His 
te was to review those rules and 
the decisions pertinent thereto, and he 

summarized as follows: 

“Under the new rules the manner of 
taking an appeal is greatly simp lified and 
resort to the rules at the time of taking 
an appeal will indicate clearly the pro- 
cedure to be followed. I believe the new 
rules afford us a streamlined and wieldy 
means of practice which is the answer to 
the question asked by laymen for gen- 
erations as to why all the cumbersome 
procedure. 

“Use of the new Federal rules country 
wide in state as well as Federal tri- 
bunals should be much desired. They 
make available to us the facilities for ob- 
taining a determination on the _ real 
merits of the case, eliminating the ele- 
ments of luck, surprise and fabrication 
Until the states adopt similar rules our 
Federal court practice is going to grow 
much more than it would otherwise, and 
we must immediately adapt ourselves to 
the environment in which we work and 
familiarize ourselves with the tools from 
which we must fashion our successful 
defenses.” 
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War Risk Rates Now 
Go as High as 9% 


LARGE DEMAND FOR COVERAGE 


Hull Syndicate Extends War Facilities; 
Some Losses Reported; Criticism 
, From Foreign Traders 


5 


7 ny ° 
W; fisk cargo insurance was in 
hea deniand from marine underwrit 


ers uw New York this week despite 
shaff Mmeéreasesjin those rates during 
the’ last week. Rates to and from 
Europe which were in effect yesterday 


ranged from $3 per $100 of insurance in 
American vessels from Atlantic ports 
to $9 from West Coast ports in English, 
French and Polish ships to most north 
ern European ports. At a meeting of 
underwriters Wednesday some changes 
for simplification were made in_ the 
wording of conditions but rates were not 
altered. 
With some 


Italian ships again operat 


ing marine underwriters were quoting 
rates on these upon application. Ship 
ments to and from the Scandinavian 


countries, with certain limits of travel, 
rates ranged from $7.50 to $8.50, with $2 
American vessels. Rates were 
slightly lower for Mediterranean ports 
and $8.25 for Black Sea ports. On Far 
Eastern cargoes via Cape of Good Hope 
the rate is $4 on allied vessels, $3 on 
neutrals excluding Italian ships and $1.50 
under U. S. flag. European rates were 
up 50% over last week for all except 
United States flag vessels. 
War Risk Hull Facilities Enlarged 

facilitie 
American 


le ss on 


An important change in the 
for war risk insurance on 
hulls was made at a meeting of the sub- 
scribers to the American Marine Insur 
ance Syndicate “C” at a meeting held 
on Monday in New York City The 
ocean hull syndicate is now in a position 
to write up to $1,000,000 on any ocean 
American vessel regardless 
syndicate has an 


going steel 
of whether or not the 


interest in the ordinary insurance cov- 
ering perils of the sea. 
~ lh navy the scope of the Syndi- 


cate, in reference to war risks, was 
limited to its combined interest on hull 
and disbursements, but in any event not 
to exceed $1,000,000. 

The rating and size of commitments 
is in the hands of a special war risk 
rating committee. Commitments will de- 
a on the type of vessel, nature of 
cargo to be carried, the flag of the 
mr and the voyage. 

Whereas the capacity of the hull 
syndicate is $4,000,000 on ordinary ma- 
rine risks, perils and constantly chang- 
ing nature of the present war precludes 
any such amount being written against 
war risks on hulls as marine insurance 
companies have large obligations to 
policyholders of other type of insur- 
ance. Most companies writing hull in- 
surance also write cargo insurance and 
their cargo commitments may run even 
higher than on the hull. In this connec- 
tion, it is reported that the capacity of 
American Cargo War Risk Reinsurance 
Exchange is approximately $2,500,000. As 
much as $3,000,000 has been written dur- 
ing the week on cargo on one vessel. 

Some Losses Reported 

War risk cargo losses are already be- 
ing suffered in New York due to sub- 
marine activity. The British freighter 
Olivegrove carried a cargo of sugar from 
Cuba valued at $250,000 and this was 
completely insured by members of the 
American Cargo War Risk Reinsurance 
Exchange. JZecause she sailed from 
Cuba before the actual outbreak of war 
the war risk rate was nominal and far 
below what is being charged today. In 
fact the premium paid is reported to 


have been less than $700. New York 


it is 
about $20,000 on cargo lost on 
the Athenia and $65,000 on cargo on the 
German ship Olinda which was sunk last 
week by a British war vessel. 


underwriters will also have to pay, 
reported, 


Despard Warns Brokers 


Trying to prevent any situations aris- 
ing which might react to the detriment 
of shippers or merchants, C. L. Despard, 
president of the Insurance Brokers As- 
sociation of New York, Inc., sent the 
following letter to all members of the 
association this week: 

“Inasmuch as the present world crisis 
has created many difficulties for the 
broker, the merchant and the shipowner, 
it seems necessary to call to the atten- 
tion of our membership Section 169 of 
the current law of the State of New 
York and Sections 128 and 129 of the 
revised law effective January 1, 1940. , 

“Both the present law and the new 
law prohibit the unauthorized placing of 
insurance on maritime ventures which 
would, of course, include war risk insur- 
ance. Therefore, our membership is 
cautioned to bear in mind that it is un- 
lawful to place any ‘binder, cover note, 
certificate, policy, or any other evidence 
of insurance, except on the application 
and in the name of some person or per- 
sons having a bona fide interest, direct 
or indirect, * * * or except on the ap- 
plication and in the name of some per- 
son or persons having a _ bona fide 
reasonable expectation of acquiring such 
an interest.’ 

“There is no thought that our mem- 
bership will not in all particulars abide 
by the letter and the spirit of the law; 
however, in the rush and hurry of the 
moment these sections of the law may 
be overlooked.” 

Inability of American ship operators 
to buy full hull war risk cover has been 
a handicap to vessel operations accord- 
ing to E. S. Land, chairman of the Mari- 
time Commission in Washington. He 
said that the American marine insur- 
ance syndicates, in spite of the new 

(Continued on Page 30) 


yance law.” 
ciation believes that the revised fire con- 


FIX FIRE RATE HEARING 





Director Palmer of Illinois to Hold 
Hearing in Springfield on Wed- 
nesday, September 27 
Insurance Director Ernest Palmer of 
Illinois has scheduled a_ hearing in 
Springfield, Ill, on September 27 to 
consider fire insurance rates. The Chi- 
cago Board of Underwriters, Illinois In- 
spection Bureau and several Western 
departments have been requested to 
send representatives. In Chicago there 
is some opposition to suggestions for 
any further reductions of fire insurance 
rates on the ground that present ex- 
perience does not warrant such. There 
have already been substantial reductions 
in rates on dwellings, stores and 

apartment buildings. 


General Brokers Ask Pink 
To Adopt New Fire Form 


By resolution passed at a meeting 
Tuesday in New York the General Bro- 
kers Association urges Insurance Super- 
intendent Louis H. Pink to adopt in this 
state the revised fire insurance policy 
“at the earliest opportunity permissible 
under the provisions of the new insur- 
The General Brokers Asso- 





tract “will give the public wider cover- 
age and greater protection.” 





FRANKLIN FIRE’S GIFT 

A gift of $10,000 from the Franklin 
Fire to the University of Pennsylvania 
bicentennial fund has been announced 
by Dr. Thomas S. Gates, president of 
the University. Directors of the insur- 
ance company specified that the gift be 
used “for the work of the Wharton 
School of Finance and Commerce, the 
Graduate School of Business Administra- 
tion or any other department of the 
University as the trustees may decide 
to be of special advantage to the insur- 
ance business directly or indirectly.” 





BUYING WAR RISK INSURANCE 


In St. John, N. B., considerable prop- 
erty has been insured against war risks. 
Rates have been advancing and demand 
has increased for protection. In the 
last war the rates were lower than at 
present because there was less possi- 
bility of damage by air attack. 
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STANDARD INSURANCE COMPANY 
OF NEW YORK 


Statement June 30, 1939 
Ban ae eS $1,500,000.00 
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* New York Insurance Department Valuation Basis. 

0, 1939, Market Quotation for all bonds and stocks 
owned, this Company's total Admitted Assets would be $6,493,229.15 
and the Surplus would be $3,254,551.03. 


A. J. Couch, Vice-Pres. 
“TWO STANDARDS” 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
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1,534,021.37 
204,656.75 


S. C. Kline, Secy. 
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would be $1,209,604.97 
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Claims and Claim Expense Reserve 
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Other Liabilities ................ 
 . 
*Total Assets ...................... 


* New York Insurance Doperment Valuation Basis. 
Market Quotation for all bonds and stocks 
owned, the Total Admitted Assets would be $5,888 ,482.89 and the Surplus 
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A.J.Couch, Resident V.-P. 








Sees U. S. Insurance 
Gaining in Mexico 


w. A. KENNEDY IN NEW YORK 


Well Known Adjuster Believes This 
Country Can Acquire Much Reinsur- 
ance Which Went Abroad 


W. A. Kennedy, adjuster residing in 
Mexico City and associated with the 
well known New York insurance adjust- 
ing concern of Dargan & Co., Inc., has 
been a visitor to New York’ City this 
week. A Britisher by birth he has been 
residing in Mexico for about twenty- 
five years and is an authority on Mexi- 
can insurance. He believes that as a 
result of the present war there is a 
great opportunity for expansion of 
American commerce and insurance in 
Mexico. German connections are ex- 
pected to be terminated and British and 
French insurance connections will be re- 
duced materially. 

While direct insurance business in 
Mexico on property located there is now 
being written only through Mexican 
companies nearly all of this coverage is 
reinsured outside the country. Ameri- 
can and European companies have been 
eld this business. Because of the 
war and the shortage of native Mexican 
insurance facilities it is expected that 
the United States insurance market will 
be called upon to supply a larger per- 
centage of the reinsurance facilities. 
American marine insurance also will 
likely benefit as a result of the war, 
Mr. Kennedy says. With barter trade 
with Germany now cut off and the Lon- 
don insurance market concentrating on 
insuring British trade throughout the 
world Mexico will likely seek new trade 
connections to dispose of her products 
and new marine insurance and reinsur- 
ance facilities. 

Mexico also looks for an increase in 
tourist trade now that Europe is out of 
the travel picture and liner facilities to 
South America and the West Indies have 
been reduced with the withdrawal of all 
German and many British vessels. <A 
fine automobile road extends from the 
United States border to Mexico City and 
Mr. Kennedy says that travelers may 
secure adequate fire, theft, collision, 
property damage and personal injury in- 
surance with American companies in 
Texas before entering Mexico. At the 
present time the number of claim agents 
in Mexico is being increased so that 
American motorists may have proper 
service facilities. Mr. Kennedy drove by 
car to New York from Mexico City. 





Opposition Developing 
Against Self-Insurance 


Self-insurance and mutual insurance of 
municipal property is expected to be 
advocated by some at the annual meet- 
ing of the American Municipal Associa- 
tion early in October. This organization 
is a federation of state municipal leagues 
composed of officials of municipalities. 

In view of this possibility the Business 
Development Office is organizing field- 
men and local agents in opposition there- 
to. The D.B.O. urges fieldmen’s organi- 
zations to request their members to 
furnish to committees of these organiza- 
tions and also to the B.D.O., a list of 
all local agents under their supervision 
who are municipal officers or aldermen, 
and also names of agents who are may- 
ors of cities of 10,000 or more population, 
to the end that they may be urged to 
attend the meeting and assist in pre- 
senting the side of stock company in- 
surance. 

W. A. McGraw, mayor of Flat River, 
Mo., a local agent of stock companies, 
is leading the movement to have stock 
insurance interests fully represented, and 
the Western Underwriters Association is 
handling organization in its territory. 





SLATED FOR PRESIDENT 


Charles F. Liscomb, past president Na- 
tional Association of Insurance Agents, 
is the only nominee for president of the 
Duluth Chamber of Commerce. The 
election is in October. 
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New Jersey 


Seek Agreement With 
Cos. on Appointments 


OUTLOOK HOPEFUL, PRES. SAYS 


Bennett and Murphy Warn of Dangers 
to Agency System; Brown Succeeds 
Holmes as President 


By Edwin N. Eager 


Between 400 and 500 persons attended 


the annual meeting of the New Jersey 
Association of Underwriters at the 
Berkeley-Carteret Hotel, Asbury Park, 


last Thursday and Friday, a convention 
which took no definite action on any 
leading subjects but at which important 
pronouncements were made. President 
H. Donald Holmes of Summit, a vig- 
orous and capable administrative leader, 


THEODORE 5S. 
New President 


BROWN 


told the convention Thursday morning 
that the officers hoped soon to be able 
to announce that an agreement had 
been reached with fire insurance com- 
panies covering the problem of agency 
appointments in New Jersey. Later Mr. 
Holmes also threw out the suggestion 
that the time apparently has come for 
the association to take some definite 
stand on the question of mixed agencies. 
He strongly favors clear stock agencies 


as a qualification for membership, and 
feels positive the companies will back 
up the agents if they act. 


Bennett and Murphy on A.A:S. 


At the 
convention Friday 
Walter H. Bennett, 
the National Association, and Ray Mur- 
phy, assistant general manager of the 
Association of Casualty & Surety Exec- 
utives, voiced strong warnings for 
local producers to be on their guard 
against numerous efforts to undermine 
the American Agency System. Said 
Mr. Bennett: 

“The organized agents of the United 
States, vehemently supporting as they 
are the agency system, are approaching 
a testing time to see whether this sys- 
tem, dedicated to the protection of the 
middleman in business, shall continue to 
exist, or whether it shall be abolished 
as an economic waste, or broken down 
by competitive greed. Make no mistake 
about it, certain powerful business lead- 
ers are skeptical. Some insurance com- 
panies ignore it and others are wonder- 
ing. Bureaus, boards and commissions 
of the Federal Government are chal- 
lenging it. This condition is not one to 
be anticipated in the future but is in 
our midst right now.” 

Mr. Murphy expressed alarm at some 
of the tendencies evidenced in Washing- 


(Continued on Page 39) 
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general counsel of 
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Annual 


“Information Please” Session is 
Feature of Rural Agents’ Forum 


Rural and farm agents’ problems are 
full consideration by the 
of Underwrit- 


being given 
New Jersey 
Not only has a series of monthly 
been 


Association 
crs, 
different towns 
next eight months but a 


meetings in ar- 
ranged for the 
full afternoon’s program was devoted to 
rural agents at the annual meeting of 
the New Jersey Association: at 
Park last Thursday and Friday. 
Arthur T. Riedel of Pompton Lakes, 
chairman of the rural commit- 
presided over the first part of the 
session was featured 
talks by Conrad C. Schmelz, 
Somerville and _ for 
executive; John E. 
the Firemen’s of Newark, 
Watson, expert of the 
Schedule Rating Office. 
Mr. Schmelz contended that 
can be profitable underwriting of unpro- 


Asbury 


agents’ 
tee, 
which by short 
agent at 
years a company 
officer of 
and Leon A. 


New 


Lansing, 
Jersey 
there 
tected business if agents give considera- 
tion to the 


He termed 
of building 


moral as well as_ physical 


hazards. as unfair competi- 


agents who 
expiration date infor- 
mation and of brokers from New York 
and Philadelphia who frequently do not 
employ proper rating in order to be able 
to quote lower premium charges. As a 
tip on collection methods he_ urged 
agents to use the facilities of recognized 
premium financing companies rather 
than personally extend credit to slow- 
paying assureds and perhaps have to 
cancel for non-payment. By using fi- 
nance companies the burden is shifted 
immediately from an agent’s shoulders. 


tion and loan 


have access to 


Company Officer’s Advice 


Mr. Lansing said there are 25,000 
farms in New Jersey with a value of 
about $300,000,000, a big field for insur- 
ance. He said agents must have close 
and intimate knowledge of each risk as 
the companies have to depend largely 
upon an agent’s information to under- 
write correctly. Agents, he said, should 
take a leading part in teaching fire pre- 
vention, which in turn brings down 
rates. 

“Whatever can be done toward per- 
suading the farmers to eliminate or to 


minimize such dangers constitutes a real 
service to them and lives may be saved 
as well as property,” Mr. Lansing said. 
“Fires on farms in the United States 
take approximately 3,500 lives every 
year, in addition to destroying about 
75,000 buildings. Most of these fires 


could be prevented without spending any 
money. Care is the fundamental nec- 
essity. Many farmers need to be made 
conscious of this, and the rural agent is 


the one who must undertake that re- 
sponsibility. 
“In seeking business, the first con- 


sideration must always be whether moral 
hazard exists, either active or potential. 
The agent’s final test must always be 
this: Would he write the risk if it 
were his own money at stake and not 
the companies’ money? The home of- 
fice underwriter’s final test must always 
be this: Would he accept the risk if 
it were his own money at stake and not 
his employers’ money ?” 

Local agents should so gain the con- 
fidence of their rural assureds through 
good insurance service that they will 
consult their agents on all matters 
which may affect insurance rates, Mr. 
Watson told the convention. When a 
property owner contemplates structural 
changes in his home or outbuildings he 
should feel that he ought to have the 
advice of his insurance agent. The agent 
is then in a position to tell his assured 
the effect the changes will have on fire 


and to give advice which will 
fire risks. 

Watson emphasized the value of 
buying standard lightning rods 
when seeking such protection and not 
taking any sort of rod that a traveling 
salesman may offer. “Sell yourself to 
your assured so that he has confidence 
in you and naturally turns to you when 
fire hazards questions arise. And be 
sure that you broaden your knowledge 
on fire hazards so that you may intelli- 
gently take care of your clients’ fire pre- 
vention problems.” 


hazards 
reduce 
Mr. 


clients 


Insurance Quiz Hour 


Under the guidance of Charles E 
Meek, Jr., of Paterson, and Professor 
Laurence J. Ackerman of the Univer 


sity of Newark an “Insurance Informa 
tion Please” hour was conducted which 
registered a hit. The experts were Fred- 
erick W. Groves, Fire Companies Ad- 
justment Bureau; Walter N. Edwards, 
St. Paul F. & M.; James E. Bentley. 
Hartford Fire: Palmer Weis, American 
of Newark; Hugh L. Mehorter, Crum 
& Forster, and Thomas K. Hawbecker, 
Aetna Casualty & Surety. One dollar 
was paid from the cash register for 
each question the experts failed to an- 
swer and thev were “stumped” five 
times, costing the association $5. How- 
ever, they answered correctly the large 
majority of queries. 

Following the oral quiz a set of writ- 


ten statements was passed to every one 
in the room and each person was asked 
to write “true” or “false” after each 


statement. Following are the questions 
and also the answers written by a well 
known New Jersey agent: 

True and False Statements 

1. New Jersey uses the old New York 
standard fire insurance policy. True. 

2. The burning or warping of the 
bars of a grate in a furnace, though pro- 
duced by the action of a fire, is not 
covered by the fire. insurance policy 
True. 

3. Under a earnings use and 
occupancy form, the cost of heat, light 
and power and ordinary payroll are not 
deductible. True. 

4. Under the provisions of the “Ex- 
tended Coverage Endorsement” the in- 
sured is not protected against loss or 
damage by smoke from stoves, fire- 
places or any industrial apparatus. True. 

5. The following items are covered 
under a personal effects floater: false 
teeth, artificial limbs, cameras, musical 
instruments, jewelry, bicycles, currency 
and letters of credit. False. 


eToss 


6. The camera form (inland marine) 
insures cameras, projection machines 
and dark room equipment usually lo- 
cated in the insured’s domicile. True. 
A garage keeper’s legal liability 
policy covers legal liability for direct 
loss or damage to customers’ cars but 


not legal expense incurred in defend- 
ing the insured against suit brought as 
a result of such damage. False. 

8. Breakage of glass occurring in a 
collision is included under the compre- 
hensive coverage regardless of the fact 
that the insured does not carry collision 
insurance. True. 

9. The Compensation Rating and In- 
spection Bureau makes, files, and ad- 
ministers workmen’s compensation rates 
in New Jersey. True. 

10. The automobile bodily 
property damage policy 
passenger car used for business and 
pleasure purposes may be_ extended 
without charge for drive other private 
passenger cars coverage regardless of 
whether the insured and owner is an 
individual or a corporation. False. 
Residence Liability 
A purchases a residence 
policy with $10,000 limits. 
(Continued on Page 36) 
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on a private 


11. Mr. 
bility 


lia- 


He 


Conv ention 


Credit Mon Support 
Insurance Fact Finder 


HOPE AGENTS WILL USE 


IT 


Questionnaire on Coverage of Borrowers 
Held of Aid to Assureds, Len- 
ders and Local Agents 


Local agents’ cooperation with credit 
men in securing information about the 
insurance coverage, or lack of prote 
tion, of borrowers, thus opening wider 
fields for the sale of insurance, was 
strongly supported by William H. W1 
ney, secretary-manager of the New Jer 
sey Association of Credit Men, when 
speaking last Friday before the annual 
meeting of the New Jersey agents’ asso- 
ciation at Asbury Park. He centered 


a 





HUBERT M. FARROW 
Chairman Executive Committee 


his remarks largely upon the 
surance “fact finder” developed, 
by Vice-President L. E. Pails of the 
American of Newark, which has already 
been approved by the New Jersey credit 
men, the insurance committee of the 
national credit men’s association and the 


4 in- 
> said, 


New Jersey local agents’ association. It 
will probably be discussed at the Boston 
convention of the National Association 
of Insurance Agents next month 

“We want all interested organizations 
to endorse the idea and to approve the 
forms and method of procedure at ar 
early date,” Mr. W ee said, “so that 
we can get to work and enjoy the bene 
fits. We in New Jersey are ready to 


go to work.” 


To Help Agents and Credit Men 


In the proposed arrangement the in- 
surance agent becomes a new source of 
credit information, he continued. The 
credit man has plenty to gain and thi 
insurance agent also. The good credit 
man is interested because he wants to 
secure as much credit information as 
possible about his customer and he is 


interested in having his customer prop- 


erly and economically covered by insur- 
ance. The good insurance man is in 
terested in having his customer properly 
and economically covered by insurance 
and he is interested in selling insuran 
to the customer who does not have 
proper coverage 

An educational campaign has been g 
ing on for several years, Mr. Whitney 
said, and he believes that there is n 
question in the mind of most exper 


enced credit men that on extending credit 
to any customer, in any considerable 
amount, that they should be informe 
as to how the customer is covered by 
insurance, not only fire insurance with 
all of its ramifications, but also life in- 
(Continued on Page 37) 
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Penna. Agents’ Ass’n 
Enjoys Active Year 


ALL COMMITTEES WORKED HARD 


President Albert Gratified With Accom- 
plishments, Expresses Belief in 
Value of Organization 


Harry M. Albert of the 


\ssociation of 


President 
Pennsylvania 
Agents said that his annual address to 
Wernersville, Septem- 


Insurance 


the members at 
ber 14 was the first one he had ever 
read from a platform; his practice has 
been to speak extemporaneously. His 
talk was really a report of the admin- 
istration. 

Although several committees were 
crippled in one way or another during 
the year much progress was made. The 
president spoke in glowing terms of the 
whole-hearted cooperation he received 
from every committee. The legislative 
committee had the largest amount of 
work, when one considers that more 
than 100 bills inimical to the insurance 
interests were either killed in commit- 
tee or a few passed in subjugated form. 
Another committee, important to all 
members was the conference committee 
which worked tirelessly to equalize the 
commission existing between ordinary 
and excepted territory. 

The public relations committee estab- 
lished agreeable contacts with the new 
Insurance Commissioner and it is_ be- 
lieved that there is a thorough and 
complete understanding between the 
association and that important office. In 
this connection a_ special committee, 
known as the coordinating committee, 
had much to do with the appointment 
of a man as Commissioner in whom the 
agents could trust and who, from former 
experience, had a firm grasp of the 
duties of the office. Mr. Albert con- 
tinued : 


Special Committee Named 


“There was some unrest during the 
closing months of the year that pos- 
sibly too much time was spent on legis 
lative work and not enough on local 
board and membership, and although 
legislation is always present and is con- 
stantly growing we appointed a special 
executive committee just a few months 
ago whose duty it will be to outline the 
work of the secretary’s office, to plan 
the work and to see that it is carried 
out. 

“Someone of sound mind and reason- 
ing has said, ‘Why should insurance 
agents have an organization? Why bear 
the considerable expense necessary to 
maintain our organization? The an- 
swer is: defense of his property rights 
against encroachment, either from ad- 
verse legislation or the unprincipled and 
unethical practices of companies or 
agents; and an educative force both for 
our membership and the general public. 
There are two indestructible economic 
forces in the business world—organiza- 
tion and cooperation. When these two 
are joined with intelligent direction it 
makes a trinity of power for good in 
any business enterprise. An insurance- 
minded agent should certainly regard 
association membership as a form of cov- 
erage he cannot afford to be without.’” 

Referring to the National Association 
Mr. Albert said: “I should like to re- 
mind you of just two things accom- 
plished this year; first, reinstatement of 
the compensation commission to its ori- 
ginal amount and, second, the great 
fight waged and won against the na- 


tional government, which would have 
made the agent an employe of the com- 
pany. That would have meant that 


every agent who had commission in- 
come of $1,000 a year would have paid 
a $10 tax on it. 

“We frankly feel that there is not an 
agent in this state who writes any com- 
pensation insurance at all, but could very 
well afford to belong to our state asso- 
ciation just from the increased commis- 
sion he is now getting, a few policies 

paying his dues.” 





Insurance Society of New York 
Prize Winners Are Announced 


Walter F. Beyer, vice-president of the dent, Great American—Part I: First 
Home of New York and chairman of prize, Elmer E. Bicknell, Great Ameri- 
Arthur P. Smith, Jr., Great Ameri- 


York’s ©8"5 : 
can; second prize, Allen J. Hinkelman, 
Sterling Offices, Ltd.; third prize, James 
based upon examina J Flynn, II], Johnson & Higgins; 
Franklin J. Gunther, Home; Raymond 
Meyer, Phoenix London Group. 

Part II: First prize, Henry J. 
Thornton, Chubb & Son; second prize, 


Sx ciety of New 


committee on prizes, 


the Insurance 
has announced the 
awards, 
April: 
Donor, 


following 
tions held in 


Aviation: American Aviation 


Insurance Groups—First prize, RK. Don- 


ald Monroe, Great American Indemnity; H. Fletcher Eggert, Chubb & Son; third 
second prize, Harold L. Meis<l, Home; prize, Paul R. Sprague, North British 
third prize, Charles LB. Ripley, Aero & Mercantile. — : 
Insurance Underwriters. Part II]: First prize, Charles Piper, 
Casualty: Donor, Richard V. Goodwin, Home; second prize, Frank W. Her- 
vice-president, Fireman’s Fund Indem terich, Royal-Liverpool Groups; third 
nity—Part I: First prize, Joseph Fitz- Prize, Peter Kelly, Home. 
maurice, Fidelity & Casua'ty; second Fire Insurance Accounting: Donor, 


prize, E. J. Goodale, Jr., Fidelity & Cas- Percy Chubb of Chubb & Son—First 
ualty; John J. Leddy, Bankers Indem- _ prize, Richard P. W'nfield, Joseph Frog- 
nity; Margaret Sherwood, Fireman’s’ gatt & Co.; second prize, Elmer W. 
Fund; third prize, Francis M. Fahy, Nolan, Marine Office of America; third 
Ocean Accident. prize, Mark M. Hart, Globe & Rutgers; 


Part II: First prize, Edward ‘S. John H. Moore, Royal-Liverpool Groups ; 


\dams, Tide Water \ssociation ; sec- George W. Scherer, Pacific Fire. 

ond prize, Robert F. Strange, Fidelity Enland Marine 

& asus - i “ize William . ‘ 
Br en TP ag Son — — Inland Marine Insurane>: Donor, F. 
"ya IT: F nih prize, Carmine J W. Koeckert, U. S. manager, Commer- 
Gerard, Great American Indemnity Co.; cial Lt — Group- First prize, Otto J. 
John F. Joyce, Jr. Chubb & Son; sec- \. Grassi, Jr., Marine Office of America ; 


Arthur \ Roedel, Royal-Liverpool 

yy. {roups; second prize, John E. Greene, 

“Home; Donald E. Waggaman, Commer- 
cial Union Group; third prize, Joseph F. 
James, Jr., Loyalty Group. 

Koop, presi- Life: Donor, The Hooper-Holmes Bu- 


Callaghan, Phoenix- 


Charles 


ond prize, John E. 
London Group; third prize, 
Krajarik, Loyalty Group. 
Fire 
Wiliam H. 


Fire: Donor, 
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INSURANCE 
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With the addition of fire insurance on preferred 


~~ 


properties under public fire protection, Atlantic now 


> 
a eee 


offers the following types of property insurance: 











, 
y Fire - Automobile + Marine + Yacht + Jewelry-Fur 
‘ Domestic Transportation > Registered Mail 
, Commercial Floaters + Other Personal Property 
bf 
f a 
Y Each of these policies offers your clients Atlantic’s 
97 year record of financial stability, prompt claim 
5 
j aaa and non-assessability. And most of them 
l . . . 
f offer profit participation regardless of individual loss 
, experience. 
f 
f 
) 
vy 
vy 
AT LAN] 
A NON- ASSESSABLE 
' PROFIT PARTICIPATING a pe 
Sj LEGAL RESERVE , #800 yy, 
so 
INSURANCE $ % MUTUAL INSURANCE CO. 
COMPANY 43 Atlantic Building, 49 WALL STREET, New York 
’ Oe co 
j Baltimore Boston Chicago Cleveland Newark Philadelphia 
i 
f 
f 
f 
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John F, 
second prize, 
York State In- 
third prize, Ger- 
Metropolitan Life, 

Fred J. Blaisuis, 


reau, Inc—Part I: First prize, 
Winn, Metropolitan Life; 
David Wohlner, New 
surance Department; 
trude V. Edwards, 

Part II: First prize, 
Metropolitan Life; second prize, Agnes 
M. Lafferty, Equitable Life Assurance: 
third prize, Thomas R. Morgan, Metro- 
politan Life. 

Marine: Donor, Percy 
Chubb & Son—First prize, 
Kellogg, Atlantic Mutual; second prize, 
Charles R. Miller, Atlantic Mutual; 
third prize, Robert B. Anderson, At- 
lantic Mutual. 

Surety: Donor, 


Chubb | of 
Roger E. 


A. F. Lafrentz, 
dent, American Surety—First prize, 
Alan E. Boles, General Reinsurance 
Corp.; second prize, Newell W. Bown, 
American Surety Co.; third prize, Du- 
gald I. Gillies, National Surety Corp 
Insurance Square Club Prizes: To the 
graduates in casualty and fire insurance 
who attained the highest averages for 
three and four years respectively: Cas- 
ualty, John J. Leddy, Bankers Indem- 
nity; honorable mention, Joseph Fitz- 
maurice, Fidelity & Casualty. 
Fire. Donald E. Waggaman, 
cial Union Group; 
Charles Piper, 


presi- 


Commer- 
honorable mention, 
Home. 





Fire Association Changes In 


New Jersey and New York 


President Otho E. Lane of the Fire 
Association Group announces the follow- 
ing field changes: 

E. Packer Wilbur, 3rd, who has been 
associated with the group for a number 
of years traveling Connecticut, 
chusetts and, 


Massa- 
lastly, the eastern New 
York field with headquarters at Albany, 
has been appointed special agent for Es- 
sex and Hudson Counties, N. J., with 
headquarters at Newark. 


Wallace D. Williams, Jr., who has 
been assistant to State Agent Coates in 
the northeastern Ohio field, becomes 


to succeed Mr. 
Hammond, who 


Special Agent at Albany, 
Wilbur. William B. 
has served in various departments at 
the home office, is appointed special 
agent to assist State Agent Coates, suc- 
ceeding Mr. Williams. 


To Determine Jurisdiction 


In Missouri Rate Case 

The Missouri Supreme Court has ap- 
pointed a special commissioner to deter- 
mine the tribunal’s jurisdiction in the 
proceedings brought some weeks ago by 
Attorney General Roy McKittrick in an 
attempt to oust 142 stock fire insurance 
companies from the state or to impose 
fines upon them for their alleged part in 
the rate case compromise approved by 
State Superintendent of Insurance R. 
Emmet O’Malley in May, 1935. 

Samuel A. Dew, a Kansas City attor- 
ney, will be the special commissioner and 
he is to hear testimony and arguments 
of counsel in connection with the con- 
tention of the companies that the Mis- 
souri Supreme Court is without jurisdic- 
tion since the rate compromise is now 
in litigation before a special three-judge 
Federal court at Kansas City. 





STATE AGENT IN WEST VIRGINIA 


Appointment is announced of James 
G. Baldwin as state agent of the Auto- 
mobile and Standard Fire of Hartford 
for West Virginia, succeeding W. J. 
Buggy, who is now state agent for the 
District of Columbia and Maryland. Mr. 
Baldwin is a native of Richmond and 
is a graduate of the University of Rich- 
mond. He was formerly special agent 
of the Virginia Fire & Marine at Syra- 
cuse, N. Y., which position he held from 
June, 1937, to September, 1939, when he 


went with the Aetna Life Affiliated 
Companies. Mr. Baldwin assumed his 
new duties on September 5. He will 


make his headquarters in Wheeling. 
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Agents selling Boiler 
insurance and the ex- 
cellent inspection service 
of The Fidelity and 
Casualty Company, are 
not only increasing their 
premium income but are 
providing their clients 
with much needed pro- 
tection against loss. 
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America Fore Insurance a F and Indemnity Group 


THE CONTINENTAL INSURANCE COMPANY : NIAGARA FirRE INSURANCE COMPANY 
FiDELITY-PHENIX FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
AMERICAN EAGLE FiRE INSURANCE COMPANY = THE FIDELITY AND CASUALTY COMPANY 


>. nal BERNARD M. CULVER, President 
First AMERICAN FirRE INSURANCE COMPANY pre FRANK A. CHRISTENSEN, Vice-President 


Eighty Maiden Lane, \RNRR) New York,N.Y. 


GROUP 





CHICAGO SAN FRANCISCO ATLANTA DALLAS MONTREAL 
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Forshay Sees Value In 
“Standard Protection” 


SLOGAN HELPS LOCAL AGENTS 


Symbolizes Initiative of Predecessors and 
Achievements of Present Agent- 
Company Service 


k. W. Forshay, Anita, la., finds insur 
ance buyers becoming more price con- 
scious. He believes the National Board 


Underwriters’ slogan “Standard 
Protection” well adapted to tell the story 
of legitimate agency performance and 
that the slagan is symbolic of much that 
the National Association of Insurance 
Agents means to him. Portions of his 
address to the Minnesota association at 
Brainerd, September 9, follow: 

“This country of ours has 
in creating certain standards because of 
the initiative exerted by our predeces 
sors. We are fortunate—the people are 
fortunate—that in the main these stand- 
ards have withstood the ravages of 
crackpot theorists who, in most instances 
were afforded their means of educatic: 
and ultimate livelihood through the tax 
paying abilities of what we may term 
business. 

“It is an alarming fact that there are to- 
day those who would destroy the profit 
system which has afforded such an ex- 
cellent measure of standard protection 
through the years. Insurance, as sold by 
competent local agents and organized 
companies, has offered to the public 
standard protection that has not faltered 
even though confronted many times with 
adversity. In selecting these two words 
as emblematic of their service our stock 
companies feel, and rightfully so, that 
they represent the true meaning of their 
record of achievement.” 

Mr. Forshay directed attention 
cooperative tendency of certain 
whose primary objectives eliminate nec- 
taxes and middleman usefulness. 
mounting membership in the 
National Association is proof that agents 
sense this trend. He said that the many 
services of the National Association re- 
flect the standard protection it offers 
to local agents. Among the current 
achievements are perpetuation of the 
agents’ rights as independent contrac- 
tors; successful culmination of the corn 
loan insurance negotiations in Washing- 
ton; efforts toward a uniform agency 
licensing and countersignature law; a 
specifically designed insurance educa- 
tional degree. Mr. Forshay contended 
that insurance will continue to be sold, 
not given away or offered by mail. 


of Fire 


succeeded 


to the 


classes 


essary 
\n ever 


British Companies 
(Continued from Page 1) 


and obligations with American corpora- 
tions. United States branches of the 
companies comprising the Royal-Liver- 
pool Groups have operated here contin- 
uously for many years, and through 
wars, depressions, conflagrations, and 
other catastrophes occuring during that 
period, every obligation has been honor- 
ably discharged 

“These United States branches of ad- 
mitted companies must each have its 
own independent deposit-capital (equal 
to the capital requirements for the or- 
sanization of a similar American stock 
insurance company), and in _ addition 
they maintain other large deposits for 
the sole protection of their policyhold- 
ers and creditors in the United States. 
These deposits are all held in America 
and consist almost entirely of U. S. A. 
investments and cash in American 
banks. A very large percentage of the 
deposits and other assets of the com 
panies of the Royal-Liverpool Groups 
ire in United States Government bonds 

“Foreign policyholders and creditors 


and this equally holds good as regards 
foreign governments—cannot resort to 
such deposits until all American claims 


have been satisfied. The investment of 
the assets of such United States 
branches must be in accordance with 
our state laws and adequate reserves 


maintained at all times to cover all lia- 
bilities. 
Funds Are Under Control 

“The deposit-capital and practically all 
assets of the American branches over 
and above every day working require- 
ments are held in trust by an American 
trustee (usually a large American trust 
company) or are in the custody of state 
insurance departments. The trustee will 
not release the whole or any portion of 
such funds except with the prior con- 
sent of the insurance department of the 
state in which the branch is located. 
Therefore, in no eventuality, whether of 
war or otherwise, can any portion of 
these trusteed funds be withdrawn ex- 
cept with this consent, which obviously 
would not be given if in any way inimi- 
cal to the interests of the American 
policyholders or creditors, 

“It will thus be seen that for all 
practical purposes the United States 
branch of a foreign company is a sepa- 
rate entity, operating strictly in ac- 
cordance with United States laws and 
having its own independent funds and 
reserves. No problem due either to the 
withdrawal of funds or to depreciation 
of the pound sterling can therefore 
arise, as was amply demonstrated dur- 
ing the war of 1914- 18.” 


War Risks 


(Continued from Page 26) 

this week, are “un- 
able to handle the risks to anywhere 
near the amounts needed.” The com- 
mission does not have authority to en- 
gage in a general war risk insurance 
business covering maritime activities, al- 
though there is a bill before Congress to 
authorize a Government war risk insur- 
ance bureau similar to the one operated 


facilities granted 


during the World War. 
Criticism From Exporters 
Sharp criticism of marine insurance 


refusal to give war risk 
against the danger 
of cargoes by AIl- 
of export 


companies for 
insurance coverage 
of seizure or capture 
lied forces enlivened a meeting 
managers Tuesday at which problems 
created by war-time conditions were dis- 
cussed by foreign traders. At a meet- 
ing held by the Export Managers Club 
at the Hotel Pennsylvania, exporters in- 
sisted that seizure and capture was a 
legitimate war risk. Charles W. Ben- 
field, insurance broker, a guest at the 
meeting, defended the underwriters’ 
stand and explained that American ex- 
porters are no worse off in respect to 
seizure and capture protection than are 


competitors in other nations. Experi- 
ence in the last war, he said, has con- 
vinced underwriters of all countries 


should be eliminated. 

a vice-president of the 
National Foreign Trade Council, entered 
the discussion to assure exporters that 
a program to get the Government to re- 
insure war risks and also to include cov- 


that the clause 
W. S. Swingle, 


erage on possible seizure and capture 
has been worked out by the council in 
cooperation with other foreign trade 


groups and will be presented to the com- 
ing special session of Congress. 

“But Congress doesn’t meet until 
October 2,” one exporter shouted, “and 
in the meantime we are left without pro- 
tection.” 

He added that during the 
some risks to Mediterranean ports car- 
ried premiums as high as 50%, while a 
22% rate was common on cargoes to 
that area. At present, rates to the con- 
tinent range from 3 to 9%, the lower 
premium applying on American flag and 
neutral ships and the higher on the ves 
sels of England, France and Poland. 

World War Insurance Figures 

Under the title of “The World War 
and the Fire Insurance Industry,” a sur- 
pad bulletin was issued September 9 by 
Butler-Huff & Co. of Los Angeles, in- 
vestment brokers, covering the results 
for ten of the largest fire insurance com 
panies of the country, for the period 
1912 to 1922, with the figures divided 
into two sections, one of which was the 
pre-war and war years and the other 
the post-war years. The companies 
whose figures were used as the basis 


last war 


for the survey were Home of New _—— 
Hartford Fire, Aetna, Insurance Co. of 
North America, Continental, Fidelity- 
Phenix, St. Paul F. & M., Great Ameri- 
can, Phoenix of Hartford and National 
Fire of Hartford. 

The subject was taken up under the 
question and answer form, with two 
questions and a like number of answers. 
The first question was “How did the 
fire insurance companies fare during the 


World War?” and the second, “How 
will they fare as a result of this war?” 
The answer to the first question was, 


“They made huge profits which they did 
not subsequently lose, as did most in- 
dustries.”. The answer to the second 
question was, “Probably much_ better 
than during the World War, and with- 
out profiteering.” 

The brokerage office states that the 
ten largest fire companies received in 
1914 premiums from all lines amounting 
to $96,212,370. This increased to over 
$108,000,000 in 1915, to over $119,000,000 
in 1916, to over $152,000,000 in 1917 and 
to more than $177,000,000 in 1918. From 
1919 through 1922, post-war years, these 
same insurance companies increased 
their premium income from $198,000,000 
to $222,600,000. Underwriting profit is 
reported as increasing from $1,554,600 in 
1914 to $13,435,488 in 1918. Investment 
income increased from $8,405,000 in 1914 
to $11,489,260 in 1918 The liquidating 
values of these ten companies increased 
from $138,507,883 in 1914, according to 
Butler-Huff & Co., to $181,931,000 in 1918 
and to $280,712,131 in 1922, a gross gain 
of $142,000,000 and a net increase of 
$109,000,000. 


Pink and ‘Comey to Speak 
At General Brokers Dinner 


The General Brokers Association of 


the Metropolitan District will hold its 
fourteenth annual dinner and dance at 
the Hotel Astor in New York City on 


Wednesday evening, October 25. Insur 
ance Superintendent Louis H. Pink of 
New York will be the principal speaker 
and Justice Albert Conway, former Su- 
perintendent, will again act as toastmas- 
ter as he has for several years. 

Nathan 
dinner committee. 
chairmen are as follows: 
liam J. McLaren; invitation, Julius A. 
Cohen; seating, Abraham  Prusoff; 
music, Paul Simon; publicity, S. Nicoll 
Schwartz; ladies, Helen Brook. Tickets 
for the dinner cost $6 each. Tables 
have a seating capacity of ten. 


MEMORIAL TO SCHAEFER 

The New York Fire Insurance Ex- 
change on Wednesday adopted a memo- 
rial resolution to the late Otto E. Schae- 
fer, president of the Westchester. The 
resolution paid tribute to his ability and 
fine character. Several minor changes 
in rates and rating rules were adopted, 
including the addition of garagemen to 
the legal liability rule. Charles Bellin- 
ger of W. L. Perrin & Son was elected 
a member of the executive committee 


Greenbaum is chairman of the 
Other committee 
reception, Wil- 





for the unexpired term of Sydney T. 
Perrin of the same office, who resigned. 
\t the request of the agency and the 


interested company, the appeal of G. P. 
Bartenfeld, Inc., was postponed to not 
later than the October meeting. 


K. H. BAIR IN N. Y. HOSPITAL 

Kenneth H. Bair of Greensburg, Pa., 
former president of the National Asso- 
ciation of Insurance Agents, is now re- 
cuperating at the New York Hospital, 
525 East Sixty-eighth Street, New York 
City, from an operation which he under- 
went August 28. It is expected that he 
will remain at the hospital three or four 
weeks more. 


WHEAT INSURANCE PAYMENTS 
More than 11,000 wheat growers whose 
1939 wheat crop was damared have col- 


lected indemnity of 2,670,236 bushels of 
wheat under the Federal Crop Insur- 
ance program. The value of the indem- 


nity disbursed to growers up to August 


12 was $1,424,616. 


BLACKALL ON EXAMINATIONS 
Connecticut Commissioner Discusses 
Problems Associated With Com- 
pany Examinations 
Speaking this week before the Securi- 
ties Commissioners’ Association meeting 
at Skytop, Pa., Insurance Commissioner 
John C. Blackall of Connecticut dis- 
cussed “convention” examinations of 
insurance companies. He cited four 
main objections to the convention plan 
of examination, and discussed each of 
them. He also indicated four principal 
arguments in favor of the system. Con- 
necticut went along with the 
examination plan, he said, because he felt 
the arguments for the method were as 
strong as those opposed to it. Regard- 
ing the insinuation that one of the rea- 
sons for convention examinations was 
“to provide jobs for what is sometimes 
termed patronage,” Commissioner Black- 

all commented: 

“T am not prepared to say that this 
argument has substantial weight. As 
the situation stands today the National 
Association of Insurance Commissioners 
has not yet arrived at definite formulae 
on convention examinations, but has ar- 
rived at the point where a_ substantial 
majority of the commissioners are pre- 
pared to adopt the idea of reasonable 
representation and are further prepared 
to give the method a very fair trial. 

“If a proper representation can be 
ultimately worked out, as I think it can, 
there must be some resiliency to it. 
Then it will be in order for the conven- 
tion to further proceed in the develop- 
ment of a system of clarifying some of 
the elements involved. 


“In the first place, a definition of a 


convention examination may have to be 
arrived at as to its extent and scope. 
It will be necessary also, in my opinion, 


to arrive at some deiinite conclusion on 
the qualifications of examiners. It will 
be necessary to lay down some rule on 
the cost of examinations.” 


Pink pw Cos. For More 


Data on Acquisition Costs 
Insurance Superintendent Pink of New 
York has notified fire and marine com- 
panies licensed in the state that an addi- 
tional section for the reporting of com 
missions and field supervision expenses 
on New York State risks will be included 
in the 1939 fire and marine experience 
exhibit to be filed with the New York 
State Insurance Department by May 31, 
1940. 

The new section will provide for the 
following information by classes of busi- 
ness: 

1. Premiums less return premiums on 
direct business. 

2. Premiums less return premiums on 
reinsurance assumed 

Premiums less return premiums on 


reinsurance ceded 
4. Net premiums written (1 plus 2 


minus 3). 
5. Commissions on direct business. 
Commissions on reinsurance as- 
7. Commissions on reinsurance ceded. 
8. Net commissions (5 plus 6 minus 
7). 
9. Field supervision and other 
sition expenses on direct business. 
10. Total acquisition expense on direct 
business (5 plus 9). 
Ratio of commissions incurred on 
direct business (5 divided by 1). 
12. Ratio of total acquisition expense 
on direct business (10 divided by 1). 


14,916 in Nedenel Ass’n 


Membership in the National Associa- 
tion of Insurance Agents on August 31 
was 14,916 agencies, or only 225 less than 
the total of 15,141 a vear ago. Mean 
while the Ohio association of over 1,000 
members withdrew, so that the present 
figure means a net gain of about &00 
new members this year. Over 420 were 
acquired between mid-July and August 
Ji. 


RESIGNS FROM DEPARTMENT 

Oscar Hall, rate supervisor Minnesota 
Insurance Department, has resigned as 
of October 1. 
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) September 15, 1939 
INSURANCE COMPANY 
NEW YORK 
STATEMENT—JUNE 30, 1939 
ADMITTED ASSETS 
Cash in Banks and Trust Companies ... . $ 11,912,716.52 
FIRE United States Government Bonds .... . 10,613,871.00 
| All other Bonds and Stocks ........ 79,255,824.00 
| Premiums uncollected, less than 90 days due 9,318,885.22 
AUTOMOBILE Accrued Interest ............. 204,759.00 
CP Ce oe Oe eS 1,563,697.41 
MARINE $112,869,753.15 
| LIABILITIES 

; ; SS eee Se eo $ 15,000,000.00 
| and Allied Lines Reserve for Unearned Premiums... . . . 46,616,806.00 
Reserve for Losses ............ 4,632,412.00 
Pe Reserve for Taxes and Accounts ..... . 1,997,695.41 
Funds Held under Reinsurance Treaties . . 61,510.00 
se ee 44,561,329.74 
$112,869,753.15 
NOTE: In accordance with Insurance Department requirements—Bonds are valued on 
amortized basis. Insurance stocks of affiliated companies are carried on basis 
of pro-rata share of Capital and Surplus. All other securities at Market 
pi a at $3,100,267.00 and cash $50,000.00 in the above Statement 

are deposited as required by various regulatory authorities. 
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Elaborate Entertainment Planned 
For Agents’ Convention in Boston 


\ gala entertainment program has 


been saesaned for the annual convention 
of the National Association of Insurance 
\cents at the Ho‘el Statler in Boston 
during the first week of October. Charles 
H. Watkins of Boston is chairman of 
the entertainment committee at the get- 
together dinner Tuesday evening the 
Boston and Old Colony companies will 
be hosts. Ruby Newman and his well 
known dance orchestra will play. 

Another major treat is in store Wed- 
nesday evening when the M: issac husetts 
Bonding will conduct a New England 
festival at the Statler. A lobster dinner 
is the main attraction and is to be 
followed by vaudeville entertainment and 
dancing 

The following evening, Thursday, plans 
are rapidly being cicnelatel for the 
convention's “Boston Tea Party.” Al- 
though not official, the contemplated pro- 
gram calls for a conversion of the ball 
room of the Statler into the scene of a 
ship’s deck of 1770 portage. And if 
enough beans can be found, there may 
also be provided an old fashioned Boston 
baked bean supper. Entertainment is 
to be provided by the Metropolitan 
chorus of sixty male voices, the members 
to be dressed in the street costumes of 
1770, with special soloists lending gayety 
to the affair. Dancing will follow the 
Boston Tea Party, with special em- 
phasis on the square dance of the period. 

Arrangements are being made by Earle 
B. Dane of Providence, chairman, and 
his golf committee to provide accommo- 
dations at any of the numerous golf clubs 
near Boston to convention delegates. A 
golf tournament will be held Friday of 


TRADE PRESS AT BOSTON 


Record Number of Newspapermen Is 

Expected to Record Proceedings of 

National Association Meeting 

Advance registrations from staff mem 
bers of independent insurance trade jour- 
nals and newspapers for the Boston con- 
vention of the National Association of 
Ins surance Agents the week of October 
2 indicate that the convention proceed 
ings will be covered this year by a larger 
working press than ever before in the 
National Association’s history. 

The Insurance Field will again publish 
its convention dailies under the direc 
tion of Editor John E. Puckette of 
Louisville. He will be assisted by Man- 
aging Editor Elmer Miller, Jr., of Louis- 
ville, and Associate Editor Edgar M. 
Ackerman of New York City. 

Charles M. Cartwright, managing edi- 
tor of The National Underwriter, will 
have as his aides Associate Editor James 
C. O'Connor of Chicago, and Ralph E. 
Richmond, vice-president in charge of 
the magazine’s Boston office. 

The convention citv’s home insurance 
trade papers, The Standard and The 
Insurance Age-Journal, will be well rep- 
resented. C. E. Belcher, editor of The 
Standard, although not in the best of 
health, will undoubtedly be present for 
one or two of the sessions. Stanley S. 
Knowles, managing editor, and W. N. 
Woodland, associate editor, will handle 
the news details for The Standard. 

Editor Frank Armstrong will represent 


local committee. 


taken on sig sht- seeing tours 
W which will con- 


On Wednesday afternoon the 
* visiting women 
first performances of 
’ a Rodgers and Hart musical. 


- to Manchester-by-the-Sea. d 


Essex Country 
> golfing and bridge 


several ye s wee fore the convention proper 
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which will also be 


committees who have helped to arrange 


afternoon members of the 
i » and their wives will 


’ buffet supper, prob- 
Algonquin Club. 





delphia will be represented by President 


X%. Rowland Dearden 3rd and an editorial 


~, and Robert W. 


» Weekly Und r- 


., PHOENIX OF LONDON--AMERICAN 
Le. & L. & Gie+ FIDELITY PHENIX 


110 William Street 





LEVANT PRESIDENT AGAIN 


Minnesota Agents Change Working Plan 
of State Association; Adopt 
Several Resolutions 

A new setup in conduct of the Minne- 
sota Association of Insurance Agents 
got under way last week when the mem- 
bers voted to revise the constitution, 
abolish several offices and employ a 
part time executive secretary. The asso- 
ciation reelected Harry Levant, Eveleth, 
president, and Arthur Hirman, Roches- 
ter, chairman of the exccutive commit- 
tee. Offices of twelve district vice-presi- 
dents and of the secretary-treasurer 
were abolished. Twelve district chair- 
men will be named to replace the vice- 
presidents and Frank Preston, Minne- 
apolis, becomes executive  secretary- 
treasurer instead of secretary-treasurer. 

The agents went on record in favor 
of better rates and broader coverage for 
preferred classes of business and they 
also favored five year premiums on de- 
sirable lines, payable in annual instal- 
ments. Other resolutions adopted in- 
cluded conference and cooperation be- 
tween companies and agents regarding 
changes in policies and rates before they 
are made effective. Another urged re- 
placement by bureau companies of the 
reduction in commissions made on safe 
driver reward policies. Speakers at the 
final session were George Teeson, Alex- 
andria, Minn.; R. W. Forshay, Anita, 
Iowa, of the national executive commit- 
tee, and Wellington Potter, Rochester, 


N. Y. Square Club to Meet 
The Insurance Square Club of New 
York, Inc., will hold its first Fall meet- 
ing next Monday evening, September 
18, at 7:30 o'clock at Block Hall, 23 
South William Street, New York City. 
Sergeant Thomas J. Martin, superin- 





tendent of the homicide squad of the 
New York Police Department, will be 
the speaker. A pre-mecting gathering 
will be held at Miller’s Restaurant at 
144 Fulton Street, with dinner at 5:30. 
George R. Miller of the Central Fire 
Agency, Inc., is president of the Square 
Club. 
NEW INDIANA AGENCY 

Resignation of Ross E. Coffin as treas- 
urer of Gregory & Appel of Indian- 
apolis, to open his own insurance 
agency has been announced. He _ had 
been with the large fire and casualty 
agency six years. The Ross E. Coffin 
State Agency has temporary headquar- 
ters at 919 Fletcher Trust Buildine and 
after October 1 will be at 1001 Cham- 
ber of Commerce. The agency wi'l 
represent the Boston, Eagle Star and 
Old Colony insurance companies in cen- 
tral Indiana. For the last two years Mr 
Coffin has been president of the In- 
diana Association of Insurance Agents. 


John M. Francis will file reports of the 
convention sessions for The New York 
Journal of Commerce, while The Chicago 
Journal of Commerce will be represented 
by its Boston correspondent, John R 
souldry. Mr. Bouldry will be assisted 
by Alfonso Johnson, free lance reporter 
and manager of the Dallas Association 
of Insurance Agents. 


HARTFORD NATIONAL— FIREMAN’S FUND 
NORTH AMERICA U.S. FIRE FRANKLIN 


EXPERIENCE 


Service Si nee | B94 CO-OPERATION 


O’'GORMAN & YOUNG, Inc. 


A LEADING NEW JERSEY AGENCY 


- - - - NEWARK, N. J. 


New York Brokerage Office 


W. E. Craig, Mgr. 


D. A. N uth Presi 
Of New Haven Agency 


SUCCEEDS DONALD G. NORTH 
Both Have Been Pocuninant in Agents’ 
Associations; Agency Established 
Ninety-six Years Ago 
Announcement is made of the retire- 
ment of Donald G. North as president 
of North’s Insurance Agency, Inc., of 
New Haven, Conn., and the election of 
David A. North to succeed him in that 
capacity. Also, William J. Read, for 
several years a member of the same 
agency, is appointed to the office of 
secretary. David A. North will continue 
as treasurer, which post he formerly 

held. 

The new president of the agency 
comes from a long line of insurance 
men, the agency having been founded 
nearly 100 years ago, in 1843, by his 
ereat-grandfather, John G. North. His 
grandfather, John C. North, was the 
first president of the Connecticut Asso- 
ciation of Insurance Agents, and an early 
president of the National Association. 
His father, J. Richard North, was for 
vears secretary of the Connecticut asso- 
ciation, later elevated to its presidency, 
and while in that office died during the 
Richmond convention of the National 
\ssociation in 1920. 

David North, the fourth generation in 
the agency, is at present the head of 
the New Haven Association of Insurance 
Agents after serving several years as 
its secretary, and is also a member of 
the National Association’s executive com- 
mittee. He was for some time connected 
with the Hartford Fire at Hartford and 
New York, and joined the agency which 
he now heads in 1926. 

Mr. Read has been in the insurance 
business for seventeen years in Bridge- 
port and New Haven, and has been a 
member of the agency official family 
since 1931. 

North’s Insurance Agency is one of 
the few fourth generation agencies in 
the country, and it is believed to be 
the oldest agency in the New England 
States. 


H. Edward Bilkey Forms Own 
Brokerage Office in New York 


H. Edward Bilkey, well known in fire 
insurance circles, announces the estab- 
lishment of the H. E. Bilkey Corp., a 
brokerage organization handling all “x s 
y insurance. The office is located at 55 

Liberty Street. For some years Mr. ‘Bil, 
key was first vice-president of the Globe 
& Rutgers and the Stuyvesant. 

He was acting president of the G. & R. 
during the period of its rehabilitation 
and later served as executive vice-presi- 
dent. He has been asscciated with the 
J. S. Freylinghuysen Corp. for many 
years. 


New Course in Brooklyn 
On Fire Schedule Rating 


Marquand School, Y.M.C.A., Brook- 
lyn, has arranged to have a course that 
will include fundamentals and a work 
ing knowledge of fire insurance sched- 
ule rating. It will be in charge of Her- 
bert J. Pohs, instructor in charge of in 
surance at the school. 

This series he twelve lectures will be- 
ein October 6, and conclude December 
22. The fee ey be $15. Experts from 
the insurance companies, New York 
Fire Insurance Exchange and the Na- 
tional Board of Fire Underwriters, make 
up the staff of lecturers. They are 
James D. Waite, Crum & Forster; C. 
C. Dominge, Commercial Union; R. P. 
Arlt, New York Fire Insurance Ex- 
change; H. E. Newell, National Board 
of Fire Underwriters; R. D. Knapp and 
David S. Duncombe, New York Fire In- 
curance Exchange; D. H. Lester, J. A. 
Eckert & Co.; Arthur N. Eagles, Hart 
ford Fire. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 














A few days ago I was pleased to re- Pennsylvania, but more particularly in 
ceive the following letter from F. O. the county of Philadelphia. See 25 
Affeld, Jr., well known New York insur- Green Bag 59, by J. O. Skinner. 


ance attorney, member of the firm of “The omission of ‘S.S.’ in a_ legal 


\ffeld, Sowers & Herrick and son of document is not material enough to in- 
the late Francis O. Affeld: validate it. 
“Dear Mr. Hornbostel: “Yours sincerely, 

“Thank you for the items about father “F, O. Affeld, Jr.” 
in The Eastern Underwriter. I had read x * * 


the first one of August 4, but missed the 
one in the issue of August 18 Your 
mention of Deghuees takes me back to 
pre-Polytechnic days. 

“You are quite right that many law- 
yers do not know either the origin of 
the abbreviation ‘S.S.’ or its meaning 
The following is from Bouveir’s Law 
Dictionary : 


Redwood Saplings in East 

I just noticed a letter from a reader 
of the N. Y. Herald Tribune wherein he 
speaks of attempts to transplant the 
large California trees, the sequoia and 
redwoods to the East (in connection with 
recent planting of a redwood sapling at 
the World’s Fair). The writer of that 
letter, a Douglas K. N. Noyes, correctly 

““SCILICET (Lat. scire, to know, states that the editor is mistaken that 
licit, it is permitted; you may know; this is the first time an attempt was 
translated by “to wit,” in its old sens€ made to propagate a redwood in the 
of to know). That is to say; to wit; East. When I lived at Rochester, N. Y., 
namely. * * * 1897 to 1899, a redwood sapling or seed 

‘It is said to have been used inter- transplanted by Messrs. Ellwanger and 
changeably with videlicet. It came to be Barry, leading tree nurserymen, was 
contracted into ss. Its chief use was in prospering at the corner of Mount Hope 
connection with the venue of an action. Avenue and South Street, and was about 
Scilicet was used to particularize a gen- twenty feet high, the location being the 
eral statement, thus: “London ss. In _ front lawn of their residence property. 
the Ward of Cheap,” meant at London, It was considered quite a curiosity and 
but more particularly in the ward of was visited by many. 
Cheap. When, in 1706, it was enacted 
that the jury should no longer be sum- 





Virginia Allows General To 
Write Participating Risks 


The Virginia Corporation Commission 
has authorized the General of Seattle to 
write participating policies in that state 
and this is the first time such permis- 
sion has been granted a stock fire com- 
pany. In its order the commission re- 
quired that the company add to its poli- 
cies the following clauses: 

“This policy is issued by a_ stock 
company having special regulations law- 
fully applicable to its organization, poli- 
cies or contracts of insurance, which 
involve the principle of participation on 
the part of the policyholders, and of 
which the following shall apply to and 
form a part of, this policy, to wit: 

“The said company shall be a stock 
company operated on the participating 
plan, and the board of directors of said 
company may from time to time distri- 
bute equitably to the holders of the 
policies issued by said company such 
sums out of the earnings as in its judg- 
ment is proper, setting aside from said 
earnings such sums for dividends to be 
paid stockholders and for surplus as the 
board of directors shall see fit. Such 
distribution of earnings may be made by 
an equitable apportionment to all policy- 
holders of the company, irrespective of 
the class and character of their risk or 
risks, or the board of directors may, in 
its discretion, classify the risks of the 
company according to the various haz- 
ards covered and distribute such earn- 
ings or any portion thereof to the policy- 
holders in each classification according 
to the experience of the company in 
such classes.” 





MANAGER RICE GOES HOME 

W. J. Rice, assistant manager Nor- 
wich Union Fire, who has been visiting 
the United States branch, lias sailed for 
home. He had intended to visit the 
Pacific Coast and Canadian branches, 
but outbreak of war changed his plans: 





moned de vicineto, and the parish and 
ward were dropped from the venue, the 
pleaders held fast to the ss. (as “London 
ss.") though it had become meaningless. 
But the prevalence of county courts in 
America has brought back its real use. 
It should be written thus: 
Commonwealth of Pensylvania, ss. 
County of Philadelphia 
meaning: In the commonwealth of 


GRAND UNION 
Underwriters 





Fire Insurance Accounting 
Course of New York Society 


The fire insurance accounting course 
of the Insurance Society of New York 
will start this year on October 9 and 
continue until March 25. There will be 
fifteen lectures and a final review. Lec- 
tures will be held on Mondays from 5:15 
to 6:30 p.m. in the assembly room of the 
society at 100 William Street, New York 
City. Cost of the course will be $7.50 
to members of the society and $12.50 to 


FACULTATIVE 


EINSURANCE 





non-members. 
The committee in charge of this course 
is headed by Robert C. Angus, secretary 


FIRE AND 





Northern Assurance. Other members of 
the committee are Austin R. Matthews, 
secretary, Pacific Fire; Joseph Raywid, 


ALLIED 


LINES 





president Joseph Raywid & Co.; Frank 
RK. Scott, secretary, New York Under- 
writers, and Everard P. Smith, secre- 
tary, Norwich Union Fire. Lecturers 
will include G. Crapser, assistant sec- 
retary, Pac he Fire; Robert C. Ratcliffe, 
treasurer, Newark Fire, and Messrs. 
Matthews, Angus and Raywid. 


JAMES MADE SPECIAL AGENT 
L. M. James, Southern California in- 
surance man, has been appointed spe- 
cial agent for New York Underwriters 
Insurance Co. in Los Angeles, succeed- 
ing J. M. Wallace who retires after 
twenty years with the company. Mr. 
James used to be a special agent for 
Security of New Haven and then was in 
the investment security business. He 
as with Chapman & Co. until named to 


Fester, Fotherg:ll & Hartung 


Attorneys 
JOHN A. HEINZE, MANAGER 


90 JOHN STREET « 


NEW YORK, N. Y. 





his present post. 


Iowa Agents Elect 
H. C. Brown President 


ACT ON COUNTERSIGNATURE 


Resolution Declares Commission Be- 
longs to Agent at Location of 
Insured Property 


By Otto Weber 


The lowa Association of Insurance 
Agents with a record attendance of 256, 
concluded its thirty-third annual con- 
vention at Mason City by _ elevating 
Harry C. Brown of Mason City to the 
presidency. Brown had served as vice- 
= during the past year. E. 
Cady of Burlington moved into line for 
the next president as a result of his 
election as executive vice-president. 
John S. Cuiter of Shenandoah was 
named secretary-treasurer for the sixth 
time and R. W. Forshay, Anita, was 
re-elected councilor. 

Four regional vice-presidents selected 
under a new setup, were Lyle Jeffries, 
Clinton; Frank Stauffer, Colfax; Leon 
Morse, Council Bluffs, and Robert S. 
Andrews, Sioux City. 

Selection of the 1940 meeting place 
was left pending until a later executive 
committee meeting after Des Moines 
and Cedar Rapids carried on spirited 
campaigns. It is possible a mid-year 
meeting will be held in Des Moines and 
the 1940 convention will be given to 
Cedar Rapids. 


Countersignature Law 


The association adopted a_ resolution 
calling for definite action on a fair and 
equitable principle of operation of the 
countersignature law recently passed by 
the state legislature. The resolution 
declared that the countersignature com- 
mission rightfully belongs to the agent 
residing at the location of the insured 
property and any _ centralization of 
agency appointment for the state is con- 
trary to agency ethics and a violation 
of the constitution. 

Although no action was taken on a 
qualification law, it was mentioned on 
the floor several times, and is expected 
to be included in the new executive 
committee plans for the coming year. 

President Hopkins in his report said 
the association had more than doubled 
its membership up to September 1, 
jumping from 219 members a year ago 
to 468. He recommended the formation 
of county boards and the hiring of 
full-time paid secretary or manager 

P. J. Leen, Chicago, superintendent of 
the marine division of Fireman’s Fund, 
offered an instructive talk on marine 
coverage. Mr. Leen claimed that many 
agents do not recognize marine business 
when they sce it. He explained how 
floaters can be written to cover trans- 
portation of goods both domestically and 
abroad and described other forms car- 
ried in the marine line. 

Coeudindiniia came in for a lashing, 
both from Walter L. Falk, New York, 
of the Royal-Liverpool, and C. F. Lis- 
comb, Duluth, a member of the national 
executive committee. 

T. Y. Beams, New York, vice-presi- 
dent of Eagle Indemnity, explained re- 
cent developments in the casualty lines. 





Fireman’s Fund Conference 

A glimpse of present business condi- 
tions from a nation wide viewpoint has 
been brought to head office officials of 
the Fireman’s Fund through its mana- 
gers who are in San Francisco from 
New York, Boston, Chicago, Atlanta and 
Los Angeles. 

Those who are attending the confer- 
ences are James F. Crafts, manager, 
Eastern department, with offices in Bos- 
tion; Edward D. Lawson, manager, 
Western dcpartment, Chicago; Russell 
W. Michael, manager, Southern depart- 
ment, Atlanta; Frederick B. McBride, 
manager, Atlantic marine department, 
New York, and Raymond L. Ellis, as- 
sistant vice-president in charge _ of 
southern California operations in Los 
Angeles. 
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saeniiibies Ideas 
Suggested by Duffus 


COORDINATING 3 ONE’ S EFFORTS 
Building on Sound Foundation of Quality 
Rather Than Price; Using Company 
Help; Self-Education 





Streamlining the Insurance Business 
was the subject of an address by Roy 
\. Duffus to the Pennsylvania Associa- 
tion of Insurance Agents at Werners- 
ville September 14. Mr. Duffus is sec- 
retary of the James senate, agency. 
He talked about production, giving nu- 
merous examples of new ideas and sub- 
mitted samples of materials used by him- 
self. His talk was considered of par- 
ticular interest and value at this meet- 
ing. He holds that in discussing this 
subject one must consider three points: 
“The part our companies and other 
groups play in aiding us in serving the 
public; our own part, in educating our- 
selves, and the methods by which we 
must acquaint the insuring public with 
the importance of the part the Ameri- 
can Agency System plays in safeguard- 
ing the lives and property of American 
citizens. 

“To support us in our efforts we must 
have insurance companies of unques- 
tioned stability; commissions must be 
adequate to cover proper servicing of 
every risk. Each client should be given 
a guaranteed cost insurance contract, 
and standard coverage written at stand- 
ard rates. The sound insurance agency 
is founded on quality, not price. 


Supported by Companies 

“In addition to stability, capital stock 
insurance companies provide other val- 
uable services. They support the Na- 
tional Board of Fire Underwriters, which 
in turn supports Underwriters Labora- 
tories. The Association of Casualty & 
Surety Executives is actively engaged 
in working out its plan to develop bet- 
ter relations with the public. We should 
use the field men of our companies. Each 
is a specialist in one or more fields. 
Learn to know them better. Make use 
of their valuable services. 

“The state association is automatically 
a member of the National Association. 
It is a service organization. Its value 
is often unappreciated. Its code of 
ethics is one of the classics of our pro- 
fession. Through this code we are to 
consider foremost, the rights of the pub- 
lic. It is our passport to the homes and 
the industries of our communities. 
Place a copy on the walls of your 
agency. 

“Our state association and our local 
boards must not be overlooked. They 
are a necessary part of our equipment. 
Conventions such as this are forceful 
answers to the question, ‘Why should I 
belong to my state association ?’ 

“With a background of service giving 


organizations we are ready to do our: 


part. However, we cannot plow a field 
by turning it over in our minds. We 
as agents, must actively play our part.” 

Mr. Duffus outlined the more import- 
ant items of insurance education and 
proceeded: “Read your trade papers. 
Assign one or more to each member of 
your agency. Have them discuss im- 
portant items at your office meetings. 
Make notes for your field men to an- 
swer. Study unfamiliar lines. Take a 
course in public speaking. Learn the 
fundamentals of salesmanship. And noy, 
with a background of service and 
knowledge, let us get to work. 

Mode of Expression 

“The wise insurance agent learns to 
express himself in words and actions 
which can be understood by the insur- 
ing public. In our contacts with the 
public we should have a knowledge of 
letter writing, but our most important 
contacts with the public are made in 
person. 

“The progressive insurance agent 
seeks new ways to service old and new 
clients. 


Insurance Courses 


“Business schools will welcome 


courses on insurance, aimed at. telling 
their students how to buy insurance in- 
telligently, and to educate them on the 
important part insurance plays in the 
business world. The American Institute 
of Banking, through its local chapters, 
will be interested in a course On insur- 
ance aimed to help them protect prop- 
erties owned and controlled by the local 
banks. 3ar associations will welcome 
joint meetings for a discussion of points 
such as the additional interests clause 
in the automobile liability policy. Co- 
operation with our attorneys will be 
helpful to them and to us as well. 
“Highway safety campaigns rank high 


among projects aimed to better com- 
munity life. Let us not advertise the 
other fellow by knocking him. We are 
wise if we boost our own product in- 
stead. There is good business ahead 
for the agent who will prospect each 
day, and who knows his business. 

“We have tools in the insurance busi- 
ness. They must be used intelligently. 


Words and knowledge are the tools of 
the insurance men. The competition of 


the present day requires keen tools. 
The master craftsman uses keen tools. 
He keeps them sharp. And, from time 
to time, he adds new ones. A _ splendid 
example for us all to follow.” 





CHISELERS FALL TOURNAMENT 

The Chiselers will hold their Fall 
volf tournament at the North Hemp- 
stead Country Club, Port Washington, 
L. I., on Tuesday, September 26, it is 
announced by President H. H. Kraemer. 

CANADIAN LOSSES LOWER 

Fire losses in Canada were seasonably 
low during the week ended with August 
19, the estimate being $132,200, which in 
cludes numerous barn fires and three 
fairly large mercantile fires. The total 
for the vear to date is $9, 582,950 com 
pared with $10,994,875 for the correspond- 
ing period of last year. 


FIRE PREVENTION WEEK - OCTOBER 8-14 





* To the insurance man Fire Prevention Week 
offers not only an opportunity to render a public- 
spirited service to his community but also to 
pay goodwill calls upon clients and prospects, 
with specific suggestions and active cooperation 
in planning specific Fire Prevention Week pro- 


grams. 


It is of particular importance to urge indus- 
trial and commercial concerns to conduct spe- 
cial Fire Prevention Week check-ups of their 
premises. For that purpose the National Board 
of Fire Underwriters has prepared special self- 
examination blanks. These blanks are obtain- 
able upon application to the National Board, 
but for your convenience all A.D.T. offices 
have been supplied with these blanks and you 


obligation. 


Illustration from National Board 
of Fire Underwriters’ 1939 poster 


may have them on request without charge or 


A.D.T. also will be glad to cooperate with you 
in any way possible in pointing out hazards and 
preparing suitable protection recommendations, 
as well as suggesting arrangements whereby 


your prospects and clients can obtain more ef- 


fective protection at less cost by revising less 
effective but more costly protection measures. 

This year as in the past, the A.D.T. organiza- 
tion is pledged to cooperate in every manner in 
this annual effort to reduce the nation’s fire 
losses. For any cooperation we may be able to 
give you, do not hesitate to get in touch with 
the A.D.T. office in your city—or write to our ex- 
ecutive offices at 155 Sixth Avenue, New York. 


A.D.T. ELECTRIC PROTECTION SERVICES 
Controlled Companies of AMERICAN weanend TELEGRAPH co. 155 Sizth . Avenue, New York, N..¥. 
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Standing by Principles Essential 
To Saving Agency System—Bennett 


The primary reason for the existence 
of the National Association of Insur 


ance Agents is to preserve inviolate the 
! 


American Agency System, and at. the 
present moment that system is” bein 
seriously threatened fronf several direc 


tions, Walter H. Bennett, general coun- 
sel of the association, told the New Jet 
sey Association convention at its an- 
nual meeting in Asbury Park last week 
For months he said leaders of the Na 
tional Association have — consistently 
preached the doctrine of solidarity so 


that organized agents will be fully pre 
pared and strong enough to meet suc 
cessfully these challenges to the Ameri 


can Agency System 

Speaking of the necessity of the as 
sociation and its members standing by 
its principles and cooperating with com 
panies which adhere to such principles 
Mr. Bennett said: 


Principles Supported Must Be Correct 


“Obviously, if 
the theory of 


there is anything in 
olidarity and coopera 
tion, the memtbershio of any organiza 
tion of agents must give heed to sup 
porting the underlying principles of such 

vanization, by permitting their alle 
giance to flow to insurance companies 
supporting those principles. If a given 
principle is not a correct one, then it 
should be abrogated. We have erected 
a standard in this country, to the mast 
head of which has been nailed a ban 
ner reading: to support right principles 


and to oppose bad practices. We have 
no authority in reason or morals t 
support a principle that is not right n 

to oppose a practice that is right. 


“We have no right to 
arents of this country to 


expect the 
follow any 


enactinent 


should be 


cheered at the time ot thei 
“Proper rules of practice 
equally binding upon both companies 
and agents. It is just as unrighteous 
for agents to carry on practices that are 
inimical to the well-being of the insur 
once business, as it is for companies to 
disregard like principles and precepts. 
“The year following the enactment of 
the Milwaukee Declaration in 1924, a 
special European representative of the 
United States Department of Commerce 


said about the National Association and 
all other like organizations: “Trade as 
sociations have a great servite to per 


form from the standpoint of self-purga 
tion. It is for them to set up ethical 
standards in their business and to have 
a care that these standards are lived 
up to. The unworthy, the unscrupulous, 
the consciousless, the men who will not 
play the game, can be corrected and if 
necessary cast out of good trade society. 

In respect to commercial prinéiples, 


we are learning that it is better busi- 
ness to cure abuses from within than 
from without.’ 

“Let us accept this statement—few 


and apply 
What has 
and what 


men will deny that it is true 
it to our agency associations. 
the National Association done 


it is doing to improve the business of 
insurance? | am not so much con- 
cerned with what it has done in the 
past—that is all history now and has 


general approbation from all sides 

as | am about what the National As- 
sociation and the various state associa- 
tions throughout the country are doing 
at the present moment, or propose to 


do in the immediate future 


won 


Preservation of Agency System 


other kind of leadership. Likewise we “T am confident that no one in this 
‘nsist that the agents must follow the convention would ask why we have de- 
National \Association in supporting veloped principles and why we should 
pring oa that are right, or there will stand by them. But others may. The 
come 1 disintegration of association answer is that the primary reason for 
vork and an abandonment of all prin the existence of the National Associn- 
ciples that have been so vociferously tion is to preserve inviolate the Ameri 
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can Agency System. We want to pre 
serve this system because it is the best 
and most economical means of distrib- 
uting insurance protection to the Ame i 
can public. All the principles developed 
by the National Association have been 
both idealistic and practical. For wht 
are the principles of agents’ ownership 
of expirations, non-overhead writin’ 
protection against wrong competition of 
others, discontinuance of the appoint 
ment of financial institutions as agents, 
limited agency representation of the 
same company in the same _ territory, 
but practical ideals? T can see no» 


of disassociating these principles from 
the preservation of the system. 
“If the preservation of the agenev 


system is dependent upon the preserv> 


tion of these principles inviolate, and 
the agency system is in the best inter 
est of the insuring public, then these 


a vital part of Ameri 
can business life. It has been urged by 
many economists and by responsible 
leaders in’ insurance, that American 
business is entirely depéndent upon the 
protecting arm of insurance; that with- 


principles become 


out it, business could not function. This 
means, if my reasoning is correct and 
my conclusions logical, that American 


business would sutfer grievous, if not be 


utterly destroyed if National Associa- 
tion principles were to be abrogated. 


with the insurance business degenerat- 
ing into chaos 
No Exceptions to Principle 

“We are witnessing today the strange 
anomoly of practically every insurance 
company doing business in this coun- 
try, agreeing that the established prin- 
ciples of the National Association arr 
right and necessary for the proper 
functioning of the business, and at the 
same time some of them 
operate on the theory that they should 
apply to all others but not themselves; 
that a specious reason exists here, there 
and yonder, why a given practice, run 
ning counter to these principles, should 
be held to be an exception to the gen- 


eral rule for this, that or the other 
reason, 
“T realize that it is often stated that 


there should be an occasional exception 
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lo a ssi rule, but I submit that you 
cannot make an exception to a _prin- 
ciple and preserve its integrity.” 
Discusses Virginia Decision 
Mr. Bennett also discussed briefly the 
victory of the agents in Virginia where 
a Federal court last week held consti- 
tutional the countersignature law. He 
said the agents want company employes 
to stay out of the production of busi 
ness and also refrain from countersign- 
ing policies. Conferences with com- 
panies will continue and the aim will 
be to restore orderly processes without 
hardships to producers or compan'es, 


W. J. Dearden Talks On 
Reducing Auto Accidents 


William J. Dearden, deputy commis- 
sioner of the New Jersey Department 
of Motor Vehicles, told of steps being 
taken to reduce automobile accidents. 
One of the big problems is pedestrian 
injuries, there being now apparently a 
complete misunderstanding between 
pedestrians and car drivers as to the 
rights of each. The task is, he sa‘d 
to educate pedestrians on dangers of 
crossing roads and to educate drivers 
on the rights of people on foot to cross 
at road and street intersections with- 
out being interfered with. 

If education alone fails then stringent 
law enforcement will follow. Accidents 
reveal that pedestrians contribute to a 
large number of them by unsafe prac- 
tices, he said, and at the same time 
drivers will have to be ready to give 
more consideration to the pedestrian. In 
New Jersey there has been a noteworthy 
decline in automobile fatalities last year 
and so far this vear. 


Rural Forum 


(Coniinued from Page 27) 
is planning to remodel his garage and 
hires a contractor for the job. If a 
neighbor’s child is injured as a result of 
the construction work, the insured would 
be protected by the policy. True. 

12. There is a frontage charge for 
O.L.T. liability policies for all classi- 
fications. False. 

13. The automobile 
bility coverage protects an insured while 
traveling in Mexico. False. 

14. If a named insured replaces his 
automobile with another car the policy 
will automatically apply to the new car 
for ten days. True. 

15. The National Board of Fire Un 
derwriters is an educational, engineer- 
ing, statistical and public service organ- 
ization of the capital stock fire insur- 
ance companies. True. 

16. A $5,000 blanket position bond af- 
fords a maximum of $5,000 protection 
should one or more employes prove to 
be dishonest. True. 

17. Farm buildings within 100 feet of 
a building containing in excess of five 
bales of hay take the rate of such ex- 
posing building. False. 

18. Livestock must be insured under 
a specific item and the policy form 
must set a limit of value per head on 
each kind. True. 

19. If a workmen’s compensation 
policy includes two or more classifica- 
tions, the loss and expense constant 
shall be the lowest loss and expense 
constant applying to any classification 
appearing on the policy. False. 

20. Inservants and outservants em- 
ployed on farms take different rates per 
capita, but have the same loss and ex- 
pense constant charge. True. 


GETS COURSE CERTIFICATE 

Earle B. Pierson of Plainfield, N. J.., 
was presented by Charles E. Meek, Jr., 
at the convention with his Associate 
Certificate for completing the one year 
insurance educational course at the Uni- 
versity of Newark sponsored by the New 
Jersey agents’ association. He will con- 
tinue his studies this year and if suc- 
cessful will receive a Fellow Certificate. 


B.I. and P.D. lia- 
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Tips on How to Build 
Business Through Surveys 


Building business through the use of 
surveys was outlined by Samuel J. Shut- 
tleworth, agent of Atlantic City on Fri- 
day morning. For agents who have not 
used the survey system before he urged 
them to begin with their present policy- 
holders and also not to make elaborate 
surveys on the small type of risk, the 
effort being more than the business 
could be worth. Having sold the sur- 
vey idea to one assured he recommended 
getting an endorsement and continuing 
under sort of a chain system. 

Never deliver a completed survey ex- 
cept at a personal interview, Mr. Shut- 
tleworth advised, so that its findings and 
recommendations can be explained thor- 
oughly. A well prepared survey consti- 
tutes a complete visual record of a man’s 
insurance and unprotected needs and 
thus an aid to additional sales. The 
care and neatness with which surveys 
are prepared and existing policies han- 
dled tend to impress prospects with an 
agent’s thoroughness. As_ insurance 
cousellor an agent accepts responsibil'ty 
of having a thorough knowledee of his 
business, therefore surveys should he 
tried only by agents who feel them- 
selves fully competent. 


Credit Plan 


(Continued from Page 27) 
surance, casualty, filelity and other 
types of insurance with all its ramifica- 
tions. 

Both credit men and insurance men 
agree that a proper analysis of insur- 
ance coverage can only be made after 
a survey of the insurable hazards and 
an examination of the insurance carried 
by the customer. It is further agreed 
that such a survey and examination can 
be best made by a qualified insurance 
man who knows the customer and the 
conditions under which he is operating, 
Mr. Whitney said. 

Will Give Fire Insurance Analysis 

“Although it very probably is subject 
to correction and refinement this fact 
finder, when used in conjunction with 
the insurance statement, would give to 
the credit man the best analysis of his 
customers’ insurance coverage that we 
have yet seen. It outlines the insurable 
hazards, the kinds and values of prop- 
erty, the operations and activities, and 
the individuals that are necessary to the 
continued operation of the business. It 
further provides for a statement to be 
signed by the insurance agent to the 
effect that he has examined the insur- 
ance carried by the customer and that 
in his opinion all insurable hazards to 


which the customer and his business are - 


subject are adequately insured to pro- 
tect his credit. Of course, if the cus- 
tomer is not adequately insured the in- 


surance agent will qualify that state- 
ment, 

_ “The suggested method of procedure 
is that when a credit man_ secures, 


through his salesman or otherwise, bank 
and trade references from a customer, 
that at the same time he secures as a 
credit reference the name of the insur- 
ance agent who is serving the customer 
the most. The credit man will then 
send a specially prepared form letter 
on his own letterhead to the insurance 
agent. He will enclose with the letter 
duplicate copies of the fact finder and 
the insurance statement. 

“The insurance agent will visit the 
customer if he does not have the re- 
quired information at his office. He 
will explain to the customer that he is 
visiting him because his name was given 
as a reference by the customer. He will 
explain to him that in order to make a 
report that a survey of the insurable 
hazards and an examination of insur- 
ance is necessary. After the questions 
in the fact finder and the insurance 
statement have been answered the in- 
surance agent can make his statement 





on the back of the fact finder and mail 
these reports to the inquiring credit 
man. 

“It has been suggested that the insur- 
ance agent file the duplicate copies of 
the forms so that if he receives other 
inquiries he may reply to them without 
going to the trouble of calling on the 
customer again. 

“In order for this arrangement to suc- 
ceed it is of course important that both 
the fact finder and insurance statement 
be made out completely and_ then 
promptly mailed to the inquiring credit 
man. There may be some _ insurance 
avents in this country who are not quali 
fied to make a complete and accurate 
survey of hazards and coverage, but 
there certainly is no group represented 


throughout the country that is better 
qualified. 
Support From Insurance Companies 


“We do not know at this time where 
or how a credit man could secure a 
more complete or more accurate report 
on the insurance coverage of a customer 
The insurance companies are so keenly 
interested in this arrangement that they 
will do everything possible to encourag: 
their agents to give the very best at 
tention to all inquiries from credit men 
One company is urging its field men 
“nd district men to advise all agents to 
handle this new arrangement carefully 
and promptly. 

“The information on the feet find 
and insurance statement as with all 


other credit information must be han 
died on a confidential basis. A breach 
of confidence would react on every 
party concerned—your customer, the 
credit man and yourself. The credit 
man realizes the necessity of protecting 
the source of credit information for his 
success in his work depends on main 
taining and developing sources of credit 
information, 

“Now, we can check the results. The 
credit man has his report. The insur 
ance agent has made a survey of his 
customer’s insurable hazards and an ex- 
amination of his insurance coverage. In 
surance agents believe that such a su 
vey and examination weuld prompt any 
intelligent business man to meke = sur 
that he is properly insured.” 
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Sales Helps 






Sales are made by personal calls but... advertising 


folders sent to logical prospects prepare the way 


for your call and help you do a better selling job. 


Agents and brokers representing companies of 


the Fireman’s Fund Group are urged to make use 


of these valuable sales helps. 
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145 vears have marched across 


the arch of time since the 


founding of the Insurance 
Company of the State of Penn- 


sylvania on April 18, 1794. 


And the keystone in that arch 
has always been intelligent co- 
operation with the progressive 
agent to provide maximum 
protection, prompt settlement 
of claims, and continuous effi- 
cient service to the insurance 


buyer. 
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BROWN’S INAUGURAL REMARKS 


Newly Elected President Says Associa- 
tion Wants Good Will of Public 
and Companies 


In his inaugural address to the con 
vention President Theodore S. Brown 
said that no matter how large or strong 
the New Jersey Association is “sight 
must not be lost of the fact > ig our 
ideals will stand only so long as we do 
not become one-sided and fail to vision 


insuring public. 
keynote in this sit- 


the interests of the 
“Good will is the 


uation. Good will on the part of the 
agents, good will on the part of the 
companies, with a determination on the 
part of both to foster the right princi- 


pies in their public relations and in their 
dealings one with the other. In New 
Jersey we have covered new ground in 
that direction. | refer to the Bergen 
County Plan and the company-agency 
negotiations now in progress. 

“Striving constantly for the better 
things, we earnestly desire and seek the 
co-operation of everyone legitimately en- 
vaged in this great and vital capitalistic 
business with the roots of its keystone 


implanted in the American Agency Sys- 
tenn. 

“But remember—that this structure 
and this system, as we know it, can 
survive only if all are agreed that the 


component cogs shall and must move in 
unison. To a ae our rightful destiny 
in the final outcome and have our status 
properly judged, we must work hard and 
have faith.” 


THEODORE F. APPLEBY SPEAKS 
Theodore F. Appleby, agent, of As- 


bury Park, brought the greetings of the 
New Jersey Association of Real Estate 
Boards of which he is president. His 
father was president of the agents’ or- 


1910 12. Mr. Applebs 


ganization in 


urged agents to improve the physical 
appearance of their offices, saying this 
is “one of the finest investments an 
agent can make at present time.” 


Dental Liability Coverage 
Reviewed by Dr. Kristeller 


Dr. Adrian Rk. Newark, 
chairman of the committee of 
the New Jersey Society, 
reported on the 


Kristeller of 
insurance 
State Dental 

recently formed agree 
ment with the agents’ asseciation where 
sell 
to members of the 
ing the business with the 
Fidelity & 
that 
organization will purchase 


dental liability insurance 


dental 


by agents 
society, plac 
United States 
Guaranty. Dr. Kristeller be 


lieves most members of the dental 


this coverage 
as it is a type of insurance needed. 
“Now to the added 


business which you must render to make 


service for this 


the program a success,” Dr. Kristeller 


continued. “Th's policy needs very little 
service if any. It requires the agent to 
be ‘on the job’ in case something should 
happen to his chent All he has to do 
is to have his assured—the dentist 

communicate with him at the first sus- 
picion of dental liability trouble—that 
is when he feels that a_ patient will 
harass or sue him for some supposed 
negligence, possible error, mistake or 
when a patient may decide that rather 
than pay the bill he has a claim for 


damages against the dentist, as an off- 
set. The dentist should be apprised by 
the agent that he should follow the same 
routine as he does when he meets with 
an auto accident or fire loss. 

“You in turn should communicate with 
the company and at the same time with 
your own efficient insurance committee. 
Both your committee and the company 
under the terms of our acreement will 
contact our committee. Naturally, this 
cooperation and means of handling will 
simplify the entire situation so that we 


may hope to lead to the fulfillment of 
our desire, that is, to keep the rates 
down and the service up.” 


CO 


TALISMAN 


The security of a dependable Company is a safe- 


guard to the Agent against many of the adversities of 


fortune. 
future; 
source for advice and aid; 


his Client's regard. 


Have you this talisman? 


It gives him confidence in himself and his 
it enables him to turn readily to a trustworthy 


it establishes him firmly in 
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Holmes Urges Kiwanians To 
Insure Through Local Ag’ts 


Speaking before the Asbury Park ki 
wanis Club on Thursday President H, 
Donald Holmes of the New Jersey As 
sociation of Underwriters spoke on the 
value of the local insurance agent. He 
said that when a property owner buys 
insurance direct with a carrier he loses 
the service of the local agent, has no 
assurance that he will receive the same 
sure protection and does not know that 
he is properly covered against all haz- 
ards. He said in part: 

Conditions are ever changing and as 
they change your insurance programs 
must be altered to meet the new condi 
tions and unless your insurance agent is 


right on the ground, it may not be taken 
care of in time and the result. may 
mean a serious loss to you, i 

“If you have a friend who asks that 


you give him some of your insurance 
but whom you know is not in the insur- 
ance business, but simply trying to pick 


up a few lines here and there on the 
side, suggest to him that if he needs 
charity, you will be very glad to give 


him a contribution but that you are in 
no position to gamble with a protection 
that means so much to the stability of 
your business and your life. : 

“In recent years much has been 
of consumer cooperatives and we, 
insurance business, have felt the com- 
petition as you in business, and as you 
in professions by socialization. We ap- 
peal to you to assist us in combatting 
this evil as we are ready to assist you. 

“Select your local agent in whom you 


said 
in the 


have confidence and have him attend 
to your insurance needs and do not 
place your insurance direct where you 


will expect a return of part of the pre- 
mium at the end of the year by the 
elimination of the local agent’s commis- 
sion. Thus help us to stop the growth 
of consumer cooperatives in this great 
country of ours. We conduct our busi- 
ness on the profit motif, as you do, 
and we believe that this profit motif is 
the fundamental basis of American tra- 
ditional superiority. Let us all support 
it earnestly.” 


Mrs. Doyle. Nominated To 
Head New Jersey Women 


The Insurance Women of New Jersey 
will hold their annual meeting on Thurs- 
day evening, September 21, at the Rob- 
ert Treat Hotel in Newark. Nominated 


as officers for the new fiscal year are 
the following: president, Ada V. Doyle, 
Caldwell; vice-president, Ruth Barter, 
Verona; secretary, Mary E. Gougherty, 


Morristown, and treasurer, Beatrice EF. 
Caldwell, Camden. Mrs. Doyle will suc 
ceed as president Mrs. Cristine B. Nolan, 
North Bergen, who has been president 
for two years and who also conceived 
the idea of forming a women’s insurance 
organization in New Jersey. 


Homecomers View War 
Scenes in N. Y. Harbor 


\ few persons who attended the an 
nual convention at Asbury Park last 
Thursday and Friday and returned to 
New York City by the Sandy Hook 
steamer from Atlantic Highlands had a 
glimpse of the effect of the European 
war upon shipping here. Shortly after 


the steamer had started up the bay as 
darkness was falling a freighter was seen 


passing out to sea without lights, 
blacked out. Then there followed th: 
Gripsholm of Sweden, a Dutch vessel 
and a Norwegian ship, all with th 
names and national flags prominent) 
painted on the vessels’ sides and _ all 
well lighted. One American vessel was 


seen heading out to sea with the Ameri 
can flag over the stern brightly flood 
lighted so there would be no mistake 0! 
nationality in case a fighting ship of a 
warring nation appreached. 
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Ray Murphy Backs A. A. S. 


(Continued from Page 27) 


ton under the present government, “You 
represent the free right of enterprise 
and that is being threatened,” he de- 
clared “It behooves every citizen to 
realize what is going on.” On consumer 
cooperatives which he has consistently 
opposed, Mr. Murphy stated that “Any 
system denying the profit motive is 
anti-capitalistic and anti-profit and fol- 
lowing this principle everywhere this 
nation would be communistic.” 

In these perilous times free institu- 
tions are in danger, Mr. Murphy empha- 
sized. “When you represent the Amert- 
can Agency System you represent 
American ways. Continue to support 
this typically American enterprise.” 

With respect to company-agency 
problems Mr. Murphy said that both 
have earnestly sought to achieve soli- 
darity in the business. While the final 
goal has not yet been reached he be- 
lieves that real progress is being 
achieved and today there are fewer dif- 
ferences between companies and _ pro- 
ducers than heretofore. 

Agreement on Agency Appointments 

In an effort to remove from the pro- 
duction field in New Jersey unqualified 
producers various county units in the 
state association have been applying or 
planning to apply the so-called Bergen 
County plan. At present, President 
Holmes told the convention, the coun- 
ties are withholding action pending out- 
come of conferences between representa- 
tives of the association and committees 
of the fire companies on the question of 
multiple agency appointments. Mr. 
Holmes is confident that the companies 
and producers will get together and that 
soon the agents will be able to issue a 
set of workable and satisfactory guiding 
principles on agency appointments which 
the companies will support. 

These principles, Mr. Holmes said, 
would probably include provisions that 
the companies would not name as agents 
those not qualified for membership in 
the state association nor would they ap- 
point part-time agents. Any agreement 
would not, Mr. Holmes cautioned his 
listeners, be 100% effective immediately 
but would be a real step toward solu- 
tion of the problem of multiple agency 
appointments in New Jersey. 

Election of Officers 

Theodore S. Brown of Perth Amboy 
was elected president, succeeding Mr. 
Holmes. The latter was presented with 
a handsome rug as expression of appre- 
ciation by the association for his fine 
services. Hubert M. Farrow of Red 
Bank was elected chairman of the exec- 
utive committee, placing him in line for 
the presidency next year. William F. 
O’Brien of Passaic continues as secre- 
tary-treasurer, and Alan V. Livingston 
of Englewood as national councillor. 

Re-elected to the executive committee 
were William J. Waldron, Trenton; Al- 
fred Christie, Bergenfield; Samuel J. 
Shuttleworth, Atlantic City, and Wil- 
liam I). O'Gorman, Newark. New mem- 
bers are Mr. Holmes, William H. Spie- 
gelberg, Jersey City, and G. Graham 
Chesney, Paulsboro. Mr. Spiegelberg, 
connected with the well known Jos. M. 
Byrne Co. agency, was an active figure 
in the association some years ago and 
his return to the inner council ranks 
brought many expressions of approval. 

Nine new county vice-presidents were 
elected. They are as follows: Bergen, 
Harry P. Murphy; Burlington, Walter 
ID). Lamon; Essex, George Jamison; 
Gloucester, J. S. Holster; Middlesex, 
Samuel C. Schenck, Jr.; Monmouth, 
Monroe C. Hawes; Passaic, Edgar H. 
Klis; Somerset, F. R. Wykoff, and 
Union, Harry Rothberg. Re-elected as 
county vice-presidents were the follow- 
ing: Atlantic, Addison J. McKee; Cam- 
den, Wilber J. McAllister; Cape May, 
Arthur M. De Maris; Cumberland, Dean 
Macgeorge; Hudson, Frank Bucino; 
Hunterdon, Norman H. Young; Mercer, 


Charles F. Andrews; Morris, Harry E. 
Tucker; Salem, O. W. Acton; Sussex, 
Harry E. Watt, and Warren, A. B. 
Craig. A vice-president from Ocean 
County will be elected shortly. 

The William J. Wilson Memorial Cup 
was presented to Union County as be- 
ing the county board “in New Jersey 
rendering the most outstanding service 
to the American Agency System during 
the past vear.” 


Participating Companies 


During a discussion Thursday on the 
tendency toward an increasing amount 
of competition from stock companies 
paying participating dividends the agents 
expressed themselves as thoroughly op- 
posed to any suggestion that they help 
to make this possible by paying back 
part of their commission. Such divi- 
dends to assureds they said should come 
wholly out of company profits and not 
out of agents’ compensation. 

A speaker who dramatically pictured 
differences in quality of merchandise as 
represented by differences in price was 
V. E. (Sam) Vining, manager of de- 
partment store sales for the Westing- 
house company. With flat irons he 
demonstrated that articles which look 
very much alike may differ tremendous- 
ly in performance and urged people to 
buy quality, even though the initial cost 
is higher. In the end, he declared, the 
analitv article is much more economical. 
Mr. Vining also urged agents to fit 
their policies to the prospects and not 
try to shape a prospect’s needs to some 
particular policy an agent is especially 
desirous of selling. “Sell people and not 
policies,” he asserted. “Sell them what 
they and you know they need,” he said, 
“and not some form which may bring a 
good commission but which can have no 
value to your client.” 

Robert C. Hendrickson, acting gover- 
nor of New Jersev during the absence 
of Governor A. Harry Moore, brought 
the creetings of the state administration. 
He is also a local insurance agent and 
member of the New Jersey Association 

Eleven Ex-Presidents Present 

Eleven out of fifteen living former 
presidents of the association attended 
the convention. They were R. F. Mur- 
ray, Wm. M. Dickinson, Thomas W. 
Cocker, Harry L. Godshall, Frederick 
Hickman, Alan V. Livingston, William 
G. Hurtzig, C. Stanley Stults, Edward 
M. Schmults, Herbert A. Faunce and 
Charles E. Meek, Jr., Fred J. Cox was 
expected but could not come and Har- 
vey B. Nelson was in England at the 
time of the meeting. ; 

Arthur M. De Maris of Ocean City 
won the Berkeley-Carteret cup in the 
golf tournament Thursday with a gross 
of 80. Other golf winners were Robert 
Hulbert, R. F. Holz, F. A. Hayden, E. 
L. Lewis, W. Stanley Kite and W. 5. 
Seigler. 

Membership in the association was 
announced as 812, a gain of twelve since 
September 1. 

Theodore S. Brown 

Mr. Brown, the new president of the 
association, made his first contact with 
insurance about thirty-six years ago. 
In 1903 his father, the late Frederick 
L. Brown, who was a retired merchant, 
opened an agency in Perth Amboy with 
the National Union Fire of Pittsburgh 
as the first company. Today the 
avency of Theo. S. Brown, Inc., writes 
insurance coverage for thirteen leading 
fire and casualty companies. 

The part played by the present head, 
Theodore S. Brown, in the early years 
of the agency was comparatively minor. 
While he did assist his father in estab- 
lishing the insurance end of the busi- 
ness, having had short experience with 
the Nielsen Bros. agency, now out of 
business, he left insurance as a full-time 


proposition in 1904 to engage in journal- 
istic endeavors in the drug trade in New 
York City for several years. Before 
returning in 1912 to become associated 
with his father Mr. Brown devoted con 
siderable of his spare time in those eight 
years to insurance but it was not his 
major occupation. The elder Mr. Brown 
passed on in 1930, after retiring in 1920 
at which time his son was given com 
plete control of the agency. 


Craduated Doctor of Pharmacy 


By early training the younger Mr 
srown was a pharmacist. He secured 
his doctor’s degree from the New York 
City College of Pharmacy, which was 
affiliated with Columbia University, but 
his entrance directly into the field of 
applied pharmacy was postponed per 
manently by the excellence of his col 
lege thesis. This thesis, revealing that 
Mr. Brovn possessed more than averace 
qualifications as a writer in addition to 
a fundamental knowledge of pharmacy, 
attracted the attention of the editor of 
the Druggists’ Circular of New York 
Mr. Brown was asked if he wished to 
become a member of the staff of this 
trade journal and his answer was “Yes.” 

During his stay in the trade paper ficld 
Mr. Brown wrote also for several other 
monthly and weekly drue publications 
and finally entered the daily field with 
the New York Journal of Commerce 
On this newspaper he covered news and 
the activities of the cotton exchange and 
the crude rubber market. 

To veterans in the drug business Mr. 
Brown is still remembered for the im 
portant part he plaved in breaking up a 
ring of crooks which had long preyed 
upon the names and reputations of le 
mitimate drug concerns like Lehn & Fink 
McKesson & Robbins, Wm. J]. Sch'ef- 
felin, and others. i 

Meantime, however, his father’s bus'- 
ness was growing and by 1912 additional 


assistance was required in the acency. 
So the younger Mr. Brown quit. the 
newspaper field to return to insurance 


and he has remained in it continuously 
this last quarter-century. His father. 
advancing in years, confined himself 
thereafter to real estate while Theodore 
assumed full charge of insurance de 
velopment. 

For over twenty-one years Mr. Brown 
has been a member of the New Jersey 
Association of Underwriters and his in- 
terest and activity in the affairs of the 
organization resulted three years ago in 
his election to the executive committee. 
He is also secretary-treasurer of the 
Middlesex County agents’ association 
which he helped to form. 


Mr. Brown’s son. Vernon, who at- 
tended the convention. is secretary of 
the agency. Recently Mr. Brown’s son- 
in-law, Howard W. Parker of Red Bank. 
N. J., became affiliated with the concern 
as assistant treasurer. 

Career of Hubert M. Farrow 
_Mr. Farrow is head of the Allaire & 
Son Agency, Inc., of Red Bank, N. J., 
one of the leading offices in that part 
of the state. He was graduated from 
the Red Bank High School in 1916 and 
followed this with a two-year course at 


the University of Pennsvlvania. He en 
tered business with the duPont 
Nemours Co. and then had a connec 


tion with the New Jersey Bell 
phone Co. In 1928 he entered insurance 
with Burton T. Doremus who was with 
the Allaire agency for a short while 
and the following year became connect 
ed with the Allaire office when thi 
agency was operated by Edward S. Al 
laire, Jr., son of the founder. For se\ 
eral years Mr. Farrow has been a mem 
ber of the executive committee of th 
New Jersey Association. has served 2 
head of the Monmouth County Associa 
tion and is a golfer of note. © 

The Allaire & Son Agency was found 
ed in 1854 and several companies have 
been represented more than forty years 
and some for over fifty. Nine leadin 
groups are in that office. 


Tele 
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Bombardment and War 
Risk Rates and Rules 


LAND PROPERTIES CONSIDERED 
Complete Instructions Issued Regarding 
Manner of Writing, Occupancy, Zon- 
ing, Blanket Covers 


Members of the Exp Josion Conference 
have been supplied with new rates, rules 
and forms for writing war risk and 
bombardment insurance on land _ prop- 
erties. This class of risk shall be as 
sumed only under the Standard Wa 
Risk and Bombardment Policy, and is 
suance of policies shall be restricted to 
home and departmental offices. None 
of the provisions of the policy may be 
waived or changed by indorsement ex 
cept those which the policy itself states 
may be specifically changed or for which 


specific changes ore provided therein 
\ll changes, so authorized, must be in 
the exact wording, without alterat‘ons, 
of the rules making provisions therefor 
Binders shall not be issued until ac 
‘epted by home or departmental com 
pany offices. 
Occupancy Classifications 

All risks are divided into two occu- 
pancy Classes to be known as Occu 
paucy 1 and Occupancy 2. 

Uccupancy | stan be risks occupied 
for (a) manuiacturing and storage ot 


ammunition, explosives, war cChenucals, 
implements and weapols of war or their 
parts; (b) instrumencalities of Communi- 


cation, transportation and public ser- 
vice, such as bridges, tunnels, dams, 
reservoirs, broadcasting stations, public 
service gas, heat and electric power and 
light plants, telepnone exchanges, rail- 
road and traction properties; piers, 
waterworks; (c) armories, airplane 
hangars, airplane engine and airplane 
manufacturing plants, mineral oil re- 


tank farms and terminals (25,- 
000 barrels or more), flour mills, grain 
elevators, meat packing plants and 
stockyards, shipyards. 
i psn 2 shall consist of all classes 
risks not included under Occupancy 1. 


fineries, 


Construction 
For the purpose of determining rates 
risks are classified as to construction as 


follows: 
On or in property of fire resistive con- 
struction (steel work protected), class A. 
On or in property of any other con- 


struction, class B; (a) incombustible 
buildings or structures (steel work un- 
protected) including tanks and cars, 


only incombustible contents, 
class A; (b) incombustible buildings or 
structures (steel work unprotected) in- 
cluding tanks and cars, containing com- 
bustible class B; rolling 


containing 


contents, (c) 
stock of railway and traction properties 
including buses, class B. 


Rates and Zoning 
All rates are based on zone, 
tion and occupancy as follows: 


construc- 


ClassA Class B 
Fire Other Con- 
Resistive struction 
Zone | 
Occupancy 1. 50 75 
Occupancy 2 10 15 
Zone II 
Occupancy 1... 15 25 
Occupancy 2... 05 08 
\s the risk of loss is considered 
“reater in states bordering on or near 
the oceans and Gulf of Mexico, the 


United States is divided into two zones. 
as follows: 


Zone 1 comprises the states of Ala- 
hama, Arizona, California. Eusiieartices. 
Delaware, Florida, Georgia, Louisiana, 
Maine, Maryland, Massachusetts, Mis- 
sissippi, New Hampshire. New Jersey, 
New Mexico, New York, North Carolina. 
Orecon, Pennsylvania, Rhode Island, 
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Wash- 
District of 
Alaska. 


South Vermont, 
ington 
Columbia 

Zone I] 
Arkansas, 
diana, lowa, 
can, Minnesota, 


Carolina, Texas, 
and West Virginia, 
and Territory of 
shall comprise the states of 
Colorado, Idaho, Illinois, In- 
Kansas, Kentucky, Michi- 
Missouri, Montana, 
Nebraska, Nevada, North Dakota, Ohio, 
Oklahoma, South Dakota, Tennessee, 
Utah, Wisconsin and Wyoming. 
Coinsurance Rules 

All property damage rates are annual 

and are based upon coinsurance of 50% 


and (when not in violation of law) all 
property damage policies (except float- 
ers) are to be written subject to 10% 
or higher coinsurance; the rate for 
other than 50% coinsurance to be de- 
veloped in accordance with the follow- 
ing table of charges and credits: For 
80% coinsurance clause, reduce rate 
30%, for 90% coinsurance clause, reduce 
rate 35%; for 100% coinsurance clause, 


reduce rate 40%; for 10% coinsurane* 
clause on all classes of risks irrespective 
of area, charge 30% of the 50% coin- 
surance rate; for 25% c»insurance 
clause, charge 175% of the 50% coin- 
surance rate. 

Blanket Insurance Provision 

\ll ciasses of property may be writ- 
ten blanket over more than one _ build- 
ing, and (or) over more than one loca- 
tion when such locations are specifically 
named in the form. The pro rata dis- 
tribution clause is required on all poli- 
i covering more than one building 
written with less than 90% coin- 
surance. (For clause see Property Dam- 

re Form, Rule No. 18, this. section.) 

Rates for Blanket Cover 

The rate for such blanket policies 
shall be the rate of the highest rated 
building and (or) location. Average 
rates for blanket policies may be used 
but only on promulgation by the con- 
ference. Such average rates will be 
promulgated only when application 
therefor is accompanied by a statement 
of values over the signature of the as- 
sured, provided that the values have 
been determined within six months of 
the date of application. 

Note: A “building” is a building or 
part of a building and all adjoining 
build‘ngs and parts of buildings not sub- 
divided into sections by parapeted blank 
walls of brick, stone or solid concrete 
construction. 

Floater Policies and Rates 

Floater policies shall be written at 
the following rates with 100% coinsur- 
ance mandatory and without reduction 
for its use: (a) War materials (as de- 
fined in Occupancy 1), $2; (b) all 
others, $1. 

Cancellation Provision 

The cancellation provision in 
standard policy is in part as follows: 

“This policy may be cancelled at any 
time by the company for non-payment 
of premium by giving five days’ notice 
of such cancellation but except as here 
in provided, it shall not be cancelled by 
the insured or by this company for a 
period of one month beginning with the 
inception date of the policy. Such non- 
cancellation period may be extended in 
writing, provided such extension is in- 
dorsed hereon at inception of this 
policy, and an additional premium paid 
the refor. 

“At the expiration of 
cellation period the policy may 
celled by the insured at short 
by the company pro rata.” 

No war risk and bombardment policy 
is to be issued for longer than one year 
or less than one month. Policies issued 
for less than a vear shall be issued 
subject to a special short rate table and 
a minimum premium of $5. The special 
short rate table provides that the rate 
for one month shall be 40% of the an- 
nual rate; for two months, 50%: for 
three months, 55%, and so on, 5% be- 
ing added for each additional month. 


cies 
when 


the 


non-can- 
be can- 
rates or 
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Guessing on Effects 
Of Prolonged Warfare 


OPINIONS VOICED IN CANADA 


Probable ss on Rate Structure and 
Busi ; Zoning and De- 
7 = Special Covers 
Fire companies in Canada expect that 
if the war lasts for any considerable 
time they will experience some expan- 
sion of business. War always causes an 
increase in the general price level and 
the value of goods and material on hand. 
War orders will necessitate the carrying 
of heavier stocks of raw and semi- 
finished materials which will have to be 

insured, 
Ultimately 





there may be an upward 
trend in the values of industrial build- 
ings while there may also be a consid- 
erable number of temporary structures 
erected which will have to be insured. 
The inflammable nature of many of the 
commodities used in the manufacture of 
munitions and equipment is likely to in- 
crease the fire hazards, increasing the 
demand for insurance. 

In the last war the rate chareed per 
$100 of insurance fell from $1.21 to $1.06 


At the same time losses increased from 


$14,000.000 to $19,000 000. Yet. ovine 
to a larger volume of premiums and 
lower loss ratio, the net margin of nre- 


miums over losses increased to $16,000,- 
000 from $12.000.000. 
Probable Procedure 

In Toronto the belief is that there 
is no reason why fire rates in Canada 
should be changed. Property insurance 
against aerial bombardment or military 
attack will be estabtished at special war- 
time rates, which at present have not 
been drafted. Few inquiries have reached 
local companies or brokers as to rates 
on’ war insurance. As no schedule ot 
rates has been drawn up the tentative 
rates are considered extremely high. 

Zoning Being Done 

At present fire insurance practice in- 
cludes clauses and supplementary con- 
tracts calling for protection against ma- 
licious damage, riot, explosion and sabo- 
tage. War risk insurance against actual 
bombardment or military attack would 
have to be under separate policies and 
rates. It is reported that several large 
Montreal companies, one in particular, 
have appealed to the Federal govern- 
ment to issue “bombardment” insurance 
against damage to property. 

It is also understood in Toronto that 
the United States companies have zoned 
that country into sections—Atlantic, Pa- 
cific and Central. A similar zoning may 
be adopted in Canada. Although city 
and provincial public utilities have not 
taken on war insurance on property, it 
is believed that may be done. 


JOINS ATLANTIC “MUTUAL 


G. F. Richardson Now at Home Office 
in New York; Was 11 Years With 
North America in West 
The Atlantic Mutual announces that 
G. F. Richardson, who has been con- 
nected with the Insurance Co. of North 
\merica since 1928, has joined their or- 
ganization. After spending some tim 


in the home office, Mr. Richardson will 
take a position in the field. He has 
been in insurance since 1919.) During 
that time he has had nine years’ pro 
duction experience as an agent. He is, 
therefore, thoroughly familiar with the 
problems of the agent. 

In 1928 he joined the North America 


in Chicago and in 1929 was transferred 
to Grand Rapids, Mich., to open an of- 
fice for the development of marine busi- 
ness in Michigan, excluding Detroit. In 
1930 Mr. Richardson was transferred to 
Detroit as associate manager of the 
North America for Detroit and Michi- 
gan where he has been until joining 
the Atlantic Mutual. While in Detroit 
Mr. Richardson’s primary responsibility 
was the production of marine business. 
but as associate manager he also aided 
in the production of fire and casualty 
business. ; 
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TODAY, MORE THAN EVER 


Americans engaged in foreign trade need 
the security of American dollar assets 
Prevailing uncertainties abroad should 
cause importers and exporters to give 
urgent consideration to insuring their 
shipments with American companies. 

This situation presents a timely op- 
portunity to solicit this class of busi- 
ness, in which our organization has es- 
tablished a world-wide reputation as 
specialists. Capable assistance in un- 
derwriting Ocean Cargo insurance is 
offered by our seventeen offices. 
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War Damage Indemnity Trust 
The Independent Mutual War Dam- 
age Indemnity Trust, Ltd., has been 
registered as a company limited by 
guarantee in London. The objects 
are to form an association of owners 
property in the United Kingdom to 
render mutual assistance, whether by 
the provision of compensation for loss 
incurred by them by reason of de- 
struction or loss or damage to such 
property, in consequence of opera- 
tions of war, or by such other means 
as may be practicable otherwise than 
by the issue of any policy of insur- 
ance; to establish a fund, and to adopt 
an agreement with ( ;eneral Trust Sec- 
retaries, Ltd. 
The directors include Sir William | 
Threlford (chairman), Sir Charles | 
Allom, W. T. Davies, A. S. Ash, A. |} 
Bell and F. E. Branstone. 











Elwell’s 18-Month Daughter 
Youngest Clipper Passenger 


Among the passengers 
last week at Port Washington 
Foynes, Ireland, were Mrs. Edward West 
Elwell, wife of Edward West Elwell, 
United States manager of the Royal 
Exchange Group, and_ their eighteen 
months old daughter, Althea. The EI- 
vell baby is the first to have crossed 

Atlantic in a plane and the youngest 
passenzer yet carried in the history of 
the transatlantic Clipper service. 

Mr. and Mrs. Elwell and their daugh 
ter Althea left New York on June 30 on 


who arrived 


from 


the Mauretania, arriving in England 
July 7, where Mr. Elwell visited the 
home offices of the Royal Exchange 


Group in London and joined Mrs. Elwell 
and the child in visiting Mr. Elwell’s 
parents at Hoylake, England. Mr. FI 
well, who has already returned to the 
United States is himself the holder of 
a pilot's license. 





H. V. SMITH ON WAY HOME 

Harold V. Smith, president of the 
Home of New York, is expected back at 
the office next Monday, September 18. 
With his wife and daughter he has been 
visiting in Hawaii. 
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European War Shares Spotlight 
With Claim Problem At Rye Meeting 


Superintendent Pink Welcomes International Claim Ass’n to 
N. Y.; 200 Attend; Better Public Relations Keynote 
Sounded by Frazar B. Wilde, Guest Speaker 


By Wallace L. Clapp 


Rye, N. Y., Sept. 11—The thirtieth 
annual convention of the International 
Claim Association opened here today in 
the quiet atmosphere of the Westches- 
ter Country Club with close to 200 
members and their families attending. 
Good tellowship had prevailed the pre- 
yious evening when an intormal recep- 
tion was held but despite the sociability 
the Luropean war loomed up as _ the 
leading topic of conversation and gave 
a serious aspect to the meeting. Con- 
cern over the international situation was 
voiced this morning by several speakers 
including Lows H, Vink, Superintend- 
ent ot insurance of New York State, 
and Dr. Edgar Mayer, assistant protes- 
sor of clinical medicine, Cornell Univer- 
sity Medical College. Dr. Mayer had 
arrived home from abroad only last Sat- 
urday aboard the He de France which 
had an exciting trip across, 

Superintendent Fink found it hard to 
beheve that the major nations of Lurope 
are now engaged in bloodshed, and he 
expressed disappointment that the prog- 
ress made here in amicable adjustment 
ot private disputes could not aiso be ex- 
tended to settle disputes among Euro- 
pean countries. His welcome to the 
convention took on added significance 
because of the presence of Canadian 
members of the association including R. 
D. ‘Laylor, Sun Lite of Canada, and D. 
Kk. MacKenzie, Manutacturers Lite of 
‘oronto, respectively vice-president and 
executive commutteeman in the Interna- 
tional Claim Association. The Superin- 
tendent voiced the general sentiment 
when he said “We are one people and 
our sympathies are strongly with our 
Canadian friends as yours are with us. 


Understands Claim Man’s Problems 


The New York Superintendent pleased 
the claim men by his understanding ot 
their problems and his appreciation of 
their efforts along the tne of public 
good will building. Without depreciat- 
ing the value ot advertising and the 
radio he stressed that the greatest em- 
phasis of public relations im insurance 
should be placed on the handling of 
claimants. Jn this connection Mr, Pink 
gave cognizance to the improved atti- 
tude of mind on the part of the com- 
panies toward their ciaim departments 
and their realization that obligations 
must be carried out promptly and in ac- 
cordance with contractual relations. 

The Superintendent leit no doubt as 
to his teeling in regards to claim 
chiselers and said, “Because there have 
been so many chiselers among the pub- 
lic our companies seem to have leaned 
backward in their feeling that perhaps 
all claimants are in that class. 1 ap- 
preciate how you feel in this matter 
and thoroughly agree that unjust claims 
must be discouraged and fought. But 
nevertheless when a claim comes in you 
should take it at its face value and must 
not assume at the start that it is unfair 
or fake.” 


Frazar B. Wilde, president, Connecti- 


cut General, was the first speaker and 
his address is reviewed in the life de- 
partment of this issue. 
Present Gavel to Fankhauser 
A pleasing touch to the opening ses- 
sion was the presentation of a gavel to 


‘paid tribute to 











— 
New Officers 

In its closing session at Westchester 
Country Club, Rye, N. Y., the Inter- 
national Claim Association elected the 
following new officers: 

President—Daniel J. Reidy, 
secretary, Guardian Life. 

Vice-President—John T. Bost, vice- 
president, Imperial Life Assurance of 
Toronto. 

Secretary—Louis L. Graham, director 
of field service, Business Men’s Assur- 
ance, re-elected. 

Treasurer—F, L. Templeman, accident 
and health superintendent, Maryland 
Casualty, re-elected. 

Two additions were made to the ex- 
ecutive committee for a term of two 
years being Willard E. Hein, State Mu- 
tual Life, and A. G. Fankhauser, Conti- 
nental Casualty, the retiring president. 


assistant 











A. G. Fankhauser, Continental Casualty 
chief adjuster, who, as president of the 
association, was the presiding officer. 
Daniel J. Reidy, executive committee 
chairman, graciously handled this cere- 
mony and said, “This gavel is symbolic 
of leadership and justice in the Ameri- 
can way. May it serve your purpose at 
this meeting and may it be a remem- 
brance in the years to come of the many 
friendships you have in the organiza- 
tion.” Mr. Reidy is assistant secretary 
of the Guardian Life. 

President Fankhauser’s formal expres- 
sion of appreciation for the gavel and 
what it signified came in his presidential 
address which followed Mr. Pink’s wel- 
come. He said that one of the most 
heartening and inspiring experiences he 
has enjoyed as president was the whole- 
hearted cooperation afforded, not only 
by all of the committees, but also by 
those without committee responsibility 
who “are interested in doing some good 
for the association.” 

In particular President 
“those two old reliables’ 
—Louis L. Graham, Business Men’s As- 
surance, the secretary, and Roy Temple- 
man, Maryland Casualty, the treasurer; 
Dan Reidy, a pillar of strength as exec- 
utive committee chairman; Godfrey M. 
Day, Connecticut General, program com- 
mittee chairman, who gave many months 
to the planning’ of a useful convention; 
Doyle DeWitt, Travelers, the entertain- 
ment chairman, who arranged a trip to 
West Point, shore dinner, and _ golf, 
tennis and swimming for those who de- 
sired to participate in those sports. 
Speaking of Harlan S. Don Carlos, 
Travelers, chairman of the committee on 
lay adjusters, Mr. Fankhauser said: 

“When Mr. Don Carlos reports to you 
on the work of his committee, you will 
find that the report itself will say more 
for the work he has done than could 
any words I might offer you.” 

Sees Need for More Imagination 

Mr. Fankhauser’s chief suggestion 
was that the need exists for more imagi- 
nation among claim men in their day to 
day conduct of business. He stressed: 
“Anyone handling a claim at any given 
time should have the imagination to 
realize what an enormous amount of 
time, effort and money has been ex- 

(Continued on Page 44) 
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New Fidelity Schedule 
Bond for USHA Funds 


DETAILS OF ARRANGEMENT 

Towner Bureau Pomaciantes Rate; Fine 

Cooperation of USHA Representatives 
Stressed; Straus’ Statement 


Martin W. Lewis, president, Towner 
Rating Bureau, announced this week the 
consummation of a bonding arrange- 
ment with the United States Housing 
Authority whereby a new fidelity sched- 
ule bond covering development funds is 
made available for USHA-aided projects. 
“This arrangement is the result of the 
splendid cooperation which we have re- 
ceived at all times from USHA repre- 
sentatives,” Mr. Lewis said. He urged 
member companies of the Towner Bu- 
reau to advise their agents at once of 
the new bond so that the requirements 
of the USHA will be fully met. 

The Towner Bureau has promulgated 
a rate of $1 per M. per annum of the 
average coverage listed in the schedule 
which rate is predicated upon the bond 
of the check signer and countersigner 
being equal to 10% of the total develop- 
ment funds under their control. It is 
subject to a minimum bond of $50,000 
and a maximum bond of $500,000, which 
requirement does not apply to the posi- 
tion of voucher certifier. 

Nathan Straus, Administrator USHA, 
on September 11 recommended to local 
housing authorities the use of the new 
bond “in the interest of economy.” As 
for fidelity bond coverage to protect 
funds of local housing authorities not 
part of development funds Mr. Straus 
recommended the Name Fidelity Sched- 
ule bond on which the rate is $2.50 per 
M. of coverage for each person bonded. 


APPOINTED BY} BY Y EMPLOYERS’ 








Newhouse & Sayre, Sets New York City, 
Named Borough Agents; Agency 
Ten Years Old This Year 
Newhouse & Sayre, Inc., prominent 
agency at 116 John Street, New York, 
which is observing its tenth anniversary 
this year, has been appointed by the 
Employers’ Liability as borough agents. 





GALLAGHER ON OMNIBUS CLAUSE 

The Casualty & Surety Fieldmen’s As- 
sociation met in Los Angeles September 
9. Lasher Gallagher, counsel for insur- 
ance companies, spoke on the omnibus 
clause in automobile policies as it per- 
tains to reciprocal carriers. He present- 
ed the question whether such carriers 
have the right to place liability on its 
members for some person or persons 
who are not members. 


VICTIM OF SMOKING IN BED 

Kenneth W. Fethers, an agent in Hunt- 
ington Park, Cal., was burned to death in 
his home in Downey, Cal., by fire caused 
apparently by smoking in bed. Deputy 
sheriffs say this was the third time they 
had been called to the Fethers home be- 
cause of fires of this kind. 





Drake Heads American Bar 


Ass’n Liaison Committee 
Hervey J. Drake, counsel of the Asso- 
ciation of Casualty & Surety Executives, 
has appointed by the American 
Bar Association as chairman of its Liaison 
Committee to Confer with the National 
Association of Insurance Commissioners. 
Mr. Drake has also been continued on 
the committee on qualification and regu- 
lation of insurance companies. Both ap- 
pointments have been accepted by Mr. 
Drake. 

Serving with him on the commission- 
ers’ liaison committee are Allan E. Bro- 
smith, Travelers, as vice-chairman; Gar- 
field W. Brown, American Mutual Alli- 
ance; W. E. Stanley, Wichita, and Felix 
Hebert, ex-officio, Providence, R. I. In- 
surance company men on the qualifica- 
tion and regulation committee besides 
Mr. Drake are G. Washington Bowie, 
Jr., Fidelity & Deposit; Garfield Brown, 
Terence F. Cunneen, Chamber of Com- 
merce of United States; Harlan S. Don 
Carlos, Travelers. 


been 





NO ACTION ON VA. DECISION 

The law committee of the Association 
of Casualty & Surety Executives dis- 
cussed on Wednesday the decision up- 
holding the Virginia countersignature 
law but took no conclusive action in the 
matter. 


T. J. Quinlan Honored On 
35th Employers’ Anniversary 


Thomas J. Quinlan, superintendent of 
gency and production departments of 
the Employers’ Liability, is observing 
his thirty-fifth anniversary with the cor- 
poration. This week he received hun- 
dreds of congratulatory messages, a gift 
of a motion picture outfit, and many 
flowers. 








C. C. HANNAH’S NEW POST 

Charles C. Hannah, second vice-presi- 
dent, Fireman’s Fund, has been elected 
to the same post in the Fireman’s Fund 
Indemnity. Up to this time Mr. Hannah 
has had no official rank with this com- 
pany. 


10TH ANNIVERSARY FOR L. KIRK 
L. KR. Rare: aera ged Standard Acci- 


dent, was presented September 8 with 
the official ten-year button and given 
membership in Standard’s ten-year club 
by C. C. Bowen, president of the com- 
pany. 


BACK FROM HAWAIIAN TRIP 

Brigadier General and Mrs. Lewis B. 
Ballantyne of Newark, N. J., arrived 
home this week after a trip to the Pa- 
cific Coast and Hawaii. He is a direc 
tor of the Commercial Casualty. 








TEXAS COMP. RATE CUT 
Texas compensation insurance rates 
will take an overall reduction of 12.6% 


on October 1. 
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Va. Agents Ask Bowles How to Handle 
Policies of Non-Resident Brokers 


H. V. Godbold of Richmond Puts Question to Commissioner; 
Bennett Calls Decision Upholding Countersignature 
Law “Exhaustive, Illuminating, Complete” 


As a result of the decision last week 
of the three-judge Federal Court up- 
holding the constitutionality of the Vir- 
ginia countersignature law H. God- 
bold, Richmond local agent, has asked 
George A. Bowles, Virginia Commis- 
sioner, for a ruling as to how agents 


shall proceed with policies placed with 
them through non-resident brokers. “We 
are especially anxious for this informa- 
tion,” he said in a letter to Commissioner 
Bowles, “so that we may communicate 
it to our various companies, since there 
seems to be misunderstanding on 
their part as to the procedure. 

“First, our companies hold that the 
law merely provides that no contract of 
insurance covering persons or property 
in the State of Virginia shall be written 
by an authorized company unless such 
contract is duly countersigned by a resi- 


some 


dent agent of such company and under 
the circumstances it would seem that 
nothing more is required of the resi- 


dent agent than to countersign such con- 


tracts as may be referred to him. Of 
course, in cases where the policy or 
contract applies exclusively to persons 


or property in Virginia the resident 


agent will countersign the policy as 
such. In those cases where the policy 
contract applies country-wide, they seem 
to be of the opinion that the law is fully 
complied with if the resident agent will 


countersign the declarations and en- 
dorsements applicable in respect to the 
Virginia portion of the risk, they taking 
the position that nothing in the law 
would require the company to issue a 
separate policy applicable in the State 
of Virginia. 


May Personally Collect Premiums 


“Second, they contend that the law 
does not provide that the resident agent 
personally shall collect the premium; 


that it merely provides that there shall 
be collected at the time the contract is 
written, or within reasonable time there- 


after, the full premium on such contract 


and under the circumstances it would 
seem that it would be perfectly proper 
for the non-resident agent to collect 


behalf of the resident 
non-resident agent is 
agent for the 
premium. 

countersigns quite a 
policies, we nat- 
urally would like a ruling from you as 
to what course we shall pursue.” 

Mr. Godbold is president of the H. 
Godbold Co., general insurance agents. 


Walter Bennett’s Editorial 

Agency 
Associa- 
“State 


the premium on 
agent, and that the 
the agent of the resident 
purpose of collecting the 

“As this 


number of 


agency 
nation-wide 


Today’s issue of the American 
Bulletin, organ of the National 
tion of Insurance Agents, carries a 


of the Order” editorial by Walter H. 
ve its secretary and counsel, in 
which he describes this decision as “ex- 


illuminating and complete.” 
it is supported and forti- 
authority in the deci- 
Court of the 
and argued by 
said Mr. Ben- 


haustive, 
Furthermore, 
fied by abundant 
sions of the Supreme 
United States as cited 
the defendants’ attorneys, 
nett 

He also paid tribute to United States 
Circuit Judge Soper, who wrote the opin- 
ion for the court, as “a keen analyst who, 
with clear precision, separates the mass 
of immaterial and unnecessary evidence 
taken by depositions by the companies, 


from the vital material facts, and nails 
down one conclusion after another to 
the utter rout of the challengers and 
the complete vindication of the local 
agents and their service.” Continuing, 
Mr. Bennett is glad to note that: 

“In the body of the opinion the Na- 
tional Association was again recognized 


overhead writ- 
‘Whenever 


against 
in this way. 


and its principle 
ing emphasized 


a branch manager negotiates a_ policy 
directly with the assured, the rule of 
the National Association, in which most 
insurers have acquiesced, requires that 
the contract be closed through one of 
the manager’s commission agents who is 
+” 


paid the full producer’s commission’. 

Highspots of the Court’s Opinion 

In its opin‘on upholding constitution- 
ality of the law the three-judge court 
pointed out that the contention of the 
plaintiffs was that the sole purpose of 
the statute was to profit the resident 
agent to the detriment of the non-resi- 
den broker, the salaried resident agent, 
the insurance company and the insur- 
ing public. “That the one purpose and ef- 
fect is to increase the income of the 
resident agent is undeniable,” said the 
court, “but we think that that is not the 
only purpose or probable effect. The 
important object of the statute is to 
require that all policies shall be placed 
by a resident agent who shall take a 
real and not merely a nominal share 
in the placing of the business and in 
the performance of the contract. Of 


this main purpose the requirement of 
countersignature by the resident agent 
is only a minor and incidental part of 
little importance except as indicating 
that the resident agent shall become an 
active factor in the business, especially 
when coupled with the major require- 
ment that he shall be entitled to the 
whole commission of which he must re- 
tain one-half. The latter requirement, 


it would be reasonable to conclude, will 
probably lead to greater participation 
on the part of the resident agent and 
he will be expected to render to the 
company and to the assured all the 


services of which he is capable. The 
tendency will be to create a more effi- 
cient agency force with the result that 


the local interests of the insured will be 
better served. * * 

“We conclude that Virginia is not 
without jurisdiction to pass a_ statute 
affecting the production of out-of-state 
contracts issued by companies licensed 
to do business in the state. Is the meth- 
od adopted by the statute of 1938 so 
arbitrary and unreasonable as to be be- 
yond its authority, that is to say, is it 
a proper exercise of the police power of 
the state which may be used to promote 
the public health, morals, safety, con- 
venience and prosperity? We think 
that the act is within the power of the 
tate. 

Law Held Safeguard 
countersignature 
Such a require- 


“The provision for 
needs little discussion. 
nent is quite common throughout the 
United States. The present statutory 
provision that the signature of a com- 
mission rather than a_ salaried agent 
shall be affixed to the policy is im- 
posed as a safeguard to make certain 
that the commission agent whose co- 
operation in the enforcement of the in- 


surance statutes is desired shall have 
knowledge of the issuance of the poli- 
cies and of his right to share in the 


commissions and the subsequent activi- 
ties under the contract. The salaried 
agent has no real complaint of discrimi- 
nation against him, since it is admitted 
that his association with business origi- 


nating outside the state has been en- 
tirely nominal and perfunctory in the 
past, unaccompanied by any real share 


in the business, or any compensation for 
his signature. 
Protection of Non-Resident 
“We do not overlook the peculiar sit- 
uation of the non-resident assureds who 


form no part of the Virginia public 
which the state desires to protect. Un- 
doubtedly their business methods will 


enforcement of the 
not without 


be disturbed by the 
statute. It is contended 


merit that they have no need for the 
services of resident agents. In fact, the 
latter cannot assume the function of pro- 
ducing agents in their behalf without 
harmfully intruding themselves into con- 
fidential business affairs. Moreover, it 
is fair to say that these affairs are so 
important and so widespread in their 
scope as to be beyond the technical 
knowledge and skill of the average Vir- 
vinia agent, and that the interests of 
the non-resident assureds can be best 
looked after by the brokers at the great 
centers of population where the head of- 
fices of the insurance companies and of 
the assureds are located, and in Vir- 
ginia by the er ngineering and claim per- 
sonnel of the companies. It is also true 
that the substantial compensation re- 
quired by the statute to be paid to the 
Virginia agents will increase the cost 
of business. 

“These circumstances are not without 
material bearing in considering the 
reasonableness of the statute, but when 
they are weighed against the considera- 
tions above outlined the conclusion still 
remains that the statutory provisions 
are not so unreasonable and arbitrary as 
to render the legislation void. It is for 
the legislature of the state to determine 
what economic policy will best serve the 
interests of the citizens, and to this end 
it may regulate or even prohibit a par- 
ticular type of business in order to pro- 
mote what it deems to be the public 
welfare.” 

EXCESS ON THE JOB 

Robert N. Rose, president, Excess 
Insurance Co. of America, has received 
commendation for his alertness a few 
weeks ago when the European war was 
a threat rather than a reality in pub- 
lishing an advertisement featuring 
American re-insurance facilities. The 
message, which ran in the New York 
Journal of Commerce August 25, was 
the first of its kind and resulted in a 
number of inquiries for “the Excess story 
on re-insurance.” 

SAFETY CARAVAN ON TOUR 

Frederick Hickman, Atlantic City agent 
and a leader in safety movements, was 
one of the speakers at ceremonies con- 
ducted in Trenton September 7 when 
the Trenton Safety Caravan started on 
a state-wide tour, part of a campaign 
against highway and home accidents. 
The caravan consists of a bus with a 
loud speaker system and covered with 
safety posters and an escort car manned 


by state police and motor vehicle in- 
spectors. Safety talks will be made 
throughout the state and literature dis- 


tributed. Cash prizes totaling $600 were 
distributed to winners of a safety poster 
contest. 

ATTENDING AETNA § SCHOOL 

Loring Day, former co-captain of the 
U.S.C. track team and champion inter- 
collegiate pole vaulter; William White 
and E. M. Rove: are thre e members of 
the Los Angeles branch, Aetna Affiliated 
Companies, who are attending the train- 
ing school course at the home office in 


Hartford. 
CHICAGO CLUB’S PROGRAM 


A. & H. Ass’n Hear Sales Talk by B. 
H. Groves; O. F. Davis and Jack 
Hayford Selected for Future Dates 
B. H. Groves, Chicago branch mana- 
ver for the Travelers, was the principal 
speaker Tuesday as the Chicago Acci- 
dent & Health Association resumed its 
activities for the year. He outlined the 
possibilities for selling accident insur- 
ance, saying the prospect’s own interests 
are the prime appeal. Three essentials 
for successful A. & H. selling, he said, 
are planning, constructive thinking, and 

aggressive selling. 

President Robert H. Kegley of Moore, 
Case, Lyman & Hubbard announced the 
speaker at the meeting on October 10 


as O. F. Davis, A. & H. manager Illinois 
Bankers Life. Discussion will also be 
held at that meeting for the associa- 


tion’s participation in Hoodoo Day, Fri- 
day, October 13. The speaker at the 
November meeting will be Jack Hayford, 
insurance buyer for the U.S. Gypsum Co. 


porn Life Co. Sponsors 
Safety Week at N. Y. Fair 


LARGE EXHIBITORS 
Special Punene Siiaditnn Need for 
Precaution in Car Driving and Walk. 
ing Held Throughout the Week 





JOIN IN 


New 
Safety 


This week was observed at the 
York World’s Fair as Highway 
Week, the activity having 
been Aetna Life, 
whose own exhibit—the Laboratory for 
Living—has attracted hundreds of thou- 
since the fair 


program of 
sponsored by the 


sands of visitors opened. 
The objective has been to emphasize the 
necessity for common sense and precau- 
tion in both car driving and walking and 
several of the largest exhibitors at the 
fair, including the Aetna, joined together 
in putting on special programs. 

Each day’s activities featured an exhi- 
bition in the Court of Peace where a 
model intersection was laid out. One 
such exhibition was Jimmie Lynch's 
famous “death dodgers” dramatically 
portraying the dangers of bad driving 
contrasted with correct driving methods. 


In the Goodrich area W. Graham Cole, 
director of safety, Metropolitan Life, 
was to be found talking on accident 


prevention. 

With the aid of the New York Police 
traffic division, Boy Scouts and attend- 
ants from the Aetna exhibit, the pedes- 


trian also received his share of atten- 
tion in a special demonstration. This 
showed the principal factors responsible 


for pedestrian deaths each year. 

\s a knowledge of first-aid is often of 
ihe greatest importance in the event of 
a highway accident, a demonstration of 
proper care to be rendered the injured 
was given by the New York Police emer- 
gency service division with the aid of the 
World's Fair medical department. 

Continuous movies were shown at the 
Aetna’s exhibit, General Motors and 
Petroleum exhibits. The widely-known 
Aetna Safe-Driving Tests were a popu- 
lar attraction throughout the week. 

Among other safety features Chrys- 
ler’s “Talking Plymouth” expounded 
driving information; the Firestone Co. 
explained the intricate details that go 
into the making of their Champion tires. 


On the road of tomorrow, Ford drivers 
gave short talks on careful automobile 
driving; Greyhound’s Safety Cruiser was 


displayed at the Marine Transportation 
building, and the most modern methods 
of safety devices used in bus transpor- 
tation were explained. Each evening 
the American Red Cross gave a first-aid 
demonstration. 


JOIN F. & D. STAFF IN NEW YORK 
W. E. Shaw Made Aanktent Manager of 
Branch; R. D. Duncan to Assist 
in Reinsurance Department 
William E. Shaw and Robert D. Dun- 
can are newcomers to the New York 
branch office of the Fidelity & Deposit 


this week. Mr. Shaw, who comes from 
Memphis, where he was assistant man- 
aver of the F. & D. branch there, has 
the same post in New York. A native 
of Michigan he is a graduate of George 
Washington University; has been with 
the F. & D. for the past ten years. His 
experience includes service at Wash 


ington, D. C., Buffalo, Omaha, in addi- 
tion to his Memphis activity. 

Mr. Duncan, graduate of Cornell Uni- 
versity, becomes assistant manager Cl 
the reinsurance department under the 
active sipervision of William Bullock, 
its manager. He was previously sp 
cial agent in the Detroit branch of thie 
F. & D., and prior to that served the 
company in Milwaukee. Mr. Duncan 


has been with the F. & D. for the pas! 
five years and took the home office 
training course before going out into 


the field. 
ROBERT E. EMPEY DEAD 


Robert E. Empey, cashier for United 
States Casualty in New York, died Sep- 
tember 4 after a brief illness, age 58. 
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National Speakers 
Committee Selected 


PART OF A. & H. ASS’N PLAN 


Composed of Shen | Stine Each With 
Own Field of Activity; Mid-Year 
and Annual Meetings Set 


W. B. Cornett of Columbus, O., presi- 
dent, National Accident & Health Asso- 
ciation, has appointed the following na- 
tional speakers bureau committee in 
keeping with a ———— made at 
the annual meeting last June. The new 
committee is composed of the following: 

E. H. O’Connor, immediate past presi- 
dent of the association and assistant sec- 
retary, Bankers Indemnity, for the East, 
who will serve the associations in New 
York and Pennsylvania; C. A. Sholl, 
president Ohio Accident & Health Asso- 
ciation and president Globe Casualty, 
Columbus, O., for Ohio, Michigan and 
Indiana; A. DD). Anderson, past president 
Chicago association and Chicago mana- 
ver commercial department, Continental 
Casualty for Illinois and Wisconsin; 
George Dyer, Jr. third vice-president 
National Association and manager acci- 
dent and health department, Columbian 
National, at St. Louis for Missouri, Colo- 

rado and Utah; G. V. Chandler, past 
srcaitent California association and 
manager in northern California for Gen- 
eral Accident in California, Oregon and 
Washington. 


President Cornett further says that 
when new associations are organized 
each will be assigned to a member of 


the national committee according to geo- 
eraphical location. 
Two Meetings Announced 

The mid-year meeting of the National 
Association will be held in St. Louis in 
January, 1940. The .. annual meeting 
will be in Columbus, June 6 and 7, 
1940. One of the sot will be a sales 
congress in which all the local associa- 
tions of Ohio will participate. There 
is now a local at Cleveland, Columbus, 
Cincinnati, Dayton and Toledo. It is the 
plan of the Ohio association to organize 
a local at Youngstown and Akron within 
the next few weeks, President Cornett 
Says. 


H. N. DOUGLASS GOLF HOST 





New pee wo ae ‘Chines Manager 
Entertains Ill. Fed. Advisory Council; 
Keys and Wolff Had Best Scores 


H. N. Douglass, Chicago manager for 
the New Amsterdam Casualty Co., was 
host to the members of the Advisory 


Council of the Insurance Federation of 
Illinois at a golf tourney at the Olym- 
pia Fields C. C. last Friday afternoon. 
Mr. Douglass is chairman of the Coun- 
cil and is also president of the Federa- 
tion. Prize for low gross score was 
won by Alvin S. Keys of Springfield, 
and low net prize was won by Allan I. 
Wolff of Chicago. Others who won 
prizes were T. J. Meek, W. H. Hans- 
mann, E. Irving Fiery, W. O. Schilling, 
H. Edward Reeves, Lyman M. Drake, 
E. Herbert Stewart and James White. 
During the afternoon Mr. Douglass was 
trying out a new club and his guests 
took occasion at the dinner to present 
him with this. 


MEDICAL PLAN CHARTERED 








Pennsylvania Grants Incorporation to 
Service That Will Supplement 
Present Hospitalization 
The Medical Service Association of 
Pennsylvania, an_ eight - cents -a- day 
plan, has been chartered by the state. 
The first office of the association will 
be opened in Harrisburg and then one 
in Philadelphia. The incorporators are 
Dr. Louis H. Cerf, Dr. G. Harlan Wells 
and A. Alfred Wasserman, an attorney. 
To be eligible, subscribers must be 
earning less than $60 a week if they 
have dependents, and less than $30 a 
week if single. Rates will begin at $2.50 
monthly for single persons, $4.50 for 
married couples, and will be somewhat 

higher for families with children. 


Minn. Federation In 
Tribute to Fred L. Gray 


FEATURE OF 25th ANNIVERSARY 








Complete Program for September 19 
Affair Ready; Address of Welcome 
by Commissioner Yetka 





The late Fred L. Gray, founder of the 
Fred L. Gray Co., Minneapolis, and a 
moving spirit in establishing the Insur- 
ance Federation of Minnesota, will be 
memorialized at the Insurance Day pro- 
— to be sponsored by the federation 
in St. Paul September 19, commemorat- 


ing “a twenty-fifth anniversary. Remi- 
niscences of the part Mr. Gray played 
in getting the organization under way 


will be given by Wheaton A. Williams, 
vice-president, Fred L. Gray Co., and son 
of the late Theodore Williams, who was 
the federation’s first president. Mr 
Gray was its first executive committee 
chairman. 

O. J. Arnold, president of Northwest- 
ern National Life, will be toastmaster at 
the dinner at which William J. Cameron 
of Ford Motor Co., and Governor Harold 
E. Stassen will be featured speakers. 
George R. Teeson, president of the Min- 
nesota Federation, will introduce Mr. 
Arnold. 

Insurance Commissioner Frank Yetka 
will deliver the address of welcome at 
the luncheon, which starts off the pro- 
gram. Claude W. Fairchild, general 
manager, Association of Casualty & 
surety Executives, will then speak on 
“Good Will for the Asking”; Garfieid 
F. Brown, attorney, American Mutual 
Alliance, on “A Message from the Mu- 
tuals’; W. W. Greene, vice-president, 
General Reinsurance Corp., on “Casualty 
Rate Making”; Harry T. Wright, asso- 
ciate manager, Equitable Life Assurance 
Society, Chicago, on “Going Places in 
the Life Insurance’ Business,” and 
Thomas Watters, Jr., National Board of 
Fire Underwriters, on “The Newer Taxes 
and the Application to Your Business.’ 





T. N. Bartlett Elected To 


Counsel’s Exec. Committee 
Thomas N. Bartlett, claim managez, 
Maryland Casualty, was elected a mem- 
ber of the executive committee, Interna- 


tional Association of Insurance Counsel 
at its recent annual meeting at Hot 
Springs, Va. Mr. Bartlett has been 


chairman of the workmen’s compensation 
and liability law committee, Insurance 
Section, American Bar Association. He 
also is serving on a number of commit- 
tees of other associations dealing with 
legal and claim aspects of casualty com- 
pany activities. 





VAN DEUSEN ENTERS BROKERAGE 
Paul Van leusen, who has been asso- 
ciate general agent with William E. 
Lebby, A. & H. specialist, Los Angeles, 
has resigned to join the brokerage firm 
Teague & Weister of that city. 


EAXACESS COVERS 


REINSURANCE 





EXCESS UNDERWRITERS, INc. 


JOSEPH P. GIBSON, Jr. 
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90 John Street 


MORTIMER D. PIER 
SECRETARY 


New York,.N. Y. 





TO HEAR JOU EGLOF 





Travelers Supuien to Tell N. Y. 
Dumb-Bells Club About New Auto 
Classification Plan 
John Eglof, supervisor of agency field 
service of the Travelers, will be the 
guest speaker at the next dinner meet- 
ing of The Dumb-Bells, the group of 
New York City brokers which meet 
monthly for exchange of experience on 
selling problems. The affair is sched- 
uled for September 21 at Churchill's 
Restaurant, 139 Broadway, N. Y. Mr. 
Eglof will give an interpretative talk on 
recent changes in automobile liability 
insurance underwriting, featuring the 
new classification plan and what. it 
means to the brokers. Presiding officer 
will be Frank C. Stackpole, president of 

the club. 


Birthday Remembered With 
Welded Steel Postcard 


A welded steel postcard birthday greet- 
ing, measuring 10 x 6% inches and weigh- 
ing 2% pounds, with the inscription in 
raised welded letters, has just been re- 
ceived by Holger Jensen, manager en- 
eimeering division. Maryland Casualty. 
The novel card, believed to be the only 
one of its kind ever sent through the 
United States mails, was made by Basil 
Osmin, welding consultant of the en- 
gineering division, and an expert welder. 

Postal authorities were dubious about 
accepting the unusual mailing piece, but 
a check of the regulations failed to dis- 
close any prohibition on such mail. The 
postage, including = special delivery, 
amounted to $1.09. 

7. P. NANZ, JR., MARRIED 

Theodore P. Nanz, Ir. connected with 
the Aetna Casualty & Surety in Grand 
Rapids, was married last Saturday to 
Miss Mildred R. Grove of Westfield, 
N. J. Mr. Nanz, a former resident of 
that town, is a University of Pennsyl- 
vania graduate. His bride is a Skid- 
more graduate. The couple will live in 
Grand Rapids. 

ONTARIO AGENTS MEET OCT. 19 

The Ontario Fire and Casualty Agents’ 
Association convention will be held in 
Toronto October 19 and 20. 
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- COUNSEL OF TOWNER BUREAU 


P. T. Morehouse Resigns from N. Y. 
Law Firm to Take Post; Seven 
Years With Great Am. Indemnity 
Philip T. Morehouse will join’ the 

Towner Rating Bureau Monday, Sep- 

tember 18, replacing E. Vernon Roth, 











PEALIP -T. 


MOREHOUSE 


who recently resigned to join the Surety 
\ssociation of America. Mr. More- 
house has resigned as an attorney in 
the law firm of Evarts, Choate, Curtin 
& Leon, New York City. to accept his 
new post and in the Towner Bureau 
he will serve as its counsel. In addi- 
tion he will supervise court and probate 
bond classifications and take on addi 
tional classes of business as he becomes 
acclimated to his new post. 

A graduate of Peekskill Military Aca- 
demy and Amherst College, class of 
1928, Mr. Morehouse was with the Great 
American Indemnity in its fidelity and 
surety department serving under Vice- 
President E. C. Lunt from 1929 to 1930. 
He resigned to join the aforementioned 
law firm. In announcing his appoint- 
ment Martin W. Lewis, president, Tow- 
ner Bureau, expresses the view that Mr. 
Morehouse’s training under Mr. Lunt 
plus his practical outside experience 
with the law firm is a combination of 
experience which will prove of value 
to the bureau and its members. 


Chae Nesting 


(Continued on Page 6) 
bility is even greater today, and will be 
perhaps even more so tomorrow.” 

In closing Mr. Wilde said: “In the 
evolution and revolution which is a con- 
tinuous process of society institutions 
and methods are always undergoing tests 
and challenges. This is true of the in- 
stitution of private business as a whole, 
and certainly if the institution of private 
business in certain branches such as in- 
surance is to be continued successfully 
in private hands it must be because the 
members of that industry are alert to 
public demands and are successful in 
meeting them.” 
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International 


Tuberculosis and Its 
Cure as Seen by Expert 


NOW COMPENSABLE O.D. IN N. Y. 


Dr. Edgar Mayer Hopeful Fixed Stand- 
ards of Disability for T.B. Patients 
May Soon Be Available 


Dr. Edgar Mayer, tuberculosis special- 
assistant professor of clinical 
University Medical 
International Claim 


ist, who is 
medicine at Cornell 
College, the 
Association in session this week at Rye, 
N. Y illustrated talk on “Dis 


eases of which was so in 


treated 


to an 
the 
that he 


Lunes 
was kept busy 
minutes 


answer- 
after 


structive 
several 
Mayer 


to discuss tuber- 


ing questions for 


address Dr said he wel 
Opp 


from the 


his 


comed the rtunity 
man’s viewpoint, 
New York State 


disease a com 


culosis claim 


and observed that since 
made this 


has recently 


occupational disease many 


pensable 


claims have arisen among nurses, hos- 


pital attendants and 
The speaker added 
“The O. D. ha 
hospital 
wards, has received 
claims arise among laborers exposed to 
certain dusts such as silica, or to irritant 
among furriers, and particularly 
among _ skilled laborers where tubercu 
losis undoubtedly takes its greatest toll.” 
Dr. Mayes indicated the magnitude of 
this problem when he said that insur 
ance companies pay out yearly between 
thirty and forty million dollars in dis 
ability claims to tuberculosis patients. 
The speaker lot of ground 
as he discussed procedures ; 
the problem of disability—pointing out 
that in T. B. cases the claim must be 
studied from its inception as well as 
study of past duration and forms of 
treatment. The latent received at- 
tention as did cases of questionably 
healed tuberculosis, when such a patient 
can return to work, and reappraisal ot 
cases In concluding his address Dr. 
Mayer made the following points 


even physicians 


tuberculosis in 
especially in the T. B. 
recognition, More 


ard of 
service, 


tases 


covered a 
diagnostic 


case 


His Suggestions 


1. Diagnosis must be accurate and de 
pendable Ninety percent of 
easily diagnosed 
2. Expert advice at the 
essential to insure best 
earliest return to work. 

3. Rec must be 
permanent in all 
instead of fluor 
record 


Cases are 


start is 
and 


very 
treatinent 
and 


ords 


complete 
rays are es- 


tor per- 


cases 
sential SCOP) 
Inanent 

4. Decision as t 
a majority of the 
lematic in a small 
in the problem 
here should be, in 
vrant the patient a few 
tion. This may often save life and re 
habilitate sooner. Thorough study may 
often require hospitalizing of the 
patient. 

5. More 
onsulting pl 
him detail reports of 
insured (with con 
will allow him better 
ability 

6. Closer coop 


lisability is clear in 
It is only prob- 
percentage such as 

The cardinal rul 
case of doubt, to 
months’ observa 


Cases 


ases 


mferences 
Transmittin to 
activities of 
records) 
din. 


frequent ¢ 
vsicial 

the 
iplet case 


evaluation of 


ration is strongly in 
licated by panies and the phy- 
sician ally at the beginning of re- 
habilitation of been on the 
curt Granting the p continued 
| lity llowance until complete re 
stablished in the 
» greatly to 


espec 
one who 


itient 


\ be p »ssible 
pulmonary 

t ffer you some fixed standards 
\ ability for patients with 
aryine forms of tuberculosis and va 
| therapeutic measures. 


special- 
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catty 


gc: 


Claim As 


Opening Session 
+1) 


fruition 


(Continued from Page 


just to bring to a that 


handling a claim. 


pended 
act ot 

“Surely no hing man with imagina 
tion can fail to be thrilled with the ro- 
mance of a work he has to do. If he 
have that imagination he is going 
to do a better job and if he does not 
have it, then I anil urge that he ac- 
quire it. Study the history of insur- 
ance, its background and the _ funda- 
mental broad aspects of the business. 
\lso study the lives of the men who 
have built the business from its small 
beginnings to the stature it has today. 
1 guarantee that doing this will kindle 
the imagination of anyone who has 
passed the first test of having sufficient 
intelligence to get into and stay in claim 
work.” 

Having acquired this understanding 
and background Mr. Fankhauser said a 
claim assumes new character and at- 
mosphere. Instead of being merely a 
demand from a person who wants some 
money to which he is entitled, “in a 
most unholy haste” the claim becomes 
an adventure in human emotions. Said 
the speaker: 

“Comedy, drama: 
ambitions ‘that 
were frustrated 
rade before 

Four new 


does 


joy and sorrow; 
succeeded, others that 
and failed, all will pa 
you.” 

members of the association 
were announced by Frederick T. Bern- 
hard, Home Life of New York, chair 
man of the membership committee. They 
are the Guaranty Union Life of Holly- 
wood, Calif Sunset Casualty Co. of 
Washington; Sterling of Chicago, and 


lation 








Convention 


COAST GUARD FILM ENJOYED 


Second Day Festus at Claim Conven- 
tion; Rehabilitation and Medical 
Question Box on Third Day 

\ feature of the second day’s program 
at the International Claim Association 
convention at Rye, N. Y., this week was 
the sound motion pictures given by Cap- 
tain R. W. Dempwolf, commandant 
United States Coast Guard, on “History 
of the Coast Guard.” The guest speaker 
of the morning was Henry C. Walters, 
Detroit attorney, whose subject was 
“Materiality of §Misrepresentations.” 
President Fankhauser presided. That 
afternoon was given over to the golf 
tournament and at the evening banquet 
Henry E. McCurry, Detroit inspection 
his 


agency man, awarded golf prizes in 
characteristic fashion. 
Third day speakers included Willard 


Hein, claims supervisor, State Mutual 


Life, on the subject “Rehabilitation of 
Disabled Policyholders” and Dr. Wil- 
liam B, Smith, assistant medical direc- 
tor, Connecticut Mutual Life, who con- 
ducted the “medical question box.” 
These were both stimulating and _ in- 
structive. 

Texas Prudential. Mr. Bernhard’s re- 


port was accepted appreciatively. 
110 Took West Point Trip 
This afternoon a party of 110 went by 
buses to West Point, enjoyed some fine 
scenery along the way and a cadet drill 
at the Military Academy. Among the 
guests was Harold R. Gordon, execu- 
tive secretary, Health & Accident Un- 
derwriters Conference, who is sitting 
through this convention and renewing 
many old friendships. 


Personalities at Claim Convention 


Top, left to right: 


Bottom, left to right: 


J. Reidy, Guardian Life, executive committee chairman, and Dr. 





Frazar B. Wilde, president, Connecticut General; 
Superintendent of Insurance, 
A. G. Fankhauser, Continental Casualty, president; 


Studios 


Louis H. Pink, 


Stillman 


New York. 
Daniel 
Edgar Mayer, 


Cornell University Medical College. 
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Why ene Fidelity Bond 
Forms Are Preferred 


WM. T. ASHBY STATES VIEWS 


Agents Given Pointers on How to Select 
Most Useful Bonds for Commer- 
cial and Industrial Concerns 


In an address on fidelity bonds deliy 
the New 
of Underwriters in annual meeting at 
Asbury Park September 8, William T. 
\shby, general agent Century Indemnity, 


ered before Jersey Association 


concentrated on those forms which are 
most commonly written for commercial 
and industrial concerns. He described 


the purposes of fidelity bonds in general 
and the various ways in which they may 
be written, such as individual bonds o1 
schedule bonds. Then he turned to loss 
sustained bonds and discovery bonds, 
saying: 
“Agents the 
loss 
The 
Sus- 


and 


disagree about which is 
better bond for a client to buy: the 
sustained or the discovery bond. 

loss sustained bond applies to losses 
tained during the term of the bond 
discovered within a given time, varying 
from one month to three years, after 
the termination of the bond, (1) as an 
entirety or (2) as to a defaulting em 


ploye if the bond ceased to apply to 
him, because of discharge, resignation, 
death or for any other reason, before 


loss. 


discovery of the 
Exception in Discovery Bond 
“The bond applies to losses 
discovered during the term of the bond 
regardless of when they were sustained, 
with this important exception: If the 
bond is cancelled by the obligee with 
respect tc a particular employe, and, :f 
that employe is retained in the service 


the 


discc N ery 


of the employer, and, if no successor of 
that employe is promptly added to the 
schedule of the bond, liability for un- 
discovered losses caused by him ceases 


on the date of such cancellation.” 

In Mr. Ashby’s opinion the discovery 
bond is not so useful under most cir- 
cumstances as the loss sustained bond. 

Individual and Schedule 

Taking up another angle, the speaker 
said: “Fidelity bonds, whether indi- 
vidual, schedule (either loss sustained or 
discovery bonds) or blanket bonds, may 
be divided into two additional types, ac- 
cording to whether they are named em- 
ploye or position bonds. Agents also 
disagree about which is the better of 
those bonds for a client to buy. They 
disagree particularly about the individual 
and the the schedule bonds. 

“There are circumstances under which 
position bonds do not afford the obligce 


the same security that would be afford- 
ed by the named employe bonds. In the 
position bond the position is bonded. 
Assume that the incumbent of a_ posi- 
tion that is bonded for $5,000 causes a 
loss of that amount, and that the loss 
is not discovered until after he is re- 


moved from the position—by resigna- 
tion, discharge, death or perhaps by pro- 
motion—and his successor appointed. 


Assume further that before the first loss 
is discovered, the successor hy the posi- 
tion causes another loss $5,000 (or 
any part thereof). There git have 


been losses of $10,000 in a position bond, 
for $5,000 each and only $5,000 could be 
collected. If the named employe bond 
had been written, both losses could have 
been collected. In my opinion that alone 
would be sufficient reason for avoiding 
the position bond” 
Three Blanket Forms 

It was pointed out that blanket fidelity 
bonds and the discovery bond have been 
standardized whereas the individual and 
schedule bonds have not in many im- 
portant particulars, which Mr. Ashby 
named. He resumed: 

“There are three forms of blanket 
fidelity bonds, namely, blanket position 
bond, primary commercial blanket bond 


Form A, excess commercial blanket bond 
Form AA. 
“In my opinion the commercial blan- 


ket fidelity bond Form A, when written 
for a reasonably substantial amount, pro- 
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vides the most nearly complete answer 
to the questions for which an employer 
must find answers. It applies to all em- 
ployes from the president to laborers, 
but certain classes of them may, at the 
option of the obligee, be excluded and 
those classes may be bonded in a sep- 
arate schedule bond for a_ smaller 
amount, or not bonded at all. 

“The premium for the primary com- 
mercial blanket bond is reasonable. It 
is based upon the number of the different 
classes of employes and the kind of 
business the obligee is engaged in. 

“In my opinion the primary commercial 
blanket fidelity bond Form A is the 
most useful and, therefore, the most 
saleable of all fidelity bonds to employ- 
ers who have five or more employes. 


Excess Commercial Blanket 

“There is a little used but most useful 
and therefore readily saleable bond that 
supplements a schedule bond. It is the 
excess commercial blanket bond Form 
\A. This bond may be written for an 
amount of $25,000 or multiples thereof. 
The entire amount of it is available to 
pay that part of a loss that is more than 
the amount in the underlying schedule 
bond that applies to the employe who 
caused the loss. 

“While I have referred to the excess 
bond as supplementing the schedule bond, 
the excess bond may also be written to 
supplement individual bonds or a com- 
bination of individual bonds and schedule 
bonds. The excess bond need not be 
written in the same company that writes 
the underlying schedule bonds. There 
is a broad market for the excess bond 
among employers who now have sched- 


ule bonds. 


Employer’s Delusions 

“The sales resistance encountered in 
selling fidelity bonds is due to an em- 
ployer believing that his employes are 
honest and that they will remain so. If 
he didn’t believe that the employe would 
not be permitted to go to work the next 
day. The employer also believes that he 
has a perfect accounting system which 
quickly would reveal irregularities. If 
he didn’t believe that he would have in 
a certified public accountant to install a 
new system. Yet fidelity bond losses 
aggregating millions of dollars are paid 
every year. I said one time that it 
seemed to me fidelity bond losses were 
caused by employes of known honesty 
who had beaten a perfect system.” 


To Be Bonding Department Manager at 
Home Office; 25 Years’ Experience 
in Fidelity-Surety Field 

William E. Snyder has been appointed 
bonding department manager for Stand- 
ard Surety & Casualty at its home office 
in New York effective October 1. At 
present he is bonding department man- 
ager in the New York office of Ocean 
Accident & Guarantee and Columbia 
Casualty. He has had twenty-five years 
of experience in the fidelity and surety 
business, mostly in New York, but is 
also familiar with other parts of the 
United States, particularly the Middle 
West. During his long bonding career 
he has been with several of the coun- 
try’s leading companies. 


Casualty - Surety Production 
Meeting Urged by J. D. Saint 


John D. Saint, manager Tennessee As- 
sociation of Insurance Agents, has rec- 
ommended that a conference for promo- 
tion of casualty and surety business be 
held early next year. His suggestion is 
that representatives of all companies op- 
erating in Tennessee, and their agents, 
could benefit by a one-day discussion of 
the income possibilities of those two 
classes of protection. 

Mr. Saint says that while the proposed 
conference would not have any power 
to bind a company or its agent, it might 
consider a joint company-agency pro- 
gram of public relations and a course of 
instruction in casualty and surety to’ be 
given in local exchanges or at regional 
meetings. Experts would be invited to 


address the conference. 











LOGAN BIDLE 


\etna 
Life’s accident department are pictured 


The three new officers of the 
above. The news of their promotions 
was announced to the field following the 
Labor Day holiday and was 
received by Aetna agents 
\. & H. field generally. 
Logan Bidle, who takes over the secre- 
tary’s post handled so ably by the late 


insur 


cident 


OLLIE H 


JESSIE 


ance policy forms and rates is well 


manual committee. 


recognized, For years he has been chair- 
man of the Personal Accident Bureau’s 
Assistant Secretary 


popularly Paul H. Rogers, whose own A. & H 
and in the career covers more than twenty years, 
Interestingly, has shown all-around ability and has 


held high posts in both the Personal Ac- 
3ureau and the H. & A. Unde: 





Bowen, is rounding 


of service with 


His familiarity with accident 





out twenty- 


writers Conference. 
Ollie H. Jessie 


point of view having spent his first fev 


the Aetna supplies the fieldman’ 


astles 


that CRUMBLE 


STATES, like castles, may be carefully and 
E strongly built but, like neglected castles, may 
crumble for failure to leave their disposition in the 
hands of one adequately bonded by a responsible 
col porate surety. 





Some estates crumble through the faithlessness 
of the fiduciary administering them. More often 
they dwindle through well intentioned failure to 
comply fully with legal requirements. The super 
vision exercised by an experienced corporate surety 
often helps keep estates intact. If estates do suffer 
loss legally chargeable against the fiduciary, resto- 
ration is made by the surety. 

AMERICAN SurETY and New York Casualty Com: 
paNiFs Offer many years’ experience in fiduciary 
matters plus financial strength and prompt, intelli- 
gent service. 


AMERICAN 


Cc 


Both Companies write Fidelity, Forgery and Surety Bonds and Casualty Insurance 


Assistant Secretary 





PAUL H. ROGERS 


ears with the Aetna in its Richmon 
branch office, and traveled considerabl 


thereafter out of the home office 
MASS. HEARINGS ON RATES 


Compulsory Auto Ins. Parley Late This 
Month; Speculation on Results; 
Lower Tariff Forecast 
In Boston it is expected that the Mas- 
sachusetts Department will hold prelimi- 
nary hearings before the end of Septen 
ber concerning the 1940 rates for com 
pulsory automobile liability insurancs 
These hearings are usually held 
vear by September 15. The law requires 
that ten days’ notice of a hearing be 
iven in the newspapers. Companies, 
agents and the public are showing a 
keen interest in what the new rates 
may be. Careful observers think that 
on the whole the rates may be some 

what lower. 

While the experience in 1938 was not 
as good, it is believed to have been bet 
ter than that in 1933 (the year discard 
ed), so that the net result of the change 
in the five-year average should be in 
favor of better experience and cons¢ 
quently lower rates. Whether Insu 
ance Commissioner Harrington will de 
cide upon the five-year average, modi- 
fied by two years, or on five years un 
modified, is not yet certain. It is con 
sidered significant that the Commis 
sioner has asked for six years’ experi 
ence, especially since this is the first 
time that such consecutive 
perience, with 
vated, has been available. 


each 


years’ ex 


guest coverace sear 


W. C. JEFFREY’S NEW POST 


Joins Royal Indemnity as A. & H. Pro- 
duction Manager im N. Y. Area; Re- 
signs Ocean Accident Connection 
William C. Jeffrey, well known in ac 
cident and health circles along Williar 
Street, has just joined the Royal Inden 


nity as production manager for A. & H 
business in the metropolitan New Yor] 
area. For several vears past Mr. Jef 
frey has handled similar duties in tl 


123 William Street branch office of: the 
Ocean Accident and Columbia Casualt 
This post he resigned as of today 

Mr. Jeffrey comes to the Royal wit 
an unusually varied career behir 
He has successively managed his 
advertising agency, held the position 
sales manager in a milling and grain 
company, and done contracting work 
His insurance career began with the 
Travelers as field representative 

Active in the Accident & Health Club 


of New York Mr: Jeffrey has been 
spirited speaker at several of its sales 
meetings He also has conducted for 
the past five or six years a Breakfast 
Club forum composed f insurance 
brokers. 
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McCulloch Tells How Agencies (2B ry Risks 
Get Out-of-Date and Lose Time | {wigY A. W. MARSHALL & CO. Ly ouice | | 


INLAND One of New Jersey's Leading General Agencies 
MARINB 


Suggests Self-Analysis Which Many Offices in Country Can LIFE 31 CLINTON STREET, NEWARK, N. J. 
Profitably Use; Must Be Geared for 


111 JOHN ST. 
Tel.: BEek. 3-5164 
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. : ES R 
Production Today Randall Talking Today a . 
Jesse W Randall, vice - president, Cut ef 10% Added to 20% Taken Off ] 
Gearing an ageney for production was lravelers, will draw a crowd today at Bodily Injury and Property Damage 


the theme of a stimulating address by Charge for Passenger Cars 





Norman B. MeCulloch, production man 
aver of the Globe Indemnity, to the 


Pennsylvania Association of Insurance 
\vents at Wernersville, September 14 
Speaking constructively he san that 
scrubiny f a number of avencies in a 


variety of locations revealed that many 
of them now, as in earher years, are 
not veared to the times Suevesting \ 
self-analysis the speaker said 

“Analysis of any one agency's opera 
tions may indicate widely varying pi 


tures, but certam phases are fund 
mental in all of them. Tf vou are intei 
ested you can conduct your own analy 
SIS \sk yourself some of these que 
thon 

“S'nice thre lite blood of my aeency 
hes in profitable production of business, 


am | doing evervthing possible to key 
all of my operations to that end ? 
“Are all our emploves constantly 


thinking of the production of more good 
business whenever they talk to cus 
tomers, on the phone, ino office inter 


views, or in outside contacts 
Keeping Customers Waiting 

“What is the average length of ting 
our customers are held waiting on the 
phone when they call us for information 
about any new coverages or. existin 
policies ? 

“Are our files and offtee records so 
reanized that information necessary 
for answering inquiries is) readily and 
quickly obtainable ? 

“Does the person responsible for an 
swering questions for. customers know 
all he or she should about the subject 
at hand? 

“Are we taking advantage of the many 
valuabk seTVices offered to us by oul 


companies and their special representa 
tives? 

“Could we use advertising material 
which many of our companies furnish, 


to better effect ? 

“If you have solicitors emploved = in 
vour agency, do you hold regular meet 
ines with them, to be sure they a 
well posted on all the latest develop 
ments ? 

“Do you read your company bulletins, 
letters of imstruction, sales survestions, 
new policy forms, or do you throw up 
vour hands in horror and say ‘If I read 
alt the stuff that comes across my desk 
each day, | wouldn't have time for any 
thing but reading’ ? 

Bad Debt Reserve 

“What of your credit and collection 
policies? What, if any, reserve for bad 
lebts do you set up on your books? Are 


you or your solicitors playing 1); 
Jekyll and Mr. Hyde—selling — policies 
with inferences of unlimited credit—the 
‘pay when vou can’ plan—and thirty 


sixty days later, sheepishly try to act 

the part of the hard-boiled collector ? 
“At what point should you mechanizc 

vour bookkeeping system? We could 


go on almost indefinitely asking such 


questions. The answers, for the most 
part, are obvious. Yet | have noticed in 
1h) travels i lack ft mterest, or at 
least of attention on the part of many 
azents to these vital ‘teeth in the gear 
f production.’ 

“Has is ever occurred to you that an 
peration which costs you $10 a month 


more than necessary is the equivalent 
of the profit on $1,500 of premiums per 


Using Hours Saved 
Mr. McCulloch illustrated the delay 





NOKMAN Bo MeCULLOCH 


and annovanece caused customers because 
an avency may have obsolete files or too 
mnany records ino separate place Phe 
amount of office time that can be saved 
by emploving the available short cut 
is very laree, he stressed That saved 
time can be used for preparing the di 
rect mail advertising, which has probably 
been neglected. In the saved time the 
agent has a chance to vet out and follow 
up the mailings. It becomes possible to 
arrange definite schedules with the field 
representatives of one’s companies. “Ne 
longer, on surprise visits, do vou tell 
them, ‘] don’t know of a thine to b 
done now,’ or ‘Jim, ve been so busy 
keeping up with all the detail ino con 
nection with our present business | 
can't take time for new. solicitation.’ 


“You also have time to analyze your 
bookkeeping and billing systems 1 
pending on the number of accounts, 
average size of account, number of com 


panies represented and numerous other 
factors You possibly will find that 
mechanizing these operations will pro 
vide further short cuts to better control 
of credits and collections. If you cet a 
clearer picture of your accounts, pat 
ticularly if you must play the dual rok 
of salesman and collector, it won't b 
long before you will be coding you 
prospects or customers for definite credit 
and paying time limits, and selling them 
accordingly. 
Time for Instruction 

“And having found that you can sys 
tematize your own work, vou will set an 
example for your solicitors You and 
they will have time for, and will wel 
come, well planned sales meetings and 
periods of imstruction, mn themselves 
time savers when they serve to eliminate 
questioning and information 
hunting at later dates 


useless 


“Never before has the insurance busi 
ness, in all its component parts, been 
so well situated as it is today, from the 
standpoint of facilities and desires of 
the companies to be of service to avents 
and the insurance buying public. Much 
of the value of the machinery will be 
lost unless the agency forces are ready 
and anxious to make the createst use 
of it. And how can this be expected or 
achieved, unless you are veared fot 
production ?” 


the convention of the Pennsylvania As 
sociation of Insurance Agents in) Wer 
nersville, Pa, as he is talking on “The 
Retrospective Rating Plan.” Mr. Randall 
was an early supporter of this plan and 
is today an authority on the subject 
That's the rcason why his views on how 
the plan is operating will be listened to 
with the closest of interest by the Penn 
svivanians. The address will be reviewed 
at leneth in The Eastern) Underwrite: 
next week 


TWO AETNA ANNIVERSARIES 


Richard V>:lente, Chief Comp. Under- 
writer, and C. H. Elliott, Comp. Claim 
Examiner, Both 25 Years With Co. 

Richard Valente, chief underwriter, 
compensation and hlability. department, 
Netna Lite \ffiiated Companies, ob 
served his twenty-fifth anniversary with 
these companies on August 31.) A native 
f Hartford, Mr. Valente started with 
the Aetna as a mail clerk shortly after 
eraduation from Elartford Publie High 
School He was advanced to assistant 
underwriter in LOIS and to underwriter 
in 1920.) He was appointed chief undet 
writer in 1926, the post he holds today. 


Carteret H. Elliott, compensation claim 
examiner with the Aetna Companies, also 
completed on September 1 twenty-five 
vears of consecutive service. A\lthouch 
born in Canada, Mr. Elliott has lived 
in Hartford most of his life and attend 
ed the local schools Prior to joining 
the Aetna, he held posts with the Phoe 
nix Mutual Life and Consolidated Ra‘l 
wav Co 


EXECUTIVE SESSION OCTOBER 2 

The execut've committee of the Health 
& Accident Underwriters Conference will 
hold a closed session October 2 at the 
Kdeewater Beach Hotel, Chicago, during 
the meeting of the American Life Con 
vention there 


IN TRIBUTE TO CIVIC LEADER 
Edson S. Lott, board chairman, United 
States Casualty. was among those who 
pay tribute to the late Ralph M. Easley, 
founder and executive council chairman, 
National Civie Federation, who died re 
ently 


BY-LAWS AMENDED 

The Surety Underwriters Association 
of Southern California at a meeting Sep 
tember 6 amended its by-laws to con 
form with company practices. The Wil 
liam Stephens agency was elected to 
membershin as representative of the 
Standard Surety & Casualty 


WITH AETNA 25 YEARS 
Leslie W. Sanders, superintendent in 
the expense analysis department, and 
Bruce M. Zimmerman of the payroll 
audit department completed twenty-five 
vears continuous service with the Aetna 
Life Affiliated Companies September 8. 


A. & H. CHANGE IN NORTHWEST 

The California-Western States Life has 
appointed 1). Wayne Burke of Portland. 
Ore., as general agent for its accident and 
health department for the State of Ore 
gon. Mr. Burke will operate out of 
Portland. For the past five and one-half 
years he has been with the Pacific Mu 
tual Life and has been its manager at 
Portland. 


\n additional reduction in) bodily in 
jury and = property damage insurance 
rates on private passenger automobiles 
has been authorized by George H 
Newbauer, Indiana insurance commis 
SLONCH The reduction adds 10% to the 
previously authorized 20% cut from old 
ates and becomes effective Septem 
ber 20 

ry , . -_ 

Phe Indiana Department’s action per 
nuts companies to reduce rates to 209 
below those specified WW the manual, The 
new reduction brings the rates down to 
Vithin 244% of the rates proposed by 
companies affiliated with the National 
Bureau of Casualty & Surety Under 
writers last May and which Commis 
sioner Newbauer turned down. Approval 
of the safe driver reward plan calling 
for a reduction of 15% for drivers who 
had no accidents during a one year 
period, was sought by the companies and 
rejected on grounds that the plan was 
basically a rebate of premiums, which is 
legal in) Indiana. 

“Since May.” Mr. Newbauer said, “the en 
trre staff of the Insurance Department has mack 
a contnuous study of the statisties on which 
automobile insurance rates are based, including 
the automobile accident record in Indiana In 
view of the results achieved in highway = safety, 
through the efforts of various state, county ard 
eily officials, accidents have been reduced \s 
t result of this favorable trend, which, we he 
heve, will continue, [T have issued the order.” 


TOO MANY WIVES IN CASE 


Three Unions Scramble Compensation 
Death Claim Payment E'even 
Years After Employe’s Death 
In Federal Court in Dallas a jury dis 
revarded the fact that the Travelers 
had made full settlement under a fatal 
compensation award to the employve’s 
wife and family, and held in) favor of 
the deceased's first wife and children, 
whose existence was not known at the 
time of the accident and settlement, 
and who did not enter the case until 

eleven years after employe’s death. 
The suit was brought by Mrs. Evelyn 
Price, formerly the wife of John J 
Ogden, who died November 9, 1926. At 
the time of his death he was living with 
and. had children by a woman whom he 
had married in Texas. Mrs. Price said 
that Ogden had not obtained a divorce 
from her at the time of this latter 
marriage. The trial also brought out 
that he had been married before his 
union with Mrs. Price and had had 
two children by this first) marriage, 
whereabouts of those children being un 
known. Mrs. Price said she had mar 
ried Walt Price a year after Ogden’'s 


The Travelers had paid its claim to 
the second Mrs. Ogden and her two 
children. Federal Judge William H. At 
well ruled that Mrs, Price was Ogden’s 
legal wife at the time of his death and 
the third Mrs. Ogden was common law 
wife, though there was said to have 
been a ceremony at Waco, Texas. 

The second Mrs. Ogden, who was liv 
ing in Colorado at the time of the fatal 
injury, asked for $20 a week for 360 
weeks plus interest. The judge will 
enter an order later setting up the 
amount to be awarded and the mannet 
of its distribution, including the share 
of the children by the first marriage 
whose present whereabouts are un 
known. The company sought to show 
that it had fully discharged its obliga- 
tions in good faith, but the jury disre- 
garded this. 








